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EFFICIENCY 


ERVIN PIETZ 


President, lhe Barry ( orporation 


EK LIVE in an age of 
specialization. It is an age of special- 
ized machinery, specialized production 
techniques, and specialized know-how. 

In this age, American industry 1s 
faced with the crucial problem of mas- 
tering these techniques and at the same 
time competing within itself to mat 
ket products of the greatest quality at 
the lowest possible cost. During the 
recent war, we in American industry 
were given tremendous impetus to in- 
crease production efhciency and qual 
ity. Cost was not an active factor be 
cause our wartime economy de 
manded the best product in virtually 
unlimited quantities with no regard to 
the expense factor. 

They say that the more things 
change the more they remain the same. 
However, changing circumstances 
make to-day’s situation far different 
from wartime days. 


Continued on page 
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Mills, Drills 
and Taps | 
Eaton 
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53 parts per hour at 100% efficiency—capacity for 
spiral bevel or hypoid style carriers. 

97 operations: 60 drilling, chamfering and ream- 
ing; 5 milling; 4 spotfacing and counterboring; 
28 tapping. 

9 stations: 1 loading, 1 unloading, 7 machining. 
Two-position, progressive type work holding fix- 
tures with automatic transfer from station to sta- 
tion and integral conveyor for automatic return 
from unloading to loading station. 

Cleaning unit for removing chips from fixtures 
between unloading and loading station. 

Other features: Complete interchangeability of all 
standard and special parts for easy maintenance; 
construction to J.I.C. standards; hardened and 
ground ways; hydraulic feed and rapid traverse; 
individual lead screw feed for tapping; coolant 
system; automatic lubrication. 


Established 1898 
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Special MACHINE TOOLS 








New CHEVROLET TRUCKS | 


do more work per day... more work per dollar 


on every type of hauling or delivery job! 
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Rien and money are the two most important factors in 
any trucking job—and the new Chevrolet trucks for ’54 
are built to save more of both! 


THEY SAVE YOU TIME ALL THE TIME 


Whether you deliver door-to-door or haul state-to-state, 
new Chevrolet trucks will speed up your schedules. They 
bring you new hour-saving engine power—greatly in- 
creased acceleration and hill-climbing ability. You save 
time with greater safety ... and without increasing your 
maximum road speeds. In traffic or on delivery routes, new 
truck Hydra-Matic transmission” saves time, and saves driv- 
ing effort as well. It’s the last word in no-shift truck driving. 


THEY SAVE YOU MONEY IN EVERY WAY 


Along with increased power, these great new trucks bring 
you increased operating economy. You enjoy hefty gasoline 
Savings in every model, thanks to new high-compression 
performance. In addition, you save on upkeep and mainte- 
nance. That’s because you get extra strength and stamina in 
drive line and chassis. There are heavier axle shafts in 
2-ton models, newly designed clutches and stronger frames 
in all models. 


See your Chevrolet dealer for all the facts about the 
“savingest’’ Chevrolet Advance-Design trucks ever built!... 
Chevrolet Division of General Motors, Detroit 2, Michigan, 





MOST TRUSTWORTHY TRUCKS ON ANY JOB! 





CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 














THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The ‘“‘Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK HYDRA-MATIC TRANS- 
MISSION* — offered on '2-, 44- and 1-ton models. Heavy-Duty SYNCHRO-MESH TRANSMISSION —for fast, 
smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engagement. HYPOID REAR AXLE—for 
longer life on all models. TORQUE-ACTION BRAKES—on all wheels on light- and medium-duty models. 


'  TWIN-ACTION REAR WHEEL BRAKES —on heavy-duty models. DUAL-SHOE PARKING BRAKE— greater holding 


ability on heavy-duty models. NEW RIDE CONTROL SEAT* —eliminates back-rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM 
STAKE BODIES — give increased load space. COMFORTMASTER CAB — offers greater comfort, convenience and safety. PANORAMIC WIND- 
SHIELD — for increased driver vision. WIDE-BASE WHEELS—for increased tire mileage. BALL-GEAR STEERING — easier, safer handling. 
ADVANCE-DESIGN STYLING — rugged, handsome appearance. 


*Optional at extra cost, Ride Control Seat is available on all cab models, ‘‘Jobmaster 261’’ 
engine on 2-ton models, truck Hydra-Matic transmission on '/)-, ¥g- and 1-ton models. 
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For Greater Eficiency. ....cccccsecccccscesse Cover land 35 


Ervin Pierz 

President, The Barry Corporation 
Inefhiciency is the cause of more losses than management cares to 
think about. Here are eight steps for plant and maintenance 


efhiciency that will help minimize these losses. 


Retail Sales Course by ILE SE Pe ee ee Oe ae eee mee 
James K. BLAKE 
Viarketing Editor 





Here's a proven, low-cost way to squeeze sales from your retail or 
dealer salesmen. You'll have to design your own course, but here 


is an outline for a program that covers most of the bases. 


Ps 6 OE NOS FEN oun 0k baie cee inn cce nes cduses 


AcrrepD G. LARK} 
E-mploye r Relations Editor 


Labor is opening up its big guns this year for the guaranteed a 
nual wage. Here are some basic facts that management will find 


useful as it makes plans to meet this campaign. 
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> A/ 7 LOW | In this, the second of a series of articles by the author, there is 
= |liminates clog- raised a. question which should be given more than just adequate 

tte Ser hoppe study by the men involved in running a business. 
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“Pulsating Magnet Burning Plant. 


ELECTRIC VIBRATORS J 


Fleard 1 Wasin@tom. ..occcccwssssccsvccsccocecs 
They operate at 3600 controllable News and views from the Nation’s Capital of special inter- 
Vibrations per minute to assure a 
positive, tree flow of fine powders 
or hard-to-handle lumps through 
bins, hoppers and chutes. Eliminate 
clogging, arching and plugging. 
Low operating cost—easy to install of to-day’s world. What do they foresee tor 1954? 
—models for almost any type of . 
Installation. PND WER ose Ke Kader edi nrseneanesweesanengees 


Collect additional marketing data this way. It was done by 





est to top management as reported by Paul Wooton. 
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Leaders of business speak their minds on the many aspects 


an old firm in old Boston. with new ideas about directors. 


e e e SYNTRON EQUIPMENT is built to eliminate Lasneee Ob GU TG ia oc 5 60k 6h dees cwne sda 
tough production problems. Letters trom all over—agreeing, disagreeing, suggesting, 
VIBRATORY PARTS SHAFT SELENIUM requesting—some of the many privileges otf freedom. 

SEA IFIERS iia 
FEEDERS FEEDERS od eas FROREMINNOR v4 4000 809500006 pds RRR UES 6 n4daeNeS 
Century-old symbol of American growth and development, 


a heavy treight highballs through the countryside. 


The Trend of Business. > * 7 >. . * es ¢ . * 7 2 _ * > * >. ” * >. *. > e > « 
Concise reports on the many and diversified facets of our na- 

, ) al ‘tier 4 , ; i ic » , 3] ive Sey ; , ‘Te os A- 

Provide effi nt. For automatic, Form positive x ul High « urrent capa tional economy as collated by our Business Conditions Staff. 

ontrolled feccding ot single line, con- around rotating city ior a-c to d-c 

most bulk materials.” trolled feeding of shafts of pumps power conversion ; : 

No mechanical wear- small parts toauto- for either gases or needs. In sizes for Business OS coeeecece ere rer esreseseeeee 


Ing parts, matic processing liquids. Self-lubri- almost any require- “ : 
f : . > > ) ) = S [ > > < > 7 a > < > ‘ 
machines. cating. aaent [he economic state of the nation reflected in failure and 


Write today for complete catalogue data - FREE liability statistics. 
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Electronics: Pace-setter for Design, Production........... 48 
ANNESTA R. GARDNER 
Industrial Editor 


Pioneering in many directions, the electronics industry is coming 
up with a host of new ideas that many plants can use. It’s a 


burgeoning market as well. See how you can profit. 


A Preceice? Look at Pamtic THOR. co ocacccccevececadsacce< 93 


Rornert W. |OHNSON 
Chairman of the Board, Johnson & Johnson 


A well-known business executive takes a look into the public cash 
box and finds that there is a great need for self-paying public 


projects. A new approach in order to counter debt rises. 


Hobbies Develop the Executive........cccccccccccccccece 56 
Marcaret L. Jones 
Executive Methods Editor 
The average business man underestimates the importance of a 
hobby. Here’s why he shouldn't; and how he can develop a hobby 


that will in turn develop him. Case studies add proof. 


Neutralizing the Tari Berries. o0000.06sevcsccssrcccesecelZ9 


Herpert BARCHOF!E 

E-vecutive Vice-President. keastern Brass « Copper Co. 

The question of high or low tariffs is in the minds of all thinking 
business men these days. Here is one approach designed to raise 


European incentive while protecting American Industry. 


E N T S 


The Business Quiz. ee 2eee@ee@e¢@cee<Cceoee eco eaeeseweeeeee ese eae eG eS eS = 87 
Leisuretime learning is provided with these questions and 


answers. This month’s field is labor and the unions. 


Executive Bookshelf.. — >. - _ . * 7 < . +. * . > > - >. « > > * a >. * 7: > > +. 91 
Intormative discussions of the latest business volumes to 


help the executive select his future reading. 


New Methods and Materials................222+- OY 


Industry is constantly finding new ways and means of mak- 


ing products and processes better. Here are some of the latest. 


Films for Management. SP Gee BP eae Ce be VS Se Ba Sete Bee RR 2 ea & l 11 
Business and industrial films are finding ever wider usage 


in many capacities. Reviews of the most recent movies. 


Sales and Distribution. - > > > o ° . > > 7 * > > 7 . > 7. . > >. > > . — 7 >. 123 
New developments, techniques, uses, and ideas in these all- 
important fields of the marketing side of business. 

Here & There in Business - - * *« >* « * « . ” >. > > > > * « >. > >. >. . > 149 
New and different ways of getting the job done better in 


the ofhice, in the field. and in the plant. 
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Florida—the resort land of citrus and sunshine. tourists 


and palm trees—is expanding commercially. 


right Convention. All rights reserved under Pan American Copyright Convention. The titles 
Dux’s Review and Mopern INpvusrry are registered in the U. S. Patent Office. Cover: Grand 


Central Station by Devaney. Frontispiece: Howe Photograph. 
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This aerialist spinning high over the center 
ring knows she’s taking a risk—but training 
warns her to be careful. However, every day 
workmen are killed or hurt falling on slippery 
floors that look safe but are treacherous 
underfoot. Best inexpensive insurance against 
these accidents is A.W. Super-Diamonp— 
the floor plate with 40 slip-stopping traction 
points in every step. SUPER-DIAMOND is 
tough, rolled steel, with an exclusive raised- 
diamond surface that takes rugged wear and 
gives maximum foot safety in return. Specify 
SUPER- DIAMOND when you want the best buy 
in low-cost accident prevention. Easy to in- 
stall. Simple to maintain. Write today for the 


new, free SUPER-DIAMOND Booklet SD-1. 


AW SUPER-DIAMOND 


Economy Rolled Steel Floor Plate 


ALAN WOOD STEEL COMPANY 


CONSHOHOCKEN, PA. 


Other Products: A.W. ALGRIP Abrasive Rolled Stee! Floor Plote 
Plates « Sheet @ Strip « (Alicy and Special Grades) 
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BUSINESS IN MOTION 
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Like other companies whose people do outstanding 
work, Revere receives many letters of appreciation. 
They are a source of great gratification, first because 
we want to render service, and second because good 
work shows that the way we select, train, and pro- 
mote men to positions of responsibility is the right 
way. Let us quote from a recent letter. 

“Thank you for bringing your welding engineer 
to assist us in solving our problems. 

“On his visit to our plant 
last month, he helped us to 
establish sound procedures 


and in so doing, eliminated 











several expensive errors we 





were unknowingly making. 
We are especially grateful to 
him for the energetic way in 
which he went about his work, 
in spite of physical difficulties 
encountered due to our plant 
being in full operation. We appreciate his patience 
in answering all questions with which he was bom- 
barded by operators, supervisors, and management 
alike. 

“Tt was a real pleasure to have your welding spe- 
cialist and a technical advisor with us, and we hope 
it will be possible for you to visit us again soon under 
less strenuous circumstances.” 

Our interest in welding stemmed originally from 
the fact that years ago it became evident that the 


market for Revere Metals would be expanded con- 





siderably if customers could be shown how to make 
perfect welds, quickly and at minimum expense. A 
Welding Section was set up within the Research and 
Development Department, where it was given full 
laboratory facilities. The activity was organized on 
both scientific and practical lines, with capable per- 
sonnel who have solved many problems. In one case, 
two men were flown to a customer’s plant, where they 
worked 20 hours a day over a weekend, and by Mon- 
day afternoon had the satis- 
faction of seeing the custom- 
er’s operators turning out 


perfect welds, saving a sub- 
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|’ stantial sum in penalties for 


delayed delivery. 





The normal procedure 














whereby the Welding Section 
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is called into action is simple. 


72 Usually a Revere Salesman 
2 — 


uncovers a welding problem, 
and calls in the Technical Advisory Service. Often a 
Technical Advisor can provide the needed know-how. 
If additional help is needed, he can get it from the 
Welding Section people. 

You may not be at all concerned about welding 
metals, and never expect to be. That does not matter. 
Whatever you make, or how you make it, you may 
have problems. Our suggestion is that you look 
around among your suppliers and see if one or more 
of them may not have just the special skills that you 


can use to good advantage. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 180] 
Executive Offices: 230 Park Avenue, New York 17,N. Y. 
SEE ““MEET THE PRESS’’ ON NBC TELEVISION, SUNDAYS 
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Oy. E BRIEF utterance by President Eisenhower has 
revealed an important phase of his philosophy. In dealing with 
human relationships he is a liberal—in economic affairs he is a con- 
servative. The brief extemporaneous statement put an abrupt end 
to criticism of welfare recommendations as being New Dealish. Thus 
Government may be expected to participate in such matters as un- 
employment, health and social security, but will allow free play of 
market forces and encourage capital investment, free enterprise, and 


economy in Government. 
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Committees covered more ground than usual during the early 


months of the Congressional session, but work on the floor of the 


two houses has lagged. This has been international. Early Autumn 
is a sensitive time politically. Legislators of both parties want to 
await developments before taking final action on matters, but will 
have an important bearing on the election. The Administration also 
is keeping an eye on the economic situation. If it is within its 
power, things will not be allowed to sag in the months immediately 
preceding election. 
x a * “ * 

Anti-recession planning is inadequate, in the opinion of some 
public figures. The Administration is making it clear that it has 
no idea of assuming responsibility in that connection until it be- 
comes apparent that private industry is failing to meet the situ- 
ation. Government is prepared to co-operate, but business is being 
told that it must play the major role. This is one of the subjects 
stressed at the industry conferences being held under Commerce De- 
partment auspices. Systematic, broad-range, direct consultation with 
business is being organized. The conferences are bre aking new 
ground in the field of closer co-operation between Government and 
business. When unemployment reaches certain levels business is 
asked to pledge itself to undertake an active campaign of replacing 
old equipment and to take other steps that will lower production 
costs. The Government promises action that will provide additional 
incentives for investment expansion. 

The Administration is backing a material increase in highway con- 
struction, but it is emphasizing that this is not an anti-depression 
measure—it is to meet a “crying, immediate need.”’ Plans for federal 
encouragement of toll road construction are under discussion. 


MODERN 
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[t 1s apparent that the Republican Administration is prepared 
break with the Party's high-tarift past. If domestic competition has 
been a factor in promoting efficiency the majority members of the 
Randall Commission believe added competition from abroad would 
tend to further strengthen the American economy. That theme runs 
through the whole report, says Alfred C. Neal. the head of the Com 
mission’s staft. Boiled down the majority feels that if the United 
States is going to live in the family of nations it must buy the goods 
of others so they can buy our goods. The alternative would be the 
export of American capital so other nations can make for themselves 
what they are unable to buy here for lack of dollars. Some members 
of the Commission admit that they made various compromises to 
save the face of members who were not in a position to come out 
too strongly against merchant marine, silver, and other subsidies 

Even with the dissents and reservations of some members the re 
port still can be regarded as a middle-of-the-road document. An 
example was set for other study commissions in that a very comple x 
situation was covered in a very short time. 
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An increase in the volume of American investment abroad is ex 
pected in 1954. This is due principally to the growing feeling that 
a shooting war with Russia will be avoided. In addition, significant 
steps are being taken in many countries to extend to foreign in 
vestors the same privileges enjoyed by their own nationals. What has 
happened to Iran has given a backset to radical minorities with ideas 


of expropriation and nationalization. 
* x oe x v 


Complaints that the Administration has no program no longer 
are heard. More recommendations now have been submitted than 
Congress is prepared to handle. Chances favor action on the mor 


important proposals. 
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Now-—for every office 


_a new high-speed 


direct copying machine 





Save Time, Work and Money with 
the new, Small, Compact 


“410 


F.O.B. Johnson City, N. Y. 


Copies anything typed, drawn, written or printed 
on ordinary translucent paper 


You can have your first copy in seconds, or more 
than 200 copies in an hour .. . at less than 12 
cents per letter-size copy. 

Any girl in your office can quickly learn to 
make clear, exact Ozalid copies. And there are 
no stencils or negatives — no messy inks or 
smudged copies; no retyping; no proofreading. 

The Bambino operates in full daylight . . 


can be placed in every department for on-the- 
spot copies. It occupies no more desk space than 
a typewriter. 

Begin now to save time, work and money 
with direct copies by the new low cost Bambino. 
Your nearest Ozalid representative is listed in 
your Classified telephone directory under “Dupli- 
cating,’ phone him today or mail coupon below. 


Johnson City, N. Y. A Div. of Gen’! Aniline & Film Corp. “From Research to Reality.” Ozalid in Canada—Hughes Owens, Ltd., Montreal 


Write today for full de- 
tails on the amazing new 


BAMBINO by Ozalid! 
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OZALID, Dept. D-38 
General Aniline & Film Corporation 
Johnson City, N. Y. 


Gentlemen: 
[]) Have your representative call 
[] I would like to learn more about the Bambino 


Name 
Company 


Your position 


| 
I 
| 
| 
| 
| 
| 
| 
| 
| 
L 





As part of a continuing expansion 
program, Ryerson has just opened this 
new plant in Milwcukee. Its big spons 
are more than 800 feet long. Exterior 
walls ore sheathed in stainless steel. 


Ryerson opens 
nation’s most modern 
steel service plant 


To provide better service in the Milwaukee area, we 
have opened what we believe is the nation’s most mod- 
ern steel service plant. Our new plant is over four times 
the size of the old plant from which we have served 
Milwaukee for over a quarter of a century. 

These larger facilities, larger stocks and larger staff 
of experienced steel men are part of a continuing Ryer- 
son program to bring you the steel you need, when you 
need it—certified for quality and cut and processed to 
the most exacting specifications. 

So, for quicker, more helpful, more complete steel serv- 
ice—in Milwaukee and in every other industrial area— 
call Ryerson, the nation’s best equipped steel service 


organization. 
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PRINCIPAL PRODUCTS 


CARBON STEEL BARS—Hot rolled and 
cold finished 
STRUCTURALS — Chonnels, angles, beams, 
_ STAINLESS —Allegheny bars, plates, 
PLATES—Many types including Inland sheets, tubes, etc 
4.-.Woy Satety Picte . 

BABBITT—Five types, also Ryertex plas- 


tic bearinas 


MACHINERY & TOOLS —For meta! fabri- 
TUBING — Seamless ond welded, mechan- cation. 


RYERSON STEEL 


ical and boiler tubes. 


ALLOYS—Hot rolled, cold finished, heat 
treated. Also too! steel. 


SHEETS —Hot and cold rolled, many types 
ana cootfinas 











JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK ¢ BOSTON @¢© PHILADELPHIA 


CHARLOTTE, N. C. @© CINCINNATI © CLEVELAND © DETROIT © PITTSBURGH ¢ BUFFALO 


CHICAGO @ MILWAUKEE ® ST. LOUIS © LOS ANGELES © SAN FRANCISCO @ SPOKANE e SEATTLE 
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VOICE 
OF BUSINESS 


Government and prosperity; consumer con fidence; 


a strong economy on the way; competition; remarks 


by Fairless, Greenewalt, Curtice, and Colbert. 


Peace, stability, competition, 


and incentives 


» SE as up fe 
we cannot and ull 
not deny it.” 


BENJAMIN F. FAIRLESS 


Chairman of the Board, United States 
Steel, before the Annual Meeting of the 
Delaware Chamber of Commerce. 

(;overnment alone can neither 
create prosperity nor overcome de- 
pression. Only the American peo- 
ple themselves can do that. 

|But| there are four basic re- 
quirements which Government can 

and should—provide: 

First, of course, is peace; for only 
In peace can any nation grow and 
prosper without the violent boom 
and bust that war produces. 

Second, Government must pro- 
vide a stable currency that will not 
shrink in value with every passing 
vear. 

Third, it must preserve Competi- 
tion in a free and open market 
where the customer alone deter- 
mines what shall be produced and 
what he is willing to pay for it. 

And fourth, in the conduct of 
its own affairs, Government must 
strive to preserve the maximum 
possible incentive for all of its citi- 
zens so that the ingenuity, ambi- 
tion, and enterprise of the Ameri- 
can people may not be impaired or 
curtailed. 

Now the first three of these basic 
requirements have been met in the 
past twelve months. We have peace. 
The purchasing power of the dollar 
is p-actically the same as it was a 
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year ago. And we have a free mar 
ket where the buyer, most decided 
ly, is boss. So, with these blessings 
we have been able to achieve the 
highest level of prosperity that this 
nation—or any nation—has ever 
enjoyed in the history of the world. 
When the Government has ful 
filled the fourth and final require 
ment—as it is now striving to do 
then its job will have been done. 
From that point on, it is up to us, 
and the future of business and in 
dustry in this country will be ex 
actly what we, ourselves, have made 
it. The responsibility is ours; and 
we cannot—and will not—deny it. 


An ounce of prevention 1s worth 
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the business 
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CRAWFORD H. GREENEWALT 


President, E. I. du Pont de Nemours 
Company, before the Commonwealth 
Club of San Francisco. 


In modern times, the causes of 
recession are nebulous, sinc« 
they depend not upon natural phe 
nomena but upon human decision. 
Whether or not we will have a re 
cession in 1954 will depend largely 
upon the direction of the national 
psychology and on decisions that 
are influenced less by rational eco- 
nomic reasoning than by simple 
confidence and optimism. Obvious- 
ly this involves great numbers of 
people, and the governing decisions 
will be made not only in business 
ofhces and board rooms but around 
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It’s human nature to take advantage of an overly generous paper 
towel dispenser. Particularly so with interfold or flat towels 
where two, three or even four are used for one drying. But with 
Westroll, people tend to take just enough and no more. You save 
as much as 40% on towel costs. 

Tests show Westroll users average only 17 inches of paper, 
against 22, 33, or 44 inches of interfold. Users can crank out 
exactly the amount of towel necessary — even as little as two 
inches for lipstick removal! These are immediate savings. 

You also save on maintenance. One filling of a Westroll mi- 
cromatic dispenser is equivalent to four fillings of the ordinary 


flat-towel dispenser. Westroll dispensers are loaned and main- 
The Westroll towel dispenser has relatively few tained by West 


working parts, so its maintenance factor is 
negligible. Westroll dispensers are stream- 
lined, easy to keep clean. They assure a con- 
stant supply of towels, help keep washrooms 
spic and span, save costly janitors’ time. 


ES ISINFECTING 
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42-16 West Street, Long Island City 1, N. Y. 


Westroll towels are outselling our interfold towels 20 to 1. 
No customer has ever switched back to interfold towels after 
trying Westroll! 
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WANT DETAILS? 


Tear out this coupon and 
mail with your letterhead 
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I'm interested in: 


[) A FREE leaflet on 
WESTROLL. 
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[] A talk with a West ex- 
pert about my washroom 
problems. No sales pitch. 
No obligation. Just dis- 
cussion and a demonstra- 
tion if | want it. 
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FILMSORT 


INCORPORATED 


takes pride and pleasure 
in announcing 


the appointment of 


RECORDAK 


as a 
distributor of Filmsort 


Unitized Microfilm 
Equipment and Supplies 





The pioneer in the field of microfilm, 
Recordak Corporation, subsidiary of Eastman 
Kodak Company, offers unexcelled 
knowledge and experience to the sale and 


servicing of the Filmsort system of unitized microfilm. 


We of Filmsort confidently believe that our 
relationship with Recordak Corporation will 
contribute greatly to the development 
of microfilm as a live records medium, and will 
provide ever-increasing service to our 


many customers in this country and abroad. 


® 
INCORPORATED 


PEARL RIVER + NEW YORK 





the dining room table in millions 
of American homes. What we call 
“buying power” is in this country 
no arbitrary factor. For most of the 
things people buy are deferrable. 
If people in the mass as consumers 
and as business men feel that they 
wish to defer a large percentage of 
their normal purchases, we will 
surely have a recession. If they are 
confident, willing, and able to sat- 
isfy their desires, we will have a 
boom. In short, if we could find 
some way of climbing into the 
minds of 160 million people, we 
could tell very easily how good or 
bad business is going to be. 

We know that a depression, once 
started, accumulates momentum 
like a snowball rolling down a hill, 
and that panic is a communicable 
disease tar worse and far more 
rapid in its spread than any that 
affect us physically. It follows then 
that the business community must 
accept major responsibility for see- 
ing that panic does not start. That 
it can do by maintaining its confi- 
dence high and its economic tem- 
perature as near normal as possible. 

Above all else, industry must 
keep its eye firmly fixed upon the 
long-term upward trend—the amaz- 
ing and dynamic industrial prog- 
ress shown in this country over 
many years. For in the last analysis 
it is that upward thrust in inven- 
tiveness and productivity that is the 
sure and tested tool that puts an end 
to any depression whether it is 


mayor or minor. 


The pessimistic view is an un- 
derminin g one 


HARLOW H. CURTICE 


President, General Motors Corporation, 
before a luncheon group of business and 
industrial leaders in New York. 


It is my belief that the national 
economy will be strong and healthy 
throughout the year. These are the 
reasons why: 

Although prosperity in this coun. 
try is certainly not dependent on a 


continuance of high defense ex- 


take the back-breaking 


LIFT 


out of the Heavy Jobs... 
WITH 


Weld- Bilt 


HYDRAULIC 
LIFT TABLES 


Heavy Duty Table with Electric 
or Manyal Contro! 


Portable Pedestal Type 
for loads to 2000 Ibs. 


You don’t need ‘‘muscle-men” for 
handling heavy dies, sheet steel, or big 
machined parts, when you have new 
WELD-BILT Hydraulic Tables on the 
job. Just adjust the Table to loading 
height, slide parts on easily, without 
tugging or lifting. Then just move 
to press or machine position, raise or 
lower to working height—fast, easily. 
Heavy duty WELD-BILT Hydraulic 
Lift Tables, with foot pedal and push 
button, or foot pump control, handle 
loads up to 10 tons. Portable Pedestal 
type Tables handle loads up to 2000 
lbs. Write for latest bulletin and 
prices. 
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Platforms 
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| Portable 
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WEST BEND EQUIPMENT 
CORPORATION 


Materials Handling Engineers 
303 Water Street, West Bend, Wis. 








WHAT DO THESE INDUSTRIES 
HAVE IN COMMON? 


They have all called on Ebasco for 
services involving engineering, con- 
struction, or business consultation. In 
addition to these nine major industries, 
Ebasco has served many others both 
here and abroad. 


The help provided by Ebasco varies 
with the requirements of the client. 
One project may call for the complete 
design and construction of a new plant. 
Another may require assistance on new 
financing, space planning services, a 
marketing and distribution study; or 
perhaps an industrial relations pro- 
gram. Still others may include advice 
on insurance, on tax problems, or on 
accounting systems and methods. 











Whatever the problem, Ebasco applies 
to it the services of specialists ... men 
of broad experience and recognized 
technical competence. Besides saving 
executive time, Ebasco saves you the 
expense of adding high-cost talent to 
your permanent payroll. 


STEEL 


Qi jo 5 ¥ Our booklet-—*The Inside Story of 
a Wilt | Outside Help’’—tells the full story of 
Ebasco special services and how they eRr5 ; CONS? 
ee may be of use to you. For a copy, with- a Ru 
out obligation, write or ares me Ebasco 


= \ Services Incorporated, Dept. N, Two 
= Rector Street, New York 6, N. Y. ky 
NEW YORK + CHICAGO * WASHINGTON, D.C. ree, 
“3, 


Appraisal - Budget - Business Studies - Consulting Engineering 

Design & Construction - Financial - Industrial Relations - Inspection & 

Expediting - Insurance, Pensions & Safety - Purchasing - Rates & P it 

Pricing - Research - Sales & Public Relations - Space Planning Ss S cons U 
Systems & Methods - Tax - Traffic - Washington Office 
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When 
overdue accounts 


need an 
extra jounce 





use Telegrams to 
make coliections 





case histories show 


... telegrams have collected as 
high as 95% of delinquent accounts 
-..at a cost as low as 2 of 1% 
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penditures, nevertheless defense 
outlays must be given considera- 
tion. In my opinion, they will not 
be reduced drastically in 1954, al- 
though many adjustments will be 
made as between various categories 
of detense products. 

New housing starts should exceed 
a million again this year, and com 
mercial building will continue at a 
high level. 

As for capital investment by in 
dustry—the elimination of the ex- 
cess-profits tax will make additional 
funds available for modernization 
and expansion of facilities. 

| anticipate little change in the 
over-all level of employment. I 
think |the] high level of employ- 
ment will continue” throughout 
1954, and I see no reason to expect 
any significant increase in unem 
ployment figures, which for several 
years have been unusually low. 

Consumer expenditures should 
continue substantially at present 
high levels as a result of well-sus- 
tained incomes and lower taxes. 

There is one danger we must 
guard against—and that is psycho- 
logical. If those who persist in tak- 
ing a pessimistic view of the future 
succeed in planting fear in the 
minds of the public, those seeds of 
fear could take root and the result 
might be the very condition we 


seek to avoid. 


Competition will set the pace 


‘Industry needs men 


with new ideas .. . 


courage...talent... 


L. L. COLBERT 


President, Chrysler Corporation, before a 
luncheon meeting of the Executwes' Club 
in Chicago. 


Our economy is so complex that 
no one can be sure about the future. 
It’s hard enough to keep track of 
what is happening in the immediate 
present in your own business. Even 
though it is true that none of us 
can know for sure how much busi- 
ness we are going to transact next 
year, there is one thing we do know 
—1954 will be a year of competi- 
tion. We are going to see a hot com- 





FEEDS 
MEASURES 


COUNTS 
CUTS — AUTOMATICALLY 


The new Fidelity Measuring and Cutting Machine 
feeds, measures, counts and cuts products of rubber, 
synthetic, or natural fiber construction automati- 
cally to any desired length. Designed to hold closest 
tolerances. Change length or diameter in a matter of 
seconds. Safe—fast—reduces labor costs ind mate- 


rial waste. 


Catalog H gives full details. Write today or if you'd 
like to see this machine in operation—visit the new 
show rooms at our plant. 


Ys gners and Builders of ‘ Ilvicale, . henatio fan AM hineas 


FIDELITY MACHINE COMPANY, INC. 


SINCE 1911 


3908-18 FRANKFORD AVENUE, PHILADELPHIA 24, PA. 


Canadian Representative: 
W. J. Westaway Co., Ltd., Hamilton, Ontario, Canada. 


Export Dept.: 
25 Beaver Street, New York 4, N. Y. 
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Billion Dollar chicken feed 


Read how banks help make corn 
available where, when or how 
it’s wanted. 





“White Rocks” included, the U.S.A. 
stowed away some 3.2 billion bushels 
of corn last year and exported 123 
million of the total crop valued at 
$5 billion. 

On the cob, in the can, ground, 
mashed, popped or crisped into 
breakfast food—home-grown corn has 
four segments of free enterprise to 
thank for its high estate. 

First there’s agriculture, then mer- 
chandising, next manufacturing and 
finally banking. 


Money by the Bushel 


Ever since the steel plow broke 
through enough American soil to 
make corn a major food crop for ani- 


pea mM £7 PU FS 


mals, poultry and people, bank loans 
have played a part in almost every 
stage of its development. 

For example, bank loans supply 
farmers with ready cash for the ex- 
pensive job of planting, cultivating 
and harvesting. Bank loans provide 
money for merchants to buy up tons 
of corn on a week’s—sometimes a 
day’s—notice. Bank loans help cattle 
feeders, dairymen, hog farmers and 
poultrymen stock corn, and help 
processors and manufacturers con- 
vert, package and distribute the corn 
products that eventually reach your 
table. 


You and Corn 


Now, as to why bankers put so much 
time and effort into corn: 

It’s competitive banking’s job to make 
the community's idle funds available 
wherever and whenever business finds 


Yy 


opportunities for profitable and construc- 
tive enterprise. 

When this money—the money you 
invest or deposit in your bank—goes 
to work, there are jobs for men and. 
women, returns for investors and a 
rich harvest of material advantages 
for Americans everywhere. 

Corn is just one example—a good 
example. It serves to illustrate the 
simple fact that free American enter- 
prise working with competitive bank- 
Ing can create and maintain the most 
bountiful society on earth. 

The Chase National Bank, first in 
loans to American industry, 1s proud 
of banking’s contribution to the prog- 
ress of our country. 


The CHASE National Bank 
OF THE CITY OF NEW YORK 


(Member Feds ral De pos t Insura nce Lor poration) 








LOOKING INTO THE FACTS 
eo, LEADS INEVITABLY TO MAGCOA 
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THIS MAGCOA 
RAMP-DOCKBOARD IS 5 YEARS 


oLp —and spill going sirong/ 













When this company bought this Magcoa Magnesium Dock- 
board back in 1948, it made an investment in safe, light-weight, 
heavy-duty, permanent equipment. The first cost was the only cost. 





How about you? Are you still risking workers, lift trucks and 
loads on a dangerous, makeshift bridgeplate? Replacing one beat-up, 
worn-out piece of plate with another one that really isn’t any better? 
Why keep on paying and paying for heavy-metal plate never intended 
for that use, even by the companies that sell it? As a matter of fact, 
many of them were among the first to switch to safe, long-lasting 
Magcoa Dockboards—the line with more in-use service than all 
competitive equipment combined. 












But why wait? Get the facts . . . contained in the free new 
Magcoa Dockboard Facts File. And be sure to look into the new 
Magcoa Portable Yard Ramp: a rugged, high-speed loading dock 
. where and when you want it. Use the handy coupon. 






MAGNESIUM COMPANY OF AMERICA 
MATERIALS HANDLING DIV., EAST CHICAGO 9, IND. — Representotives in Principal Cities 


DIVISION OFFICES: 


NEW YORK 20, 
30 Rockefeller Plaza 
PHILADELPHIA 18, . 

1 Southampton Ave. 
WASHINGTON 5, D. C. 














Please send: [) Dockboord Facts File (©) Portable Yard Ramp Literature 3 
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Walker Bide. ince ccnerencenipiienpainenntinineenetniinititpanpamaiatiannamainentatinngenmnitaatineaiaiitit 
HOUSTON 17, 

7657 Moline St. Address ee ee ee 

os22 W 25th St , 

SAN FRANCISCO 4, City—Zone—State 
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petitive battle for the favor and the 
money of the buying public—a bat- 
tle such as this country has not seen 
in over fifteen years. And this is an 
outlook to be welcomed, not to be 
feared or dreaded. 

I believe we can be competitive 
without going to lower levels of 
economic activity. For a number of 
months now lots of us have seen 
real competition, and the economy 
has been operating at a very high 
level. What we need above all in 
this country is a fresh appreciation 
of the values of competition. We 
need to relearn the fact that com- 
is a positive good, not 
something that 
along with declining output. Com- 


petition 
unpleasant goes 
petition need not be like a struggle 
between hungry dogs for a worked- 


over bone. It can be—as it has been 





in the an exciting race be- 


tween high-paced firms and creative 


past 


minds to build better and more at- 
tractive products more efhciently, 
to be sold to more and more people 
and thus generate healthy expan- 
sion in the whole economy. 

For a long time we were a nation 
of buyers. We were competing, all 
right, competing to see who could 
get to the source of supply first 
with his check book. Now we have 
a new set of conditions. We are get- 
ting reacquainted with real competi- 
tion—but the pattern of competi- 
tion in 1954 is going to be different, 

In this competitive world of in- 
novation, of new product or new 
service against old, no one of us 
can stake out a claim and hold his 
ground by virtue of squatter’s 
rights. We hold our own by per- 
And it 1S 
healthy breed of competition that 


formance. this new 
is our best safeguard against mo- 
nopoly—and also the greatest pos- 
sible encouragement to the new- 
comer with an idea. 

There is one kind of competition 
the public doesn’t hear much about. 
It is the competition that goes on 
day-after-day and year-after-year to 
enlist the good men on your side in 
battle. Industry 


the competitive 


needs men with new ideas, men 
with courage, men with talent, men 
with their eyes on the future. Never 
before has it been so apparent that 
it is men with imagination who 
keep a company competitive. In 
our fast-moving world it is imagi- 
nation — technical, administrative, 
and merchandising imagination— 


that is the real fuel of success. 
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AISLE MARKERS 


Pressure-sensitive Brady Aisle Markers 
cost less to buy—apply—maintain than 
any other aisle marking method. Stick 
instantly to clean, dry floors. No mois- 
tening or machines needed Make 
straight or curved lines anytime without 
disrupting production. No one waits 
while paint dries. New, special plastic 
construction resists abrasion, dirt, acids, 
oils, most solvents. Stocked in 4 vivid 
colors and sizes; specials to order For 
FREE samples and literature, write 
W H. Brady Company, 709 W Glen- 
dale Ave., Milwaukee 12, Wis 

NO. 1 NAME, NO. 1 SOURCE 

Pressure-Sensitive 


Industriel Products 
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How to protect 
against both 


bologna salesman down in Texas 
figured out a pretty plain way to 
defraud his company. 
He drove off with a truckload of the 
sausage, sold it at half price and pock- 
eted the money—$1,117.37. 


The editors of a group of pulp maga- 
zines in New York were quite a lot fancier. 


They bought non-existent, detec- 
tive-story manuscripts to the tune of 
$96,000 over a period of three years 


—and cashed the checks themselves. 


As these two cases show, when em- 
ployees turn dishonest, there’s practi- 
cally no limit to the ways they'll find to 
steal. And when they do pick a way— 
whether it’s tapping the tll, juggling the 
books or carting off merchandise—they 
usually spend the stolen funds long be- 


fore they’re caught. 


Travelers Blanket Fidelity insurance, 
covering all your employees, protects you 


our business 


stealing 


fully against the consequences of criminal 
ingenuity at work in your business. You 
won't have to worry about dishonest acts 
OR recovering losses resulting from them, 

A new booklet, How Well Do You Know 
Your Employees? just published by The 
Travelers, gives full détails of Travelers 
Blanket Fidelity insurance and tells how 
to.classify your employees for this im- 
portant coverage. For your free copy, fill 
out the coupon below, attach to your 


letterhead and mail. 
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Travelers 


Please send me vour FREE booklet. 


How Well Do You Know Your Employees? 


Name 


D. R.- 
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1912_ -sh 1939_» & M first to make pre-lubri- 
piste ingeabpac ay Siren cated, sealed ball bearings available on 


lot cells, allowing more room for co £. , 
-_ “™ standard integral horsepower motors. 


Even today R & M gives you the largest 
bearings for any given shaft diameter! 


1940_» & M first to insulate between 1944 
all coil ends, not just phase groups. This —R « M first to provide cast-iron, 
gives you 3 to 4 times greater insulating full-height end-heads; internal parts are 


value, and it’s still exclusive with R & M. accessible only from below. 


Only ReMi hac given you ALL these features! 
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1950_» & M first to screen end-head 1950_: & M first to introduce a truly 


openings at no extra cost. Screened open- “‘weatherized”’ motor for industry-wide 
ings keep out debris and rats. (Don’t use, indoors as well as out. All motor 
Jaugh: rodents are a real problem in parts are protected —inside and out— 
many places!) against moisture and dampness. 


Bike an TERM its the Right Motor! 


CEIMNSLMAVERS ine. 


SPRINGFIELD 99, OHIO « BRANTFORD, ONTARIO 
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Fractional & Integral h.p. Electric Electric & Hand Moyno Propellair Industrial 
Motors & Generators Fans Hoists & Cranes Pumps Ventilating Equipment 





more Hobart food, kitchen, dishwashing and bakery machines than any 
other make. Superior design and superior peformance is, of course, one 


reason. The Hobart guarantee and most convenient service facilities are 


aothers. But isn’t the big reason for this overwhelming preference the 


*s 

4 

B| 
, 


fact that Hobart machines, year after year, must have proved that 
they return the greatest value for every dollar invested in them? 
Our representatives like to be asked to prove this very fact! ... 


The Hobart Manufacturing Company, Troy, Ohio. 


Models Representative of the Most Complete Line in the Industry. 


{ planning, purchasing re se a 
it all! Ask your tocan 
e installation. Hobart does It 4 pe Sa 


) ti 
for your entir ‘on—or write for complete 


Hobart representat 
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To gather expansion data on the export market in Mexico, of directors with the usual statistical study which board 
Livermore's president, Chester Hammond (right), combined an 1aember Talcott M. Banks, Jr. (left) made to get idea of mar- 
unusual five-day, on-location tour of the market by his board ket for US-made looms and, therefore, for Livermore parts. 


THE BOARD OF DIRECTORS 


Explores a New Market 


) 
? 
PL ISLE 


Ix HOW MANY companies do directors forsake the con-  cern’s second largest export market, sallied forth from staid | 
O] the border (HEI m 
own eyes the characteristics of a particular marketing area? Generally, the — tures parts for American-made looms weaving cotton, wool, sill 
farthest a director budges is the distance between a company’s head- _ thetics.) The Board (composed of “outside” members with t} 
quarters and its various plants. Sut recently, the directors ot 67 year-old [wo company men ) brought home ideas tO Increase 
H. F. Livermore Corporation, having found that Mexico is now the con- — have gotten around the conference table, | 


ference table to dig up facts on new-market potential, and see with their — study, first-hand, textile operations south 
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Only woman member of board receives special welcome from firm's agent in Directors toured five different mills, contacted many t xtile men 
Mexico, as group reaches Mexico City. While Mexican executives found her face. Pay-off was a better feel of organization and: distribution 
role unusual, Mrs. Duval was readily accepted, caused no hitch in plans. HFL needed to hike exports; and first-hand data on loom ~ population 
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Continued 
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The press: Crew from a daily television newsreel program shoots directors 
at cocktail party for Mexican press. Board made a point of having a Mext- 
can handle press details, and of giving press questions informed answers. 


Attention to small 





Little things did not trip up the visit. They were avoided by 


A treasury of graphic ideas 


seeking Mexican advice (and following it) far enough in ad- 
° ° ° vance to lay foolproof plans. Directors arrived Friday night, 

for fine business stationery omy dpeiter: ' e . 
utilizing the week-end to sightsee, meet the press, and be ac- 

based on the tabulated reeults of the nationwide climated. The mill visits, individual calls on Mexican business 


men who wanted more information about HFL’s operations 
Neench Test of Letterhead Preferences. 4 


This portfolio is a “thought-starter” for executives, 

printers, and designers who are responsible for selecting 

or designing letterheads. It shows the basic elements of 
letterhead design that were actually preferred by thousands 


of executives and professional men, 


It will help you answer such questions 
as: Should we design a monogram or 

emblem? Should we show a picture 

of our plant or product? If so, 

in what art style? Should our company 
name be set in type or lettered, 

and in what style? 

You can get your free copy of the 


**Neenah Guide to Preferred Letterheads” from your printer or lettershop. 


NEENAH PAPER COMPANY Neenah, Wisconsin 
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Local tribute: Directors took wreath to monument for heroes of 
Mexico’s war for independence. It’s one of those little touches so 


much appreciated by others, but often skipped by US business men. 
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“All Risk” coverage 
Modernize with for physical loss 
“on UTPRPUT’” or damage to prop- 
the new type erty everywhere 
except at the man- 
INSURANCE FOR ' “er i 
ef ufacturer’s plant has 
MANUFACTURERS [YF now been made 
os A available to more 
than 100 selected 


firms. In addition to 





the convenience of 


a single contract, it 





eliminates the over- 





lapping and gaps 
that occur under a 
combination of 


separate policies. 


Let us check the 
SCHIFF, TERHUN& 
& COMPANY, INC. 
Social customs: President Hammond is part of huddle on banquet arrange- Insurance Brokers 


ments, double-checking to avoid any violation of Mexican customs. Guests 11] John Sttest; New York 38, N.Y. and made-to-order 
were delighted to receive engraved dinner invitations, printed in Spanish. : 


possibility of ob- 


taining this complete 


NEW YORK CHICAGO SAN FRANCISCO coverage for vour 


LOS ANGELES MILWAUKEE 
company. 


details like these pay off 





and a dinner for 60 top textile executives used up Monday, 
Tuesday, and Wednesday. 

These executives, according to HFL, never have heard of the 
word manana; were very interested in provisions for fast, efh- nr 
cient delivery of loom parts. They were also flattered that | ug will help you maintain 
directors of a US corporation came to see tor themselves. 2 : better schedules and 
Sti give a complete record 


of every truck 


part ony 
rel ls all: 


e When Engine Started 

e How Long It Idled 

e How Fast it Traveled 

e Distance Between 
Stops 

e When Vehicle Was In 
Motion 

e When Vehicie Stopped 


Tachographs provide a charted, permanent record 
that aids in the efficient handling of valuable 
payloads and protects your costly rolling stock 
Over-the-road vehicles that are equipped with 
Tachographs have fewer accidents. ..spend less 
time in the repair shops... save 
gas and tires...and earn lower 
insurance rates. Coupon below 
will bring complete information. 


Drivers call them their Buddies 


They protect drivers from false ac- 
cusations and tell the dispatcher 


: a “a aA : : = vehicle is handled on every trip. 
4 me An | Wagner ELECTRIC CORPORATION | 
Vepalikecuinemcns 





6439 Piymovth Avenue, St. Lovis 14, Mo. 
Please send me free bulletin SU-3 
NAME 
COMPANY 
ADDRESS 
CITY STATE 


We operate (number) vehicles $54.9 
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Big hit: This Spanish sdidien of booklet on HFL’s aes opera- 
tions. Easiest way to get material like this is to have job done in 
US. Mexican expert checked text for proper textile idioms, though. 
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BOARD OF DIRECTORS 


Continued 


Directors covered a wide range of Mexican mills that weave different types 
of cloth. Here, operator of Tejidos de Seda y Artisela La Mexicano points 
out to them modern controls of machine which prepares rayon for weaving. 


ONE MAN UNLOADS ) 
Wie | eo) mao) | 
IN 45 MINUTES } 


pe 


Mill visits naturally included inspection of spare-parts stockrooms. Di- 
rectors found Mexican operators as interested in fast, efficient service 
as Americans. This stockroom is part of the mill shown in the top photo. 
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This is 


Barber-Greene 


company of engineering and manufacturing experts developing and building 
sella rere CCCI LICCL LET RCL eIEe nn aero | schedule allowed only week-end time for sightseeing. But board members 
pla¢ing bituminous (‘black top’) pavement for ditching Se at ea din nisl Talcott Banks and Carolyn Duval managed to sneak a quick look at Cathe- 
dral of Mexico while travelling from one business appointment to another. 
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Rigid control and uniformity of quality make Rubberized nylon fabric is used by Army engineers Wellington Sears “fiber-engineered’’ fabrics are 
“Oceanic’’ duck well suited for truck covers and for inflatable pontoons with elasticity and durability used to make pressurized radomes for housing vital- 
other rough, all-weather work. to support floating bridges for military use. to-defense radar equipment. 


FROM BODY-ARMOR TO BRIDGES— 
DEFENSE FABRICS ENGINEERED 
FOR THE JOB 


In Korean combat, “fabric armor” reduced torso 
wounds almost 70%. It is dramatic evidence of the 


importance and versatility of modern industrial fabrics. 


The flexible 12-layer laminated nylon fabric at the 
heart of this armor is a far cry from the traditional 
tarpaulins and covers that Wellington Sears still sup- 
plies to the military for guns, boats, and trucks. It in- 
dicates the complexity of modern warfare —calling for 
dozens of new-fiber fabrics designed for all climates 
and altitudes, combining less weight with greater 
strength and resistance to stress, abrasion, and deteri- 


oration. 


Wellington Sears success in difficult military 
problems is blended of experience and equipment, of 
modern methods and old-fashioned effort. These are 


“civilian” virtues, too—and they are at your service. 


For your free copy of “Modern Textiles for Industry”—24 pages 
of facts on fabric development and application— please write to 


Wellington Sears Company, Department F-5. 





For These and Other Industries 


Rubber Abrasive Petroleum 
Automotive Chemical Mining 


Fabric Coating Food Processing Ceramics * 
Plastics Sugar Refining Farm Machinery 
Canvas Products Laundry 


Wellington Sears Offers Many Varieties of These Fabrics A SUBSIDIARY OF WEST POINT MANUFACTURING COMPANY 
Cotton Duck Chafer Fabrics e 
Drills, Twills and Sateens Synthetic Fabrics FIRST In Fabri cs For In dustry 


Automobile Headlining Airplane & Balloon Cloth WELLINGTON SEARS COMPANY, 65 WORTH STREET, NEW YORK 13, N. Y. 


Industrial & Laundry Sheeting Fine Combed Fabrics 
Bonded (Non-Woven) Fabrics OFFICES IN: ATLANTA * BOSTON * CHICAGO * DETROIT 


LOS ANGELES * NEW ORLEANS * PHILADELPHIA * SAN FRANCISCO * ST. LOUIS 
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America’s great 


industries get money saving 


ideas from Je] fe] >] 3 





Without exception, every branch of America’s great steel fabri- 
cating industry has profited from Signode’s basic strapping 
ideas. Shown above are but four of the countless hundreds of 
strapping uses and techniques thought out by Signode’s Research 
and Field Engineering teams. No matter how great or how small, 
how simple or complex, your strapping needs can be solved by 
Signode's engineers. You have only to write for such service. 
Just another reason why Signode has been first in strapping 


for over 40 years. 


Simplified tools and strapping systems are available 


from Signode for strapping operations regardless of a 
es 


SIGNODE STEEL STRAPPING COMPANY j z ( 
2665 N. Western Avenue, Chicago 47, Ill. @ 1 Of 
EL ft 


size, shape or material shipped. 


In Canada: Canadian Steel Strapping Co., Ltd 
Montreal * Toronto 
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LINING UP 
Hanover, Pa. 
Dear Sir: 
| see that your note in the Janu- 
ary issue, page 29, gets in line with 
Charles Maxey about the October 
Business Quiz, but there’s still a 
question. 
The 


wishing to inter 


note “Not 
.”’ Didn't you 


Editor’s Says, 


mean, “Not wishing to imply ...”? 
The article on page 46 by Maurice 
Graney is excellent. 
Edward Salver 
Doubleday & Co., Inc. 
Our dictionary (Funk & Wag- 
nall’s Standard) lists “imply” as a 


synonym for “infer.’—Ed. 


REPEAT PERFORMANCE? 
Annapolis, Md. 
Dear Sir: 

The first paragraph in Paul Woo- 
ton’s page on Washington in the 
January issue is the most discour- 
aging thing I have read in a long 
time because it indicates that neither 
the leaders of industry nor the lead- 
ers of the Republican Party have 
learned a thing in the last 25 years. 

In case of a recession, he an- 
nounces, money will be made avail- 
able, but it will be fed at the top 
where it can be capitalized, and not 
at the body. ‘Tax reduction will also 
be sought as an additional means 
of relief. This will be a great com- 
fort to an unemployed father with 
several hungry children to know 
that the captains of industry will 
get relief and tax reductions. 

I recall these same words being 


MODERN 


LETTERS @ the Ciilor 


uttered by President Hoover in 
1930... . Gentlemen, don’t you ever 
learn anything? 
This is where I came in! 
John M. WAitmore 
President 
Whitmore Printing & 
Stationery Co. 
Additional comments on this sub- 


ject will be welcomed. —Ed. 


TELLER TICKLER 
New York, N. Y. 
Dear Sir: 

As a subscriber to your magazine 
would you please supply me with 
any information you may have re- 
garding parking facilities of banks 
in medium to large cities. These 
facilities should be either a portion 
of the bank building or on the bank 
property outside. 

I would also like to know if there 
have been any records made of the 
number of parking spaces or square 
feet of parking area per teller. 

Robert B. McCarthy 


Paying or recetving?—Ed. 


ACTIONS NOT WORDS 
Pittsburgh, Pa. 
Dear Sir: 

Your Dun’s Review anp Mopern 
INpustry article in the January is- 
sue entitled “Effective English” was 
a most important one and should 
be further developed. 

Take the two main quotes you 
emphasized trom Fortune: (1) “the 
employee is as misinformed as ever” 
and (2) “the $100 million sell free- 
enterprise campaign is a failure,” 


R Y 
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Customers now demand strapped pallets 
that cut shipper’s cost 507%! 


A Signode unitizing method that can work for you! 


Signode’s Packaging Engineers have an uncanny way of adapt- 
ing basic wnitizing principles to help shippers cut packaging costs! 
These products are hard-to-pack grinding wheels. Manufac- 
turers formerly shipped them in wooden boxes—4 wheels to 
the box. Signode Engineers bundled four stacks of 6 wheels 
with steel strapping and bound them into ONE easy-to-handle 
pallet of 24 wheels—at a 50% saving in packaging costs! 

This Signode-developed pallet pack proved so popular that 
customers of almost all grinding wheel makers have requested 
that wheels must now be shipped on steel strapped pallets! 

If you are interested in cutting packaging costs in your 
own plant, send for our folder showing 6 BASIC WAYS OF 
UNITIZING. 


2665 N. Western Ave., Chicago 47, Ill. 
In Canada: Canadian Stee! Strapping Co. Ltd., Montreal * Toronto 
Offices coast to coast—Foreign Subsidiaries and Distributors World-Wide 









PLYMOUTH 


Makes Hauling 
‘steel pipe’ Cinch 
at Lone Star Steel 


Hauling and handling long 
lengths of steel pipe efficient- 
ly is one of the toughest jobs 
in the steel industry. But 
Plymouth have 
made it a “‘steel pipe”’ cinch 
at Lone Star Steel Company, 
Lone Star, Texas. Three 8 
: Ton Plymouth Torqomo- 
tives* were engineered for full 
air control of the pipe han- 
dling cars making operations 
in the storage yard virtually 
a ““finger-tip’’ matter for the 
locomotive operators. 
These Plymouth Torqomotives work 120 hours a week with the pipe han- 
dling cars or hauling standard railroad cars within the storage yard of 
Texas’ newest and most modern steel plant. Fuel consumption—about 2 
gallons per hour. Plymouth’s Torqgomotive Drive keeps pipe in place with 
smooth steady starting power, no shifting of gears, and peak operator ef- 
ficiency over the full work shift. 
Find out how Plymouth Torqomotives can increase efficiency, cut han- 
dling costs in your plant. Models from 3 to 70 tons, gasoline or Diesel 
power with mechanical or Torqomotive drive. Also Diesel-Electric. Ply- 
mouth Locomotive Works, Dept. A-19, Plymouth, Ohio. 


engineers 


*Torgomotive: Plymouth Locomotive with Hydraulic Torque-Converter Drive 


and add them to your article’s main 
(1) lack of effective English 
and (2) the barrier of communica- 


points 


tions that makes it so hard for the 
to tell the 
visual man (employee) anything so 


verbal man (executive) 


that they both understand it. 


It boils down to the hard facts 





sharp practises, and 
and those that 


are unfair, 
those that tend to, 
do take away a man’s integrity, dig- 
nity, and spirit. This would be a 


sound policy already tested and 
proved as between business and cus- 
tomers in the field of merchandis- 
ing by the merchants’ own Better 


Jusiness Bureaus, and in medicine 
























































that verbal presidents of industry 
are spending $100 million to tell 


the visual employees what wonder- 


by the American Medical Associa- 





tion’s own growing efforts in polic- 


ful things industry does for em- ing their own members and them- 





ployees and mankind in general, selves. 


when the $100 million would be | offer this, not to criticize, but 
much more effectively spent in do- with the sincere hope that some 
ing things for (visual) employees will listen and divert their efforts to 


that they could literally see as ben- constructive action that will pay 


real dividends to capital, manage- 
ment, and 


efits to everyone—individuals, com- 


munity, and country. The end re- labor—that will bring 


sult would strengthen free enter- these three closer together in a 





prise and industry-employee rela- stronger, finer American system of 








It would be a good sound free enterprise. 


better, stronger W. W. 


tions. 





y {ilison 


investment in a 






free enterprise. 





FILM FAN 





“that they are 
continually exhorting 


Your article says 





New York, N. Y. 


each other to 





Dear Sir: 
[ am sure I am joined by all lead- 


spread the gospel before it is too 
late.” What dumfounds me is that 
they fail to see what they must see 
before it is too late. That is, that 
they must clean their own houses 






ing business film producers in con- 
gratulating Dun’s Review aANnbD 
Mopern Inoustry for the very note- 
worthy taken in the 








of those industrial practises which leadership 



















= The better 


Better because this Pitney-Bowes Mailing 
Scale has an automatic pendulum mechanism 
that’s fast-acting, yet extremely accurate, 
absolutely reliable—won’t waste postage by 
overweighing, or embarrass you by sending 
letters out with insufficient postage. 

Better because its hairline indicator never 
wavers, shows the exact weight. The wide-spaced 
markings are easy to read, save time and 
Also available, special 

























postage in mailing... 
models for parcel post. Ask the nearest 
PB office to show you. Or send for free 
illustrated booklet. 









FREE: Handy wall chart of Postal Rates 
with parcel post map and zone finder, 














= PITNEY-BOWES 


©) Mailing Scales™ 


> PITNEY-BOWES, INC. 
1585 PacificSt., Stamford, Conn, 











Originators of the postage meter 
.. Offices in 93 cities 









TOMATION 

















exclusive figuring “automation 
makes MONROE the world’s finest 


fully automatic calculator! 


The Monro-Matic is the fully automatic calculator so responsive that anybody sims 
Then it answers swiftly and automatically, without chance of error. That's Monroe 
in which the machine receives the problem and never stops or needs attention in 


giving ifs instantaneous 
answer! Monroe Calculating Machine Company, Inc., Orange, N. J. Sales and Se 
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Operators who know... prefer M O N RO E Calculating, Adding, Accounting Machines 
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MR. COST CUTTER SHOWS HOW: 


undivided responsibility assures 
more profitable plating — 


os the first time it has become 
possible to reap all the benefits of 
a unified copper-nickel-chromium 
plating operation—where all these 
processes are provided by one 
source. 

To the Unichrome Copper and 
Unichrome SRHS Chromium plat- 
ing processes has now been added 
the Unichrome Bright Nickel 
process. It is being made widely 
available after 3 years of success- 
ful cost-cutting commercial oper- 
ations during the control period. 

Now there can be undivided re- 
sponsibility for the smooth, effi- 
cient working of the whole plat- 
ing setup. No longer need there 
be any conflict or confusion when 
problems arise. One call, to one 
company brings prompt techni- 
cal help. Downtime drops, need- 
less expense is avoided, rejects 
are minimized. 

Most important of all—all three 
processes have features that offer 
new opportunities for improving 
plating output, cutting production 
costs! 








MORE WAYS UNHED CHROMIUM HELPS CUT COST OF COATING METALS 


Reduces waste disposal expense 


Containing no cyanide, the 
Unichrome Pyrophosphate Copper 
bath saves the cost of materials to 
treat this poisonous waste, the large 
initial investment for the treating 
equipment, the costs for the space 
it occupies, the labor to operate it, 
and the subsequent maintenance. 


Saves money—jumps output 


A plant installed the Unichrome 
Bright Nickel plating process along- 
side a larger tank of another type 
of nickel solution. Both plated iden- 
tical parts. Yet Unichrome Nickel 
turned out more work. Reason? It 
tolerated impurities so much better 
it took less time out for purification. 
Now it occupies the larger tank. 


it pays to consult United Chromium 
on Metal Finishing Problems 


United Chromium offers you the 
advantages of: (1) 25 years of 
specialized experience in metal 
finishing; (2) Wide experience in 
both organic and plated finishes; 
(3) A diversified line of products 
for decorative and functional 
finishing — including plating 
processes, protective coatings, 
chemical conversion coatings for 
zinc; (4) Thinking geared to 
cost-cutting, product-improving 
possibilities. 

We'd welcome an opportunity 
to help you “Finish it better 
AND SAVE.” 


UNITED CHROMIUM, INCORPORATED 00 East 42nd St., New York 17, N. ¥. 


Waterbury 20, Conn. 


* Detroit 20, Mich. 


* Chicago 4, Il. * Los Angeles 13, Calif. 


In Canada: United Chromium Limited, Toronto; Ont. 





“Films for Management” section. 

The business film industry has 
shown a growth since World War 
II paralleled only by the television 
incidentally, 


industry—a_ growth, 


that has produced a larger yearly 
audience for business films than the 
yearly theatrical film audience. One 
of the basic reasons for the existence 
of the Film Producers Association 


is to offer protection to business 
film sponsors by maintaining the 
action and service of the film indus- 
try at a “maximum standard” level 
throughout this growth. 

It is our feeling here that Dun’s 
Review AND Mopern INpbustry 1s 
providing a highly valuable service 
to American business by presenting 
the rdle and utility of business films 
in a mature and sensible light by 
helping to educate “management” 
in the use of a medium that for too 
long has often been shrouded with 
an aura of mystery. 

David I. Pincus 


President 
Film Producers Assn. 


DISABLED 
Chicago, Ill. 


HIRE THE 


Dear Sir: 

I understand that there is a very 
fine article in the November issue 
of Dun’s Review anp Mopern In- 
pustry dealing with the placement 
of handicapped persons in industry. 
As a large part of our work here in 
the Rehabilitation Division of the 
Department of Welfare consists of 
training and placement of handi- 
capped persons, I am sure that this 
article would be of great interest 
tO US.... 

E. T. Foster 

Director 

Rehabilitation Division 
Chicago Dept. of Welfare 


ROAD SHOW 
Montreal, Que. 
Dear Sir: 

I was interested to read the arti- 
“How to Make a Company 
Pay Of” “How to 
Merchandise a Museum,” written 
by James K. Blake, your Marketing 
Editor, in the December 1953 issue 
of your publication. 

I thought you might like to know 
that in 1953, the Canadian National 
Railways, following several years of 


cles, 


Museum and 


planning and organization, put a 
Museum Train on the road. The 
entire train and its exhibits were 
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IN FLORIDA 
USE THESE BANKS 


For Complete Banking 
Service When Establishing 
Your Business or Home in 

This Area 


Name of Bank 


FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK 
FLORIDA BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK & TRUST CO. 
FLORIDA BANK 


BARTOW 

BELLE GLADE 

BUSHNELL 

CHIPLEY 

CORAL GABLES 

DAYTONA BEACH 

DELAND 

FERNANDINA 
BEACH 





FLORIDA NATIONAL BANK 
FLORIDA BANK 

FLORIDA BANK 

FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK 

FLORIDA NATIONAL BANK 

AND TRUST COMPANY 

FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA NATIONAL BANK 
FLORIDA BANK 

FLORIDA NATIONAL BANK 
FLORIDA BANK 

FLORIDA BANK & TRUST CO. 


FORT PIERCE 
GAINESVILLE 
JACKSONVILLE 
KEY WEST 
LAKELAND 
MADISON 
MIAMI 


OCALA 

ORLANDO 
PENSACOLA 

PERRY 

PORT ST. JOE 

ST. PETERSBURG 
STARKE 

WEST PALM BEACH 


Total Capital Funds over *$31,000,000.00 
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SATISFIED CUSTOMERS AND GOOD MANAGEMENT 
HAVE BUILT THESE BANKS 














HANSEN Tackers require ‘‘only half 
the time of the former taping opera- 
tion” in the plant of Gibson, Inc., 
alamazoo, Mich., world’s largest 
makers of guitars, banjos, etc. 
‘‘Before using the Hansen Tacker, 
the veneers were taped together with 
paper. Since using the Tacker we 
find the cost of the tacks to be less 
than the tape cost.’”’ REQUEST 


Use HANSEN, the 
modern method for 1001 BOOKLET 


tacking and fastening jobs. 


A.L.HANSEN MFG.CO. } 


on 9034 RAVENSWOOD AVE. 
¢ CHICAGO 40, ILL. 








“*... and furthermore, 
you take mailing right 
off the payroll!’’ 





INSERTING & MAILING MACHINE 


When Inserting & Mailing Machine takes over mail- tired, don’t make errors and stay spotless. 
ing preparation—it’s important news for mass mailers. See Inserting & Mailing Machine in Action... A 
Just consider! This machine performs seven intricate demonstration can be arranged in your City at your 
operations. It inserts up to eight enclosures in the convenience. Or, our illustrated folder, Reducing 
envelope; moistens flap and seals envelope; meters Mailing Costs by 80%, will tell you more about the 
postage or prints indicia; counts the total mailing and machine. Just use the coupon. 

stacks. One operator replaces scores of clerks and Sceeeeescenenensessseneenseeesccscnesceeccceesenesececauasasg 
you make decisive savings every time you make a INSERTING AND MAILING MACHINE CO., 
mailing. Many large mailers have reduced costs by PHILLIPSBURG, NEW JERSEY 


as much as 80%. [] We would like to test the economy of the 


Mechanized mailings go out faster — up to 40,000 SRS Sy See eee 
pieces can be ready for Uncle Sam’s trucks in an 
eight-hour work day. They are cleaner and more 
accurate too, because mechanical fingers don’t get 


[ Please send booklet describing new ma- 
chine, Reducing Matling Costs by 80%. 


Individual __ 


Firm 





Address 





INSERTING AND MAILING MACHINE CO. 


PHILLIPSBURG, NEW JERSEY 


City oxic 
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GATHERS ENCLOSURES INSERTS inTO ENVELOPE SEALS ENVELOPE PRINTS POSTAGE INDICIA COUNTS & STACKS 
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L-S JackLifts do the job they were designed for... 








horizontal hauling. 


Convenient bandle-hbead controls were a big factor in selecting JackLifts! 


How Gillette insures 
''Super-Speed’”’ deliveries — 


Gillette Safety Razor Company’s 
Shipping Department moves many 
millions of their one-piece razors and 
famous Blue Blades to dealers’ 
shelves with a big assist from super- 
dependable Lewis-Shepard Materials 
Handling Trucks. And by combining 
L-S JackLifts for long horizontal 
hauls with SpaceMaster Model “‘J’s” 














: -® 
“/he MASTER” Linc 


49-3 Walnut St., Watertown 72, Mass. 


for high lifts, the company has kept 
costs "way down, too! 

Lewis-Shepard’s Sales Album is 
studded with names like Gillette. No 
wonder! For L-S makes the Most 
Complete Line of Materials Handling 
Trucks ... trucks that cost less to 
own... less to run. 


Here’s a list of “blue-chip” users* (one 
company in each of the following fields) 
who have ordered dependable Lewis- 
Shepard trucks . . . and their current 
reorders 


50 L-S in use—reordered 12 
22 L-S in use—reordered 9 
40 L-S in use—reordered 15 
45 1-S in use—reordered 5 
54 1-S in use—reordered 3 


Food Processing 
Glass Mfg. 
Electrical Mach. 
Automotive 
Paper Mfg. 


*Actual names of users furnished on request 


4 SpaceMaster Model “J"’ —the most 
maneut erable fork truck in the field — 
pays its way by high-stacking in storage. 


Write today for full information about 
dependable, cost-cutting Lewis-Shepard 


Materials Handling Trucks. 





authentic museum pieces, and as far 
as we are aware, it is the only mu- 
seum of its kind in the world. 
Between April 24 and November 
8, 1953, the train was in public ex- 
hibition at 26 points in Canada and 
the United States, for 
lengths of time, and attracted 463,- 


varying 


118 visitors. ... 
G. H. Lash 


Director of Public Relations 


Canadian National Railways. 


INDISPENSABLE MEN 
Des Moines, lowa 
Dear Sir: 

In the very able article, “Invest- 
ment in Men,” written by Charles 
P. McCormick and printed in your 
November 1953 edition appears the 
following: 

“, .. Where do you get your re- 
placements for top management 
jobs? If anything happened to me, 
there isn’t a man qualified in my 
organization to take over my job.” 

With all due respect to these ex- 
ecutives so gravely concerned over 
the future of their organizations 
should they be erased from the pic- 
ture, I cannot help but be reminded 
of the theorizing of one of my first 


employers. He once said “If ever 
I find in my organization an indi- 
vidual I cannot get along without, 
Pll fire him.” 

Robert R. Hufstader 

State Agent 

Millers National Ins. Co. 


DEVELOPMENT DEVOTEE 
Indianapolis, Ind. 
Dear Sir: 

I have been quite an ardent read- 
er of the articles published on ex- 
ecutive development in your maga- 
zine for a number of years and 
would like to compliment you upon 
the timely articles... . 

D. C. Rhodes 
General Conference Chairman 
Pitman-Moore Co. 


Dear Sir: 

We are very interested in your 
two-part article entitled “Executive 
Development Takes a New Step.” 

May we have your permission to 
reproduce this article for distribu- 
tion to executives.... 

George B. Corless 
Advisor on Exec. Develop. 


Standard Oil Co. 
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This more efficient belt conditioner increases traction 200% to 


when your BELTS slip... 


PROFITS SLIP ‘= 


@ You WASTE POWER and FUEL 
@ You WASTE TIME 


(A slipping belt can reduce machine output 
as much as 70%.) 


@ You WEAR OUT your BELTS and 
MACHINES faster 







STOP belt slippage with 


BELTRACTION 


LIQUID BELT TREATMENT 








500%, prevents belt slippage (one of the most common causes of 
chattering and misalignment of precision tools) — and thereby 
minimizes rejects. Increase your profits with BELTRACTION. 
Order some today. Write for descriptive folder! 


BELTRACTION COMPAN 


FOR ALL TYPES OF BELTS « V-TYPE, FLAT OR ROUND 





1811 West Winona Street 
Chicago 40, Illinois 

















For 14 major 
components of the 
first mass-produced 
self-contained starter 


Good news for new-born jets! This typewriter-size Bendix Aviation 
self-starter is built-in . . . develops 340 horsepower in just 3) 
seconds ... enables a jet’s main engine turbine to reach take-off el, ° . 

, ever built into large jets, 





speed in a matter of seconds after the pilot hits the starter. 
No more precious minutes lost while ground crews bring up Bendix Aviation looks 


mobile auxiliary starting power! to Lycoming 
For 14 of the rugged, dependable, precision-machined parts that for precision production. 
make up this self-starter for jets . . . Eclipse-Pioneer Division of 

BENDIX AVIATION CORPORATION looks to Lycoming. 


Do you need precision parts ... or any other of the diversified 
services listed with our signature? Lycoming’s wealth of creative Aircraft Engines | 
, 7 a O11 ee / , , Industrial and Tank Engines 
engineering ability . . . 2)2 million square feet of floor space Engine Overhaul 
: ° | Pr if al ad | ‘s 
and 6,000-plus machine tools stand ready to serve you. tne dit cases 
, : ’ . Turbine Engineering and Research 
Whatever your problem eee look to Lycoming! Engineering Design and Develo; 
Hardened and Ground Precision Pas 
(sears and Machine Parts 


omplete Assemblies 


Just off the press! “Tue Lycominc Story’... 40 interesting; Compl, 
illustrated pages showing many ways Lycoming is ready to Heai-Treating and Plating 
help you. Write for it on your letterhead. Fabrication 
astings 
Boilers 


‘ ! 
lee} 


FOR RESEARCH - FOR PRECISION PRODUCTION 


LOOK TO Lycoming 


DIVISION OF ( ALLO ) STRATFORD CONN 
_—caawonarcom _/ 


Manufacturing plants in Stratford, Conn. and Williamsport, Pa. 











CONTINUED FROM COVER I 


During the past fifteen years hot wars, cold 
wars, and pent-up consumer demand have been 
a tremendous impetus for increasing production 
capacity. This, along with normal expansion, 
brought us to a new high in gross national pro- 
duction during 1953. In the face of declining 
military expenditures and greater market satura- 
tion the business leaders of this country have 
been handed the challenge of continuing full 
employment. It is certain that we now have a 
more discriminating market, and that to main- 
tain present production levels new means must 
be found for reducing costs and improving qual- 
ity. 

It is likely that the cost of materials in the 
next decade or two will not decline and the 
same is true of the cost of labor. The conclusion, 
therefore, is obvious: If reduced costs are to be 
effected without any lowering of quality, they 
must come from increased production efficiency. 


HEAVY FREIGHT 
NEAR MAYBROOK, N.Y, 


J 


oh te 
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BLAST FURN 


CMEC. 


ERVIN PIETZ 


President, The Barry Corporation 


Waste, under any conditions, is bad. When competition and other fac- 


tors tighten the market, it is unforgivable. Here are eight check- 


points to help top management discover and overcome certain sources 


of plant and machinery inefficiency which may be hampering operations. 


In order to obtain a reading on what top man- 
agement in the metalworking industry was 
thinking with regard to cost reduction we con- 
tacted 15,000 top executives. One of the objec- 
tives of the survey was to discover the extent to 
which plant machinery was being fully utilized 
and whether greater efhciency could be accom- 
plished in this regard. 

The results of the survey were, to put it mild- 
ly, amazing. Fully 10 per cent of the executives 
contacted gave a full and complete answer to 
what was, in essence, a pretty complex question- 
naire. In many cases, they apparently called to- 
gether maintenance superintendents and plant 
engineers for discussion of the full implication 
of each question. Although a simple yes or no 


answer Was requested, they orten added 


comments. 
As a result of this survey and related re 
here are eight steps to greater plant efficiency 
and greater utilization of capital equipment: 
l. Keep production and assembly lines flex 
thle. Inefhcient machine lay-outs are the invis 
ible embezzlers of time and money which pre 
vent the achievement of maximum production 
goals and increase (sometimes astonishingly) 
production costs. It is apparent that many com 
panies do not freely alter their plant lay-outs to 
bring materials-handling and in-process storage 
costs to the absolute minimum. On the othe: 
hand, some of the more progressive companies 
Continued on page 127 
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THE GOLD KEY MEN 


If you want to get your story across 
to the anchor man in your distribution 
chain, the retail salesman, you may 
have to train him yourself. Here’s one 


way to turn the ‘missing link”’ into 


4 

Your SALES staff is bigger 
and better controlled. Your sales-training pro- 
gram is overhauled and is better than ever. 
Your product is better made, better packaged, 
and better promoted than last year. But where 
is it going to get you if the retail salesman 
doesn’t sell as hard as you do? 

You can reason, “We advertise in every effec- 
tive media and our stuff packs a wallop. The 
product will sell itself.” But you know perfectly 
well that many more sales could be made if only 
the last man between you and the customer 
would get behind you product and push. But 
its not always easy to do, for one big reason. 
The guy is not on your payroll! 

How do you reach the department store sales- 
man? Or the dealer salesman? There are a num- 


ber of standard methods. each with advantages 
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Start with full-scale presentation to retail management. 


a hard-hittin g producer. 


Retail Sales Course by Mail 


JAMES K. BLAKE 
Marketing Editor 


and drawbacks, Two widely used techniques are 
via the manufacturers’ literature and through 
the manufacturers’ salesmen. Each is limited. 
Your salesmen have little time to spend on train- 
ing others. Your literature may or may not be 
read. The most that can be said for these meth- 
ods is that they maintain friendly contact and 
provide some information and incentive. 

Many retail outlets, and this includes dealers, 
hold good, mediocre, or downright poor sales- 
training sessions themselves for their staffs. Oc- 
casionally (because it’s expensive and takes a 
sizable staff), these are held during working 
hours. More often these meetings are held be- 
fore or after hours. From the manufacturer’s 
viewpoint this type has the serious objection 
that the features that sell his product are neces- 
sarily omitted. 
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Though many companies are developing ma- 
terial privately and through their trade associa- 
tions for the store training directors to use (the 
Wool Bureau, for example, has provided mate- 
rial for over two years), other companies have 
begun to work directly with the man who sells 
their products (and probably their competitors’ 
products) on the floor. 

The idea is deceptively simple. Sales manage- 
ment mails a training course weekly to the sales- 
man’s home. He studies it, completes a series 
of tests and “graduates.” The catch is that the 
course must be good; the salesman must be sold 
on it; and the timing must be right. 

Here, based on recent courses, are a number 
of clues for better promotion, course design and 
subject matter, and follow-up material. 

1. Make certain your course fits the “trainee.” 
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Show him what he needs to know, what he 
wants to know and pitch it to his pocketbook 
nerve. 

2. Where do you get the material? One way 
is to build up a file of all the key questions that 
salesmen have asked over the years. Supplement 
this with material that your successful salesmen 
tell you are basics for volume selling. Cram 
into the course all of the selling tips, ideas, the 
little catch-phrases that help to close a sale, all 
of the tricks that your sales staff knows how 
to trade. 

Another pair of lucrative sources are your 
trade association and your competitors. Many 
associations compile bibliographies. They are 
often a one-stop source. Manufacturers’ surveys 
where made public often can be adapted for 
your purposes. And don’t neglect the trade pub- 
lications. A researcher put to work on the last 
two or three years’ output of your trade paper 
will end up with a gold mine in clippings. 

Finally, check the finished product with your 
advertising agency and against your own sales 
staff's appraisal. The Frank H. Lee Company, 
Danbury, Connecticut hatmakers, originally 
dry-ran their course with their sales trainees too, 
and found beginners’ eyes pick up flaws that old 
hands miss. 

3. Don’t lay yourself wide open with a cold 
call. Allow yourself plenty of time for advance 
promotion and give yourself room to promote in 
depth. For example, your first job is to sell the 
course to the dealer or to the manager or buyer 
—whomever you do direct business with. Pro- 
mote the study program as you would a new 
product with a full-scale presentation. With the 
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dealer’s or manager’s OK (if it is a department 
store, line up the training director, too), go to 
work on the salesman with a snappy version of 
the same presentation. Follow up with articles in 
your external house organ, if you have one, or 
with weekly announcements for the store’s bul- 
letin board. Use every method available to 
heighten the salesman’s expectancy. 

In a real sense, the dealer or store manager 
is the key initial contact. Any salesman won- 
ders at first whether a course (and a leisure- 
time stealer, at that) will help him sell more. 
Remember, he already gets your product fact- 
sheets and he may have been selling your prod- 
uct for years. But if his boss is obviously sold on 
it then he is likely to be sold, too—at least for 
the first lesson. After that, it’s up to you to 
prove the course is worth his time. 

4. Schedule the course to end at the begin- 
ning of the peak sales season for your product 
if sales are at all seasonal. You catch the sales- 
man then when he has the most time and you 
also promise him tools to use during the big 
push. 

5. Remember, the salesman is taking the 
course at home and he has at least as many dis- 
tractions there as he would have concentrating 
on the same lessons in the store. Keep each 
lesson short. There is no rule for length but if 
you run over a half-hour you may lose your 
man. The easier material or the more interesting 
topics can profitably run longer than detailed, 
dry chapters. 

6. Present the course in words the salesman 
himself will use on customers and prospects, 
words both of them will understand. When the 
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Promotion Budget 


A liberal dose of visual aids in the selling course emphasizes ‘* show how,"’ speeds up training and 
helps fact retention. Examples above, from the Frank H. Lee Company study course, illustrate 
(clockwise from a left) how to — complete inventory records, how to display on the floor, 


how to design and keep customer records, an 


how to design and use simple sales analyses forms. 
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and even bluntly. There is 
statement or subtleties in a mail 

7. Give the salesman a sense 
ment as he works on th 
tested methods ror provialn 
satistaction. You can 
the end ot each chapter. 

a sure-thing better has t 

tests the retention of material 
completed reading and p1 
well] on, and the other, 

test, which asks questi 
presented In the tollow 1] 

The second meth 
chapters material 
in earlier chapters. 
but indirectly suggests t 
is making headway. 

But, unless you choose 
chological fraternity and con 
your course and your qu 
signed to challenge the sal 
Your basic motive is not 
much he doesn't know. 
cover considerable grouns 
nature to even a second-r 
tude you want to foster 
know this so that we 

On the other hand 
you are not talking t 
like “as vou probably 
from elementary 
may resent, though 
reason to be OTal 

Precisely becaus¢ 
who use the course will 
vitally important that every 
ment be oAviously true. As one 
tive puts it, “It they catch you 
fact, vou re dead from then on. 

8. Emphasize prestige as well 
tools are readily av. lable. Fram 
graduation exercises, congratulat 
the company's president, notice 
press and company publications 
ot the possibilities. 

Y. Some COMpPaAanies, to check up on 
lessons are being received, put a “kicker” mid 
way in the course. This is the standard “We’s 
had so many requests that it has become neces- 
sary to limit remaining chapters to those inter 
ested widget salesmen who return the at- 
tached ... 

10. Never send the entire group of lessons to 
the trainees in one mailing. Contrary reasons 
are that some salesmen can complete two o1 
three lessons each week and it takes an accel 
erated course to keep his intérest trom flagging. 
For the majority of retail sales people, however, 
the minor suspense involved in weekly mailings 
is an asset, whereas the arrival of a single, 
bulky package would kill the project before 
ever got started. 

For a study outline adaptable to most com- 


panies, turn the page. 
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SELLING 


CCOURSE IN 


Answer this question for the salesman at once. Point up the key factor; it means more money. 
Then follow up with key supporting motives; it makes you a more valuable asset to the em- 


ployer and it builds prestige. Cover also in the introduction what the product offers in sales 


potentials; how more sales of the product means more store trafhe which means more sales of 


other products; and how, in general terms, the manufacturer supports sales with technical as- 


sistance, point-of-sale displays, media advertising, and product promotions. 





Specifics on the product and industry 
designed to stimulate the salesman’'s 
pocketbooR nerve. 
(a) What the industry sells, to whom, and 
how much. Per capita figures of sales, aver- 
e figures of deaier sales, the sales potentials, 
the new market possibilities. 
(b) The amount and kind of preselling 
through various advertising media. 
(c) Comparisons of average sales (which the 
salesman is probably making now) with sales 
made by hungry and adroit salesmen. 
(d) Quiz. 


SEMENAR 2 
How to ph \ sically locate the product in 
the store. 

(a) Where to place the product and why. 


} T 1 ; 
(b) How to arrange lighting, colors, striking 


! 


displays and why each is important (and 

\“\ hat the company s sales rep has up his sleeve 
it you'll only ask him). 

(c) How to make available the information 

the customer typically wants to know (attrac- 


tive signs, sizes, price, manufacturer. 


SEMEN AR 2 


How to control your inventory. 
(a) Why inventory control is a must (lost 
sales, expenses from overstocking; “you can’t 
sell widgets you don’t have”). How to plan for 
seasonal variations in sales patterns. 
(b) How to keep track Ol your stock (a sim- 
plitied accounting form). 
(c) How to co-ordinate stock on the floor 
with special promotions. 
(d) How to keep the product in selling con- 
dition or why not to manhandle inventory. 
(e) Ouiz. 


SEMEN A R ’ 


How to open the sale. 
1. How to approach the customer: 
(a) Greet him promptly. 
(b) Make him feel at home. 
(c) How to gain his confidence. 


(d) Making sure you know his requirements. 


2. How to select the right product for the 
customer: 

(a) Why familiarity with stock is a must. 
(b) How to translate product characteristics 
into customers’ language. 

(c) How to demonstrate that the product 
meets the customers’ needs. 

(d) How to illustrate competitive advantages 
without irritating the loyal brand customer. 


(e) Quiz. 


SEMIENAR 5 
How Lo close the sale. 
1. How not to oversell: 
(a) How to get agreement, leading questions 
CO ask. 
(b) How to show respect for objections. 
(c) How to show you understand the cus- 
tomers point of view. 
2. How to summarize: 
(a) Not e\ erything, only those points that im- 
Dre ssed customer. 
(b) How to lead from the summary to a trial 
“close.” 
3. Making the confident, positive close: 
(a) Typical customer objections, 
(b) Typical customer questions. 
(c) Recommended responses. 
(d) Tested closing phrases. 
4. Staying with the customer: 
(a) Never hustle him out of the store. 
(b) Give him additional advice on how to use 
the product; how to service and store it. 
(c) Don’t hate the customer who doesn’t 
buy; how to bring him back again. 
(d) Quiz. 


SEMEN AR 6 


How to follow up the sale. 
1. Why to build up a personal following. 
2. How to maintain a personal trade file: 
(a) A record of personal characteristics and 
purchases by each customer. 
3. How to use it: 
(a) The post-sale letter of thanks. 
(b) Planned, regular series of mailings. 
(c) What the manufacturer offers. 
(d) The “big three”: personal touch, consist- 
ency, and follow-through. 
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(ce) How to use the telephone and when. 
(f) Quiz. 


SEMINAR 7 

How to plan a promotion on your own hook. 
1. The rules of the game: 
(a) What to feature. 
(b) Checking the stock. 
(c) How to set goals. 
(d) How to schedule activities and timing. 
(e) How to tie in with national advertising. 
({) How the manufacturer will co-operate. 
(g) A sample check-list. 


(h) Quiz. 


SEMINAR 8 

Facts that make sales figures. 
1. List of product facts that are sales bait: 
(a) The company’s reputation. 
(b) Competitive position of the product. 
(c) Specifications of product features. 
(d) Key phrases to use in promoting various 
aspects of the product. 


(e) Quiz. 


SEMINAR 28 

How.to make extra sales. 
1. Angles for selling more or trading up vary 
with the products. Here are some that are 
fairly common: 
(a) Many products can be sold in larger quan- 
tities on the basis of convenience, economy. 
(b) “One thing leads to another” principle— 
selling related items together. 
(c) Significance of displays: How to work 
with the advertising department, the display 
man, the manufacturer. 
(d) How to make a play for the opposite sex 
(many products are conventionally bought by 
one sex—try to sell the other). 
(c) Why be a joiner? Here are the reasons. 


(f) Quiz. 


SEMIENAR 10 


What you have learned. 
1. Major points summarized. 


Final. | 


1. Test review of the course, to be mailed to 
the manufacturer for checking. 
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ABC's 
of GUARANTEED WAGES 


Employer pay for the jobless, an issue simmering for a decade, has been put on th 


front burner this year by three big CIO unions. Here’s a timely score card. 


a inl 

qi HE guaranteed wage, in one 
form or another, is on the “must” list of the 
CIO's two major unions, the United Steelwork- 
ers and the United Automobile Workers, and 
they give every evidence that they mean to fight 
for it, if necessary, in the coming two years. 

The Steelworkers union, having talked up a 
guaranteed wage consistently for the last ten 
years, will make a big bargaining-table issue of 
it in contract negotiations this Summer. 

This union also has on its bargaining agenda, 
however, séme important improvements it wants 
to see made in its pension, insurance, and other 
fringe-issue benefits, in regard to which it now 
lags a step behind auto-industry contracts. 

There is a good chance it may exhaust its bar- 
gaining strength obtaining the welfare improve- 
ments it seeks, and theretore be compelled to 
put off a conclusion on the guaranteed-wage de- 
mand until 1955 or 1956. 

Another CIO union, the Electrical Workers 
(IUE), is pursuing the same goal but, because 
it does not have its industry as well organized 
as its sister unions in steel and auto, it will 
hardly be able to pioneer in overcoming man- 
agement reluctance to adopt the new pay scheme. 

The United Automobile Workers union, with 
its main contracts reopening next year, may, 
therefore be the first to try for a decision in this 
new area of collective bargaining. There are 
even rumors, at this early stage, that Ford Motor 
Company has been chosen as the guinea pig. 

What the unions are asking this year (see 
details on page 40) is a kind of supplement to 
state unemployment compensation _ benefits. 
The Auto union professes to look at its proposal 
less as a pay-plan than as a spur to management 
to regularize employment. 

They want either a cents-per-hour contribu- 
tion to a reserve fund by the employer, to finance 
the wage guarantees, or, in one case, a combina- 
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ALFRED G. LARKE 
Employer Relations Editor 


tion of such a reserve fund and a pay-as-you-go 
hnancing plan. 

In one case, they ask that all employees ot 
three years’ seniority or more be paid 30 hours 
of wages, at regular hourly rates, in any weeks 
in which they are not fully employed, for up to 
52 weeks. In another instance, the guarantee 
would apply to all with one year’s seniority. In 
the third, to all who have been on the payroll 
90 days—but perhaps with lesser benefits for the 
low-seniority displaced workers. 

It is obvious that, even despite their mounting 
pressure for wage guarantees, the unions are 
going to be some time in getting over the hurdle 
of the big companies in steel and auto—if, in- 
deed, they get over this hurdle at all. This will 
leave time for other managements to make a 
thorough study of the demands as they would 
affect the lesser companies, if and when they are 
asked to tall in line. 

Any industrialist who recalls, however, how 
suddenly the drive for company-financed pen- 
sion plans matured and bore fruit, and then was 
extended from the major concerns to the smaller, 
will not feel too well insulated by time alone. 

The big companies that will bear the brunt ot 
the union campaign have, of course, been pre 
paring data and arguments for some time (see 
“Job Guarantees—Labor’s Next Goal,” Modern 
Industry, June 1950). That others are now grave- 
ly concerned and want to find out what the 
score is has been demonstrated by attendance at 
recent management conferences on the subject. 

Specific information on the subject has been 
hard to find, for several reasons. Very tew com- 
panies have had experience in wage guarantees, 
and those few have been for the most part small 
concerns in unrepresentative industries. 

The literature on the subject has been scanty. 
A good deal of what does exist discusses wage 


guarantees as a national economic problem 


a 


rather than as they affect the 
And. on sides ot 
] 


arena. the written material 


pany. both 


has otte 
! ‘ : te ¢ +} , | 
lemical—arguments to the public as 
the issue. 
A third 


In some 


factor has been that 


cases not been Very 
demands, although the 
changed their demands [itt] 
The Steelworkers UhlOn 
Very specific proposal, tOr Darvgaining DUrPOs Ss. 
but as of mid-February the Automobile Work 
ers union had still to unveil its plan to 1 
ment or the public. 
It is not necessary to describe in 
past experience with wage guarantees, 
the circumstances under which they hav 
differ so greatly trom those in which t 


A Oriel 


will show why past plans are no guid 


how WIshn to install Hew plans. 


BACKGROUND OF GUARANTEES 


- } 
Existing guarantee plans cover only a traction 
of 1 per cent of the countrys business concerns 

: | 
and working population. Most occur in con 


sumer-product or service industries. With very 
tew exceptions, they were unilateraily inaugu 
rated, without collective bargaining. 

Some guarantee a number of hours or weeks 
ol work In a year, others a stated amount Ol 
wages, usually to a limited portion of the work 
force. Some, taking advantage Or a section Ol 
the Fair Labor Standards Act, count ov 
in the busy season towards making up the hours 
guarantee in the slack season. 

Most were adopted aft... the company con 
cerned had devoted a considerable time to Sta 
bilizing sales and production. And many leave 


management an “out” for abandoning the plan. 
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What do the Unions Want? 


STEELWORKERS 


The steel union’s current proposal is a guarantee of 30 hours’ pay per week for laid- 
off employees, at the standard hourly rate, with no incentive, or other premiums. 

The guarantee would run from date of lay-off for a full year, less unemployment 
compensation or earnings from any other job. An employee discharged or quitting 
after 52 weeks would be paid one week’s severance pay for each year’s service. 

The 52-week guarantee would be renewed in full for any employee called back 
for twelve weeks or more; those called back for six to twelve weeks would be given 


a 26-week new guarantee. Severance pay service would not be paid for twice. 


The guarantee would be financed by an employer contribution of 10 cents an hour 
for all hours worked, and employer liability would be limited to that amount. Laid- 
off workers would be required to register for and accept “suitable” work. Unem- 
ployment benefits, if paid, would reduce employer liability. 

Any week in which an employee, other than a voluntary part-timer, received only 
part-time work would require payment from the guarantee fund of any amount by 
which his pay fell below 40 hours’ pay at the standard hourly rate. 

Loss of pay due to “technological change or abandonment of facilities” would also 
entitle the employee to payment to restore his pay to its previous level. Only em- 


ployees with three years’ service would be eligible. 


WORKERS 


The UAW, whose research staff is developing its own proposal, but with the 
advice of a committee of ten economists, has not yet made its plan public, but may 
do so shortly. What is known of the UAW’s demands comes from statements of its 
leaders and research director, from resolutions, and from “progress reports.” 

The union says it will seek guarantees for all regular employees from the time they 
acquire seniority. The basic guarantee would be for 52 weeks of employment or 
wages for those with an unstated minimum seniority. The guarantee would be for 
less than 52 weeks, on a graduated scale, for those of lower seniority. 

The UAW has not indicated the pay-rate basis for its guarantee, except that it 
must be “sufhcient to insure take-home pay adequate to maintain the living stand- 
ards” enjoyed while employed, as distinguished from unemployment compensation. 

Unemployment compensation receipts of the laid-off worker would be an offset 
against the guarantee, but nothing has been said about earnings from other jobs. 

Financing would be pay-as-you-go plus a reserve fund with provision for “rein- 
surance to reduce the size of the required reserves and to spread the risks.” 


ELECTRICAL WORKERS 


Proposals of the IUE-CIO are still more general than those so far disclosed by the 
\uto Workers, and the union has apparently not got in as much spadework on a 
program as nave its two larger associates. 

In general, the union says a guarantee should assure payment of all income lost 
because of lack of work or a poorer paying job the worker may be compelled to take. 

It suggests a full 52-week guarantee for employees with one year of seniority, 
and a graduated scale of payments for those with less seniority. It calls for joint 
administration of the plan, and suggests a trust fund for financing. 

Unemployment compensation payments and pay from other jobs would be offsets. 
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Descriptions of past and existing plans, as of 
1947, and reasons for discontinuance of some, are 
available in Bulletin No. 925 of the Bureau of 
Labor Statistics, Guaranteed Wage Plans in the 
United States. 


EARLIER ClO PROPOSALS 


The Steelworkers union made its first pro- 
posal for guaranteed wages in 1943. The War 
Labor Board refused to order adoption of such 
a plan as possibly imposing too great a burden 
on the employers and in view of its lack of in- 
formation on the subject. The WLB indicated 
it would approve a privately bargained plan 
and suggested a governmental study of wage 
guarantees as an aid to stabilization of produc- 
tion and employment. The study, known as the 
Latimer report, was issued in 1947 and became 
the reference point for future discussion of such 
plans. 

In 1943, the Steelworkers asked a guarantee of 
pay at 40 times the emplovee’s average earnings. 
This would have included incentive earnings, 
overtime, and all other increments. And it would 
have covered all weeks of unemployment dur- 
ing the contract’s two-year term. 

The union’s current proposals, made to the 
steel industry in 1952 and with little change to 
the Aluminum Company of America last year, 
are in the column at the left. The Wage Sta- 
bilization Board two years ago recommended 
that management and labor make a joint study 
of the problem with an eye to this year’s nego- 
tiations, but this has not been done. 

The United Automobile Workers in 1944 
asked the big motor companies to establish a 
fund to guarantee full 40 hours’ pay to any un- 
employed employees or returned veterans, the 
fund to be jointly administered by company and 
union. As in this vear’s proposals of all three 
unions, the UAW 1944 plan would have per- 
mitted the offset of unemployment compensa- 
tion. 

The IVE ten years ago asked General Elec- 
tric Company for a duration-of-contract guaran- 
tee of 40 hours’ pay, at average hourly earnings. 


WHY UNIONS WANT IT NOW 


Although CIO has been beating the drums 
for wage guarantees for a decade, the AFL has 
taken no position on them. AFL President 
George Meany has belittled their importance, 
although the leading AFL economist has had a 
good word for guarantees and an_ occasional 
AFL union has won such a program. 

The CIO’s interest no doubt was born of a 
fear of the depression days from which that 
organization arose, and its early interest in guar- 
antees probably reflected a forecast that unem- 
ployment would follow the end of World War 
II, a common belief at that time. Also, the CIO's 
main strength has been in the basic industries 
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which, although they offer the most obstacles to 
installation of a guaranteed annual wage, are 
most in need of it, from the employee’s point of 
view. That is because the heavy industries suffer 
most from cyclical downturns. 

The CIO unions, and especially the Steelwork- 
ers, kept the issue alive from one contract nego- 
tiation to another, but full employment lessened 
their members’ interest in the problem, and in- 
Hation increased the need for cash pay raises. 

Now wage 
lay-offs are known again in key industrial areas, 


increases appear harder to get, 
and the situation is right, they believe, to bring 
wage guarantees up from the back burner. They 
rely on limitation of employer liability as a big 
sales point. 

In some ways, the present is a disadvantageous 
time for the unions to make the demand. In past 
vears, they have pointed out that boom times 
and the excess-profits tax provided industry a 
good opportunity to lay up the reserves needed 
to meet hard-times guarantees. That argument 
no longer has as much weight. The unions say 
now, however, that cost to management, on a 
cents-per-hour basis, is lower when payrolls are 
lower. 

Also, it might be easier for union members to 
heht for wage guarantees, even to the extent of 
striking (as the major unions have intimated 
thev will) when jobs were: plentiful. Lay-ofts 
stress the desirability of lay-off pay, but might 
make it harder for the union man to strike. 

There is no doubt, however, that the unions 
intend to make a fight of it, if need be. Their 
leaders have committed themselves almost be- 
vond possibility of retreat. And the issue, for the 
first time, has been talked up vigorously in 
channels of communication to the local leader- 
ship and the rank-and-file. What was for long 
only a bargaining issue, has, in the last year, 
become a live issue in the union grass roots. 


WHY DOES INDUSTRY OBJECT? 


The unions, and the Steelworkers in particu- 
lar, have retreated far from the 1944 demands 
for full, year-long, contract-duration, guaranteed 
wages at full pay, including premiums and in- 
centives. They admit now that some limitations 
must be put on the employer’s liability if the 
program is to be at all feasible. 

In fact, in asking for their current demands, 
they tend to berate management for taking the 
demands at face value. “Make us an offer,” is 
the essence of many a union spokesman’s com- 
plaint; “This is merely a bargaining proposal we 
are making, subject to alteration in the process 
ot bargaining.” 

Management reluctance to set up joint study 
boards, or to concede what is on the face of it 
only the equivalent of a request for another 
6',-7',-10-cent-an-hour pay raise, is not based on 
the cost of the demand alone. 

Industry spokesmen say plainly that they fear 
to discuss wage guarantees jointly, because such 
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discussions would inevitably involve manag 


ment prerogatives, such as what products t 


make, when and where to make them, prices, 
and all the other factors that go toward stabiliza- 


such 


tion. Opening the gates to the union on 
matters might establish a precedent for still 
wider invasion of management rights, it is felt. 

Stabilization they favor, and several years ago 
the National Association of Manutacturers, tor 
instance, instituted a series of regional discus- 
sions of stabilization. Even, year-around produc- 
tion and sales cut management's costs and are as 
desirable from its point of view, therefore, as 
from the emplovee’s. But industry wants to be 
the sole judge of when and where and how its 
resources are to be risked. 

And, while the unions now offer limitations 
on employer liability for wage guarantees which 
would seem to involve no unknown risks, the 
question is asked: “What happens when the 
liability is met and the reserve exhausted? If, 
in a bad time, still further lay-offs must be made, 
and these of men with the greatest seniority, 
will the men and the unions be content to ask 
for no more?” They obviously do not think so. 
limit, they 


The approximate 10-cents-an-hour 


predict, is only a soft beginning. 


OTHER CONSIDERATIONS 


Many industry spokesmen see the wage guar 
antee as simply an extension of unemployment 


| 


the principles underlying 


without the sateguards 


insurance, violating 
that social benefit, and 
that surround its administration. 

Unemployment compensation, they say, is de 
signed to ease the burden of short-term unem-. 
ployment, and to pay approximately 50 per cent 
of the worker's full-time wage. The Steelwork 
ers’ program, they point out as an _ instance, 
would pay the unemployed the equivalent of 75 
or 80 per cent of working wages, and thereby 
weaken the incentive for a man to look for a job. 
Joint union-management determination of his 
zeal in looking tor a proper job would further 
relax the strict rules of state unemployment 
offices. 

Unions counter that 30 hours’ pay at standard 
rates while laid off, would be much less than 
75 or 80 per cent of full-time pay, even granting 
a saving in income taxes. Regular earnings aver- 
age higher than standard hourly rates because 
of incentive earnings and other premium pay. 

Further, they contend, the maximum state un- 
employment compensation equals only about a 
third of the average pay of industrial workers. 
But most workers in basic industries get more 
than average pay, yet draw less than maximum 
compensation. 

So tar, however, most of the arguments, pro 
and con, have been directed at large, nation- 
wide or industry-wide considerations. There have 
been few debates on how a specific plan would 
work out in a specific company. That kind of 
argument is due shortly. 
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WHAT IS OUR BUSINESS? 


PAR ES 


( f (} 
Shi . Fyaacttse Of 


PETER F. 


mconomic torces -whatever the term may mean-—are obviously 


important. They set limits to what management can do. They 
create opportunities for management’s action. But they, by 
themselves, do not determine what a business is or what a 
business doc Be 

Nothing could be sillier than the oft-repeated assertion that 
‘management only adapts the business to the torces of the mar- 
ket.” Management not only finds these forces (by themselves 
they are neither visible nor effective); management, as a matter 
ot tact, creates these so called torces by its Own action. 

When asked what a business is, the average business man is 
likely to answer, “an organization to make profit.” And the 
iverage economist 1s likely [tO give the Same answer. But this 
answer is not only false, it is irrelevant. 

This shows clearly in the total bankruptcy of the prevailing 

onomic theory of business enterprise and business behavior: 
the theory of the “maximization of profits,” which is simply 
a compiicated way of putting the old saw of “buying cheap and 
selling dear.” This theorem adequately explains, for example, 
how business man Richard Sears operated, but it is bankrupt pre- 
cisely because it cannot explain how Sears, Roebuck—or any 
other business enterprise—operates nor how it should operate. 

This does not mean that profit and profitability are unimpor- 
tant. On the contrary, “maximization of profits” 1S unsatisfactory 


and unusable because prohtability is more important than the 
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theorem admits. It is not just a motive of business men, it is an 
objective requirement of economic activity. 

If archangels, instead of business men, ran the business enter- 
prise, they would have to be as concerned with profitability, 
despite their total lack of personal interests in making profits. 
And this applies with equal force to those far ‘from angelic 
individuals, the commissars, who run Soviet Russia’s business 
enterprises. But that means that the enterprise’s problem is not 
the maximization of profit, but the required profit to cover the 
risks of economic activity. It means that profitability is not the 
purpose of business enterprise and business activity, but a limit- 
ing factor on it—that profit is not the explanation, cause, or 
rationale of business behavior and business decisions, but the 
test of their validity. 

The root of the confusion is the mistaken belief that the 
motive of a person—the “profit motive” of the business man— 
can ever be an explanation of his behavior or his guide to 
right action. 

That Jim Smith is in business to make a profit concerns only 
him and the Recording Angel. It does not tell us what Jim does 
and how he performs. We do not learn anything about the 
work of a prospector, hunting for uranium in the Nevada 
desert, by being told that he tries to make his fortune. We do 
not learn anything about the work of a heart specialist by being 
told that he tries to make a livelihood, or even that he tries to 
benefit humanity. The “profit motive” and its offspring “max- 
imization of profits” are just as irrelevant to the function of 
a business, the purpose of a business, and to the job of man- 
aging a business. 

In fact, the concept is worse than irrelevant; it does harm. 


and 
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It is a major cause for the misunderstanding of the nature of 
proht in our society, for the deep-seated hostility to profit that is 
one of the most dangerous diseases of an industrial society. This 
harmful concept is indeed behind the worst mistakes of public 
policy, here and in Western Europe, which are squarely based 
on a lack of understanding of the nature, function, and purpose 
of business enterprise and of the function of management. 

If we want to know what a business is, we have to start with 
the purpose of a business. And its purpose must lic outside of 
the business itself. It must, in fact, lie in society, since a business 
enterprise is an organ of society. 

And there is only one definition of the function of a busi- 
ness: its function is to create a customer. 

Markets are not created by God, nature, or economic forces, 
but by business men. Whether the wants satisfied are actual or 
theoretical, felt or unfelt, makes no difference. Only when the 
action of business men makes a want-effective demand is there a 
customer, a market. The action may be advertising, salesman- 
ship, or the invention of something new. In every case it is 
business action that creates the customer. 

And it is the customer who determines what a business is. 
For it is the customer, and he alone, who through being willing 
to pay for a good or for a service converts economic resources 
into wealth, things into goods. What the business thinks it pro- 
duces is not of first importance—especially not to the future of 
the business and to its success. What the customer thinks he 
buys, what he considers “value” is decisive; it determines what a 
business is, what it produces, and whether it will prosper. 


IT FOLLOWS FROM THE NATURE OF THE ENTERPRISE 
THAT THE BASIC FUNCTION OF CREATING A CUSTOMER 
DIVIDES TWO WAYS, INTO MARKETING ANDINNOVATION. 


Marketing is the distinguishing, the unique function of the 
business. A business is set apart from all other human organi- 
zations by the fact that it markets a product or a service. Neither 
the church, nor the army, nor the school, nor the state engages 
in marketing. 

Realization of the central importance of marketing to business 
is a major contribution management can make to the effective- 
ness and success of the individual enterprise and to the pros- 
perity and strength of the economy. The “economic revolution” 
of the American economy since 1900 has largely been a “mar- 
keting revolution,” caused by management’s assumption of 
responsibility for creative, aggressive, pioneering marketing. 
But our economists and government ofhcials are only just be- 
ginning to understand this. And in Europe there is still almost 
no understanding that marketing is the specific business func- 
tion—a major reason for the stagnation of the European econo- 
mies of to-day. 

But marketing alone does not make a business enterprise. A 
business enterprise can exist only in an expanding economy, or 
at least in one that considers change both natural and desirable. 
And the business enterprise is the specific organ of society to 
bring about expansion and change. 

Thus the co-function of marketing is innovation. It is not 
enough for the business to provide economic goods and services. 
It must provide better and more economic goods and services. 

Innovation may take the form of lower prices—the form 
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with which the economist has been most concerned, for the sim- 
ple reason that it is the only form that can be handled by his 
quantitative tools. But it may also be a new product ...a new 
convenience or the creation of a new want... or new uses for 
old products. A salesman who sold refrigerators to the eskimos 
to prevent food from freezing would be an “innovator” quite as 
much as if he had developed brand new processes or invented a 
new product. To sell the eskimos a refrigerator to keep food 
from getting too cold is actually creating a new product. Tech- 
nologically there is, of course, only the same old product; but 
economically there is innovation. 

Innovation (a fact never to be forgotten) goes right through 
all phases of business. It might be innovation in design . . . in 
product in marketing techniques . . . or in price or in 
the service given the customer. It also might be innovation in 
management organization, in management methods .. . or a 
new insurance policy making it possible for a business man to 
do new things and to assume additional risks. And the most 
effective innovations in American industry in the last few years 
were not the much publicized new electronic or chemical pro 
ductions and processes, but innovations in materials handling. 

Innovation also extends through all forms of business. It is 
as important to a bank, an insurance company, or to a retail 
store as it is to a manufacturing or engineering business. 

To discharge these twin functions of marketing and innova- 
tion, the business enterprise must use resources effectively, and 
it must be profitable. Concretely, it must aim at the maximum 
productivity of resources, and it must operate at least at the 
minimum profit needed to escape loss. These two are not 
“functions” of the enterprise. They do not explain what a busi 
ness is, how it behaves, or how it ought to behave. They are 
necessary conditions that have to be met—prerequisites of, and 
limitations on, business activity. 

What, then, is “managing a business”? 

It follows from the analysis of business activity, as the crea- 
tion of a customer through marketing and innovation, that 
managing a business must always be entrepreneurial in char 
acter. It cannot be a bureaucratic, an administrative, or even a 
“policy making” job. 

It also follows that managing a business must be, as has 
been said, a creative rather than an adaptive task. The more a 
management creates economic conditions or changes them 
rather than adapt to them, the more it manages the business. 

But managing a business, while always ultimately tested by 
performance and by performance alone, is a rational activity. 
Concretely, this means that a business must set objectives that 
express what is desirable of attainment, rather than (as the 
“maximization of profit” theorem implies) aim at accommoda 
tion to the possible. This requires, first, a management decision 
as to what business the enterprise is engaged in, and what it 


should be engaged in. 


“WHAT IS OUR BUSINESS?” IS THE MOST IMPORTANT 
QUESTION A MANAGEMENT CAN ASK. IT IS THE FIRST 
RESPONSIBILITY OF TOP MANAGEMENT TO MAKE SURE 
THE QUESTION IS CAREFULLY STUDIED AND CORRECTLY 
ANSWERED. 


Nothing seems simpler or more obvious than what a company’s 
business is. A steel mill makes steel, a railroad runs trains to 





















































carry freight and passengers, an insurance company underwrites 
Hre risks—and that’s all there is to it. Indeed, the question looks 
so simple that it is seldom raised; the answer, so obvious, that 
t is seldom given. 


Actually. “what is our business?” is almost always a very 


it question. And the right answer will usually be anything 


For what is our business is not determined by the producer, 
the consumer. It is not defined by company name, stat- 
utes, or articles of incorporation, but by the want the consumer 
itisfies when he buys a product or a service. And the success or 


failure of a business are determined, above all, by its ability to 
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—something managements sometimes find it hard to accept. It 
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The man who mixes up a new cleaning fluid and peddles it 
trom door to door should perhaps not know more than that his 
mixture does a superior job taking stains out of rugs and uphol- 
stery tabrics. But when the product catches on, when he has to 


hire people to mix it and to sell it, when he has to decide 


whether to sell it directly or through department stores, super- 
markets, hardware stores, or through all three, when he needs 
additional products for a full “line,” then he has to ask and to 
answer the question, “What is my business?” If he fails to do 
so when he is up against the problems of success, he will, even 
with the best of products, soon be back wearing out his own shoe 
leather between one door and the next. He can count himself 
lucky indeed if someone else, someone with the willingness and 
ability to raise the question, buys him out before he goes under. 

‘What is our business?” is as important to a business that 
appears to have little control over what it produces physically 
(a copper mine, say, or a steel mill) as it is to a business that 
seems to have a great deal of control (a retail store or an insur- 
ance company). To be sure, a copper mine will always produce 
copper. If there is no demand for copper, it has to shut down. 
But whether there is a demand for copper depends substantially 
on management's action in creating markets, in finding new 
uses, and in spotting advance markets or technological develop- 
ments that might create opportunities for copper or threaten 


existing uses. 
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The praduct-determined or process-determined industries 
(steel-making, petroleum, chemistry, mining, or railroading) 
differ from the rest only in their being, inevitably, in many 
businesses rather than in one. This means that they have : 
much more difficult time deciding which of their businesses— 
that is, which of the wants customers satisfy with their services— 
are the most important or the most promising ones. It also 
means, however, that more depends on their ability to analyze 
correctly what businesses they are in or should be in. What fail- 
ure to do so means is shown clearly by the fate of the American 
anthracite coal industry, or by the steady decline of the railroads’ 


competitive position in the freight and passenger business. 


THE FIRST STEP TOWARD ANSWERING “‘WHAT IS OUR 
BUSINESS?’ IS TO RAISE THE QUESTION “WHO IS THE 
CUSTOMER 2”’ 


That means the actual customer and the potential customer. 
Where is he? How does he buy? How can he be reached? 

Simple enough questions. But even for the most uncompli- 
cated businesses they usually involve major decisions. Here, in 
most painful brief, is a simple example of the complexities: 

A company that came into existence during World War II 
decided to go after the war into the production of fuse boxes 
and switch boxes for residential use. Immediately it had to 
decide whether its customer should be the electrical contractor 
and builder or the homeowner making his own installations and 
repairs. It was not easy to decide whether to go after the con- 
tractor through the building of the company’s own distributive 
organization, or to reach the homeowner through the mail-order 
catalogs and retail stores of existing distributors. The contractor 
got the decision; he was the larger as well as the stabler, though 
the more difficult and much more competitive market. 

But where was he? Where would he be in the future? That 
required major analysis of population and market trends; to 
have gone by past experience would have meant disaster to the 
company. The customer was no longer to be in the big cities, 
for the post-war housing boom was to be primarily a suburban 
boom. That the company finally foresaw this and built a mar- 
keting organization centering in the suburbs was the first major 
reason for its success. 

And does he buy? In this case, the answer was fairly easy: 
the electrical contractor buys through specialty wholesalers. 
But the matter of how best to reach him was very hard. In fact, 
to-day, after almost ten years of operations, the company is still 
undecided as to how best to reach its customer, and still trying 
every conceivable means of reaching him. The results of man- 
agement’s experiments to find the best way, while still inconclu- 
sive, are sufficiently encouraging to warrant their continuance. 

The next step toward an answer to our major question is this: 
What does the customer buy? | 

The Cadillac people, rightly, say that they make an automo- 
bile; and their business is called the Cadillac Motor Division of 
General Motors. But does the man who spends four or five 
thousand dollars on a new Cadillac buy transportation or does 
he buy primarily prestige? Does the Cadillac, in other words, 
compete with the Chevrolet and the Ford; or does it compete, to 
take an extreme example, with diamonds and mink coats? 

It is the answer to this question of “what” that tells manage- 





ment in what market its company is. And to raise it is enough 
to prove inadequate the concepts of market and competition on 
which managements usually base their actions. 

The manufacturer of electric kitchen stoves usually considers 
himself in competition only with the other manufacturers of 
electric kitchen stoves. But the housewife, his customer, does 
not buy an electric stove; she buys the easiest way to cook food. 


To-day this may be an electric stove. But a gas stove, a coal 


stove, a wood stove, or any combination thereof, may be re- 
garded as acceptable by her for her purpose (in our country she 
rules out only the kettle over the open fire). And to-morrow 
she might well consider stoves using supersonic waves, infrared 
heat, or one that runs water over some yet to be discovered 
chemical as being the same thing, essentially, as an electric 
stove. 

Thus the electric-stove manufacturer has to consider his busi- 
ness as that of supplying an easy way to cook; his market as 
the cooking-implement market, his competition as all suppliers 
of acceptable ways of cooking food. He has to set marketing 
objectives and judge market performance in percentage of the 
entire cook-stove market. His innovation goals have to take into 
account technological needs and developments in the entire field 
rather than just in the electric-stove field. 

The final step toward answering “What is our business?” is 
to ask the most difficult question: What to the customer’s mind 
is “value”? What does he look for when he buys a product? 

Traditional economic theory has answered this question with 
the one word: price. But this is a totally misleading answer. 
To be sure, there are very few products in which price is not one 
of the major considerations. But, in the first place, “price” is 
not a simple answer. 

In the American automobile industry, where most new cars 
are sold in trade against a used car, the “price” is actually a con- 
stantly shifting configuration of differential between manufac- 
turers price for a new car, differential between second-hand and 
third-hand used car, and so on down to the old crate about 
ready for junking. And the whole complicated, on the one hand, 
by constantly changing differentials between the amount a 
dealer will allow on a used car and the price he will ask for it; 
and, on the other hand, by the difference in running costs 
among various makes and sizes of cars. Only advanced mathe- 
matics can actually calculate the real automobile “price.” 

And, of course, price is only a small part of “value.” There is 
the whole range of quality-considerations: durability, freedom 
from breakdown, purity, the maker’s standing, and the like. 
High price may be actually “value”—as in expensive perfumes 
and furs or exclusive gowns. 
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Finally, what about such customer concepts of “value” as the 
service received? 

There is very little doubt, for instance, that the American 
housewife to-day buys appliances largely on the basis of the 
service experience she or her friends and neighbors have had 
with other appliances sold under the same brand name. The 
speed with which she obtains service if something goes wrong, 
the quality of the service and its cost have become major deter- 
minants in the buyer's decision. In short, service—fully as much 
as price and perhaps more so—may rapidly become the “value” 
the American customer looks for when she buys household 
appliances. 

Indeed, what the customer considers “value” is so complicated 
that it can only be answered by the customer himself. Manage- 
ment should not even try to guess at it; it should always go 


to the customer in a systematic quest tor the answer. 


SO MUCH FOR THE PRESENT OF “‘OUR BUSINESS.” NOW 
MANAGEMENT, IN ORDER TO FIND OUT WHAT BUSINESS 
ITS ENTERPRISE IS IN, MUST ASK: “WHAT IS OUR BUSI- 
NESS GOING TO BE?” 


This involves finding out four things. 

The first one is market potential and market trend. How 
large can we expect the market for our business to be in five 
or ten years, assuming no basic changes in market structure or 
technology? And what are the factors that will determine this 
development? 

But, of course, we cannot assume that there will be no basic 
changes. And so the second thing to find out is any and all 
change in market structure that can be expected: as the result 
of economic developments or of moves by competition (defined 
according to the consumer’s concept and including “indirect” 
as well as “direct”) and as the result of changes in fashion 
or taste, for example. 

Next is the matter of anticipating the innovations that will 
change the customer’s wants. Innovations have a way of creating 
new wants, extinguishing old ones; they create new ways of 
satisfying customer wants, they change his concept of “value,” 
or make possible giving him greater “value” satisfaction. And 
innovation has to be studied not only in respect to engineering 
or chemistry but in respect to all activities of the business. There 
is a “technology” in the mail-order business, in banking, in 
insurance, in office management, in warehousing, and so on, 


as well as in metallurgy, or in tuels. And innovation is not 
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only a servant of the marketing goals of the business; in itself 
it is a dynamic force to which the business contributes and 
which in turn affects it. Not that “pure research” is a function 
of the business enterprise. But the “advancement of the arts”— 
meaning the constant improvement of our ability to do by 
applying to it our increased knowledge—is one of the major 
responsibilities of the business enterprise. 

The three things I have just mentioned are vital. But since 
they are well known, and since the techniques for asking the 
indicated questions have been well developed by market- 


researchers. no further discussion of them is needed here. 


But a fourth matter is not always raised, though it is as im- 
portant as the other three. In question form it is this: What 
wants does the consumer have that are not being adequately sat- 
isfied by the products offered him to-day? It is the ability to 
ask this question and to answer it correctly that usually makes 
the difference between a “growth company” and one that de- 
pends for its development on the rising tide of its economy or 
industry. And whoever contents himself to rise with the tide 
will also fall with it. 

The answer to these two sets of questions about present and 
foreseeable customer and market determine what business a 
business is in. And they decide what managing the business 
means concretely; that is, what economic performance and re- 
sults the business should aim at, and what is needed to work 
effectively toward reaching these aims. They enable manage 


ment, in other words, tO set objectives. 


THERE ARE FOUR AREAS IN WHICH OBJECTIVES OF BUSI- 
NESS PERFORMANCE AND BUSINESS RESULTS HAVE TO BE 
SET, AND IN WHICH PLANNED ACTION FOR ATTAINMENT 
HAS TO BE TAKEN 


And in all four this is possible only if management knows the 
answer to the question, “What is our business?” 
Now for a quick look at the four areas of objectives. 
MARKET STANDING. The expected development of the 
market and the company’s share in it: the volume of business 
aimed for the desired competitive position, measured in 
terms of “direct” and “indirect” the new markets to be 
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opened up for existing products ... the markets to be created 


lor new products ... the “value,” including price, quality, Serv - 
ice, necessary to reach these goals ... the unsatished wants of 
the customer to be satisfied. 

INNOVATION. This must focus on the market but also on 
technological advance coming from laboratories, universities, 
and inventors. It must include the innovation needed to achieve 
market leadership, and that needed to achieve technological 
leadership in the industry. It includes the improvements in prod- 
ucts or the new products needed to reach desired marketing 
goals . .. improvement in products or the new products made 
possible by improved technology or made necessary by changes 
in habits and fashions the innovations in processes, in 
methods, in marketing organization, in accounting controls, in 
personnel management, or wherever needed to reach marketing 
goals or made possible by advances in the art. 

PRODUCTIVITY. What improvement in productivity is 
needed to produce at the price and the quality required to 
reach marketing goals, or to give the customer the necessary 





service 
balance of productive resources, the utilization of that most per- 
ishable resource, time, and the product mix. It also must include 
objectives for the needed organization of management. Indeed, 


what improvement is possible? This must include the 


to plan for the organization structure needed to reach goals of 
business performance and of business results is one of the most 
important steps in setting and reaching objectives—that is, in 
managing a business. And every business needs .specific pro- 
vision for systematic review of its organization structure and 
tor planned change according to changes in objectives. 

PROFITABILITY. This fourth and final objective spells out 
the minimum profitability needed to cover the risks of the 
business, and especially the risks involved in the marketing, in- 
novating, and productivity objectives that are set. This also 
requires a definite capital-investment policy setting forth a 
rational minimum rate of return on new investments. 

Individual businesses may need additional business objectives. 
A lite-insurance company, for instance, will certainly need an 
investment objective. An oil company may well need an objec- 
tive for the exploration and finding of new oil wells. But all 
business enterprises need these four objectives: market standing, 
innovation, productivity, and profitability. 


THE ANALYSIS OF “OUR BUSINESS’’ IS NOT YET COMPLETE. 
MANAGEMENT STILL HAS TO ASK: *‘ARE WE IN THE RIGHT 
BUSINESS OR SHOULD WE CHANGE OUR BUSINESS?"’ 


The importance of this question needs no comment. But it 
should be emphasized that the question cannot be asked intelli- 
gently or answered correctly until management knows what 
business it is in at present. 

The decision, “we are not in the right business, we need to 
add new businesses, give up existing ones, or change course 
altogether,” always arises because desired objectives in respect to 
business performance and results turn out to be impossible of 
attainment. This is because the same objectives can be attained 
more easily and with less risk by some new line of business, or 
because objectives are in conflict with each other. 

Many companies, of course, get into a new business by acci- 
dent; they stumble into it rather than steer into it. But the 
decision to shift major energies and resources to the new prod- 
uct and away from the old—the decision, in other words, to 
make a business out of the accident—is always a decision on 
objectives and should always be based on the analysis: “What 
is our business and what should it be?” 

Here is one example of a successful decision to change the 
company’s business arising out of market-standing objectives: 
A successful Midwestern insurance company, analyzing the 
needs of its customers, came up with the conclusion that tradi- 
tional life insurance leaves unsatisfied a major want of the 
customer. It decided that what the customer needs is not just 
the guarantee of a certain number of dollars, but also a guar- 
antee of the purchasing power of these dollars. Life insurance 
and annuities, in other words, need to be supplemented by 
equity investment. To fulfill this want, the life-insurance com- 
pany bought a small but well-managed investment trust, and 
now offers its certificates to the holders of its insurance policies 
and pension contracts, as well as to new customers. The com- 
pany has not only gone into the business of managing equity- 
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investments, which would have been a formal rather than a 
real change, since a life-insurance company is an investment 
trust anyhow; but it has gone into the business of merchandis- 
ing investment-trust certificates, which is a real change in its 
business. 

Changes in the nature of the business that arise out of inno- 
vation are too well known to require much in the way of illustra- 
tion. Whether it is General Electric, Westinghouse, or the 
chemical companies, all major enterprises in the engineering 
and chemical fields have largely grown by projecting innova- 
tions into new businesses. The same is true, however, of the 
insurance companies. The growth of the successful ones is 
largely traceable to their ability to develop new businesses on 
the basis of the innovations in insurance coverage. Take, for 
example, the recent almost explosive growth of health, hospitali- 
zation, and medical-expense insurance. 

But innovation objectives will assume new importance, for 
the decision what business a business ought to be in, with the 
advance of automation. For automation is a basic concept of 
production: production as integrated process. Process and prod- 
uct control and determine each other. This means not only that 
the product will have to be completely redesigned in many 
cases; it also means that products fitting in well together under 
a non-automatic system of production, such as mass production, 
may not fit together under automation. And products that now 
lie outside the productive facilities of a plant may become 
easily producible on the same equipment that turns out the 
company’s main products. Add to this the need of keeping 
an automatic plant running at maximum capacity, and it be- 
comes clear that automation will confront managements with a 
serious question of which products to drop and which to add. 
That is the equivalent of asking: which businesses shall we stay 
in, which shall we go out of, and which shall we go into in order 
to attain the innovation objectives automation will require? 

The importance of innovation for the nurture of a business 
is well known—though most people too narrowly define innova- 
tion as “research” and “engineering.” But it is often overlooked 
that productivity objectives as often demand a change in the 
nature of the business. Two examples will show, however, both 
how often these changes happen and how important they can be. 

There is the case of the small wholesaler of Christmas toys 
who took unto himself an entirely different business, the whole- 
saling of beachwear. This was done to employ all year round his 
major economic resource, his trained sales force. Here utiliza- 
tion of time demanded adding a new business. But it was also 
to improve the productive utilization of his resources that an- 
other small manufacturer decided to give up making metal 
kitchenware entirely, and instead confine himself to being a 
consultant on welding problems and welding techniques. His 
manufacturing, while profitable, was no more profitable than 
that of hundreds of other small companies, nor more efficient. 
But as a welding consultant, he was in a class by himself. And 
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as long as he kept on manufacturing, he actually used a good 


part of his really productive resource, his welding expertise, in 
his own business and at a much lower rate of productivity. 

Only the profitability objective should not normally lead to 
changes in the nature of the business. Of course, a business can 
become so unprofitable as to be abandoned. But almost always 
market-standing objectives, innovation obiectives. or productiv- 
ity objectives would have counselled its abandonment much 
earlier. Also, profitability objectives limit the businesses an 
enterprise might go into. In fact, it is one of the main uses of a 
profitability objective to warn against such businesses, and to 
prevent management from pouring money and energy into 
bolstering the weak, ailing and declining, rather than into 
strengthening the strong and growing among its ventures. At 
the very least, profitability objectives should succeed in blocking 
that most dangerous and most deceiving of all alibis for follow 
ing the line of least resistance: the practically always fallacious 
argument that an otherwise unprofitable venture pays for itself 
by “absorbing overhead.” 

But if the decision to 20 into a business 1S sound on the basis 
of marketing-standing, innovation, and productivity—if it is 
sound according to what makes a business—it is simply the 
responsibility of management to make it produce the needed 
minimum profit. 

That, bluntly, is what managements are paid for. And if 
management cannot, over a reasonable period of time, produce 
the minimum profit needed, it is in duty bound to abdicate so 
as to let another management try to do the job properly. 

This will be considered heresy, if not nonsense, by econo- 
mists as well as by many business men. Profit is what one can 
make, not what one sets out to make. Obviously a company does 
not have control of its profits. In fact, it does not have control 
over much of anything. It is dependent upon the market. It 1s 
dependent upon labor unions. It is dependent upon a host of 
other things over which it has very little control—to mention 
only wars, revolutions, or earthquakes. 

And vet, the whole idea of running a business by setting 


objectives of business performance and of business results began, 
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30 years ago, with the idea that profttability ought to be pre- 


determined by management and its attainment planned for 


systematically. And the companies that had this novel idea— 
notably American Telephone & Telegraph, Du Pont, and Gen- 
eral Motors—have actually proven its soundness by operating 
successfully through booms, depressions, and wars, under a sys- 
tem of predetermined minimum profitability objectives. 

This, however, is simply saying that the setting of objectives 
distinguishes managing 4 business from just making it depend 
on economic forces, luck, or hunch. It distinguishes business as 
a creative activity, aimed at making the desirable into reality, 
from business as passive co-operation with the inevitable or as 
pure adaption to the possible. 

This is the second part of a series of articles on “The Practise of! 
Management” by Peter F. Drucker. Part Ill will appear in the 
April issue of Dun’s Review anp Mopern Inpustry. 





ELECTRONICS: 


Pace-setter for 


design, production 


Space and weight savings and automatic production of 


complex equipment are twin goals of the electronic 


industry. Methods being developed will find a place in 


many plants: open up brand-new industrial markets. 


ANNESTA R. GARDNER 


Industrial Editor 


I; THE electronic industry keeps 
up its present pace, tadios no bigger than a 
cigarette should be Zooming oft production lines 
almost any day now. 

Perhaps the industry won't quite reach that 
point. But it is making tremendous progress in 
miniaturization and automatic production— 
shrinking products trom suitcase to shoe-box, 
and even match-box, size; and developing equip- 
ment to make these products almost ona no 
hands” basis. 

This progress makes an extremely interesting 
story—and an important one for all manufac- 
turers. Why 

First, because it is bringing new and better 
military, consumer, and industrial products— 
aircraft instruments, auto radios, television sets, 
hearing aids, telephone and telegraph and indus- 
trial process control equipment. 

Already, for example, manufacturing plants 
are using electronic equipment for communica- 
tions, testing, analysis, sorting, weighing, count- 
ing, and computing. It provides a source of 
power for such up-and-coming techniques as 
ultrasonic mixing and measuring, induction and 
dielectric heating, and electrolytic refining. 

In the years ahead, electronic equipment will 
find an even greater range of industrial applica- 
tions in automatic operation and control of a 
wide variety of machinery and processing equip- 
ment. 

Second, the electronic industry itself is a big 
one (Jesse L. Hobson, director of Stanford Re- 
search Institute, estimates that it has already 
passed the $8 billion mark—and it’s growing 
fast), and it represents a vast new market for all 
sorts of industrial products and materials. 

This industry would probably continue to ex- 
pand even without such remarkable new devices 
as the transistor (photograph above) and printed 
circuits, and without such new automatic pro- 
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duction lines as “Project Tinkertoy” (see page 
51), and others being developed by Stantord Re- 
search Institute (for the Air Force) and General 
Electric (for the Signal Corps). But this work is 
certainly accelerating the electronic industry’s 
rate of growth. And much of it is directly useful 
to manufacturers in other fields. 

For instance, General Electric is developing 
automatic methods for placing standard compo- 
nents on printed-wire boards in any desired pat- 
tern. This promises to open new possibilities in 
automatic positioning of parts for punch press 
work and similar operations—even for relatively 
short-run, job-lot quantities. 

Many of the new electronic components them- 
selves have broad industrial possibilities. For ex- 
ample, the triode transistor is but one of a series 
of miniaturized units which started with ger- 
manium diodes, and now includes tetrodes and 
pentodes as well. In each case, a tiny piece of 
material (a semiconductor) takes the place of 
all the separate elements of an electron tube, 
and permits construction of far smaller and sim- 
pler assemblies requiring less power for their 
operation. 

Then, there are such devices as photosensitive 
transistors and thermistors. 

Photosensitive transistors react to light much 
as “ordinary” transistors react to electric current, 
and should prove useful in such equipment as 
automatic punched-card accounting machines, 
automatic dimmers for automobiles, and _ bril- 
liance controls for television tubes. 

Thermistors are tiny heat-sensing elements. 
They are already being used in heat-control de- 
vices for electric ranges, and potential applica- 
tions range from industrial furnaces to fire-pro- 
tection devices, vacuum gages, and gas analysis 
instruments, 


Continued on page 52 
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Small, smaller, smallest. That's one goal the electronic industry is aiming 
for with transistors (far right), subminiature tubes, printed circuits, many 
other new devices. They’re bringing new ideas, better equipment for industry. 


Magnetic element, developed by Naval Ordnance 
Laboratory and Minnesota Electronics Corpora- 
tion for computer use, may replace two complex 
tubes at left, save space, simplify production. 


Printed circuits, made by depositing conductive 
lines on an insulating base, are far simpler, 
smaller, than wired circuits. Device shown 
here is an experimental television transformer. 
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New designs bring new problems ees 


Shrinking equipment to a fraction of its former 
size, and developing automatic production meth- 
ods, involves a lot more than just substituting tran- 
sistors for tubes and hooking machines together by 
conveyors. Many components must be redesigned, 
and brand new production techniques devised. The 


Related components must match transistor size 


New variable inductor, designed by Sylvania, is 
small, simple, easy to adjust (by turning cylin- 
der). At left, transistor and inductor are com- 
pared. At right are the inductor’s separate units. 
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to achieve design SavINgs like these... 


Bantam TV set, built by RCA labs, shows what 
may be done with miniaturized components to 
produce more compact units in the future. 
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and excitin g solutions 


pictures here show a few of the many new devices 
coming from electronic plants—and two ways in 
which they may be put to work. Makers of instru- 
ments, processing equipment, machinery may find 
some of these immediately useful; and almost any 


firm can find design, production, marketing ideas. 
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Tantalum capacitor, made by General Electric, Slice-away batteries are offered by RCA to fa- 
is one of the smallest produced (note match head cilitate design of transistorized equipment. Each 
for comparison), may be used with transistors in unit has 18 dry cells, can be cut as needed to meet 
hearing aids and industrial control equipment. power requirements ranging from 1.4 to 21 volts 


Size reduction made possible by plated circuits is demon- 
strated by these Motorola radios. They have identical speak- 
ers and controls, but unit at left uses plated components. 
















Many methods are tried... and succeed 


Pictured here are some of the automatic manufac- duction lines. They show how new product designs 








turing technique: now being tested on pilot pro- permit use of new, time-saving production methods. 


Photoengraving ... and silk screen printing. ,. are pressed into service 
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New techniques appear in the factory as miniaturization takes hold. Here, Electroplating is method used by Motorola in mechanized production of 
technician examines negative used in photoengraving process that can make printed circuits. Silk screen process, shown here, covers areas to be left 
it possible to turn out printed circuits a hundred or more at a time. clear; then conductive material is deposited by copper electroplating bath. 






New assembly methods are devised 











Dovetailed circuit sections are de- 
signed by engineers at Sylvania Electric 
Products to fit together in any desired 
combination. Designed for TV equip- 
ment, they can be made by silk screening 
or etching, are adaptable to dip-solder- 
ing, can be turned out automatically, 
and with a high degree of uniformity. 
















Even manual assembly brings new problems—and interesting solutions. Magnifying glasses—and microscopes—move onto the production line to 
[his unusual ball-and-socket clamp was developed by RCA engineers to simplify handling, assembly, and inspection of midget components that do 
simplify production of miniaturized component for a military product. a giant-sized job. Here, RCA technician checks walkie-talkie subassembly. 
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PROJECT TINKERTOY: Pilot line for automatic production 


Printed circuits... can be stamped out like this... 


To show what can be done with printed circuits and other miniatur- 
ized components, the Navy set up “Project Tinkertoy,” in co-operation 
with the National Bureau of Standards. Pictured here are sections of 
the Bureau’s pilot plant, and the modular units it produces. At left are 
typical ceramic water circuits; at right, one step in their production— 
automatic pressing of wafers. Below are other steps; examples of 
finished products. Aiding the over-all programs for modular design 
of electronics (MDE) and mechanical production of electronics 
(MPE) are many manufacturing, design, and engineering firms. 








Pattern printer is fully mechanized, with con- Automatic inspection device uses punched- Completed assembly combines six wafers, tape 
veyors, hopper feed. In drying oven (rear), wa- _—card-operated computer (left) to control elec- resistors, capacitors, tube socket and tube, can 
fers are automatically inverted for next step. trical test equipment. Note vibratory feeder. be made to perform variety of electrical functions. 


... £0 achieve savings like these 








Simplicity keynotes submarine detector Modular design technique shrinks military electronic device from box to panel size. Tec aay Fs is proving 

. . ° . . ° ~ “a : - ; p } — 
designed to use modular wafer assemblies its ability to make many units smaller, simpler, more adaptable to automatic production. Additional in 
Cleft). Conventional model is at:right. formation may be obtained from NBS technical reports, now published by Government Printing Office. 
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A Look Ahead 
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Far from resting on their laurels. electronics 


experts are hard at work on new improvements: 





New types of transistors appear almost daily. 
More than 25 companies are now licensed to 
make them. Pictured here—with a hairpin for 
size comparison—are three by Westinghouse. 
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Flexible printed circuit is new Sylvania Electric 
Products development. As photograph shows, 
this type of component readily slips in between 
other elements, makes assembly an easier job. 





Plastic-encased assemblies that slide in and out 
like drawers, make connections by spring pres- 
sure, represent one of many NBS approaches in 
the search for better miniaturization techniques. 
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Continued from page 48 


Furthermore, the electronic industry’s needs 
are helping to spur research on a host of new 
materials—including not only the semiconduc- 
tors used for transistors, and the ceramics and 
plastic laminates that form the bases for printed 
circuits, but also encapsulating resins, adhesives, 
and new metal alloys. 

With these come new methods for heat trans- 
fer and heat dissipation, hermetic sealing, vibra- 
tion damping, and sound insulation; and ex- 
panding the application of such techniques as 
photoengraving (see page 50). 

Particularly interesting is the close relation- 
ship between materials, product design, and pro- 
duction method. 

It becomes possible to devise relatively simple, 
low-cost, automatic, production machinery be- 
cause new materials permit radically different 
component design. Because—in many cases— 
tiny, simple transistors can replace larger, more 
complex electron tubes; and complete electrical 
circuits can be reproduced by printing conduc- 
tive lines on thin ceramic waters or plastic lami- 
nates, instead of by tedious hand wiring. 

On the other hand, it is important to note that 
tew of these new developments can be used to 
best advantage unless plant and product are de- 
signed specifically for them. 

For instance, even if a transistor could be 
slipped right into the groove formerly occupied 
by a radio tube, many of its advantages would 
be lost—savings in space, batteries, and the like. 
Related components must also be miniaturized 
(see page 49), and the entire assembly rede- 
signed accordingly. 

It is important to remember, too, that many 
of these new developments are still in the pilot 
stage. Like anything new, they should be viewed 
with caution—and with an eye cocked for the 
dollar sign. None of them—neither transistors 
nor printed circuits nor to-day’s automatic pro- 
duction lines—can or should be considered as 
a final answer to design, manufacturing, or ap- 
plication problems. 

As Perry L. Nies of Ultrasonic Corporation 
pointed out to a recent AIEE Special Conference 
on Machine Tools, much present-day electronic 
equipment was originally designed to meet rigid 
military specifications. It tends to be overde- 
signed for civilian use; to be too good (and too 
costly) for the job. The same may well turn out 
to be true of such pilot production lines as that 
of Project Tinkertoy. 

Furthermore, while the very nature of the 
early applications—in military equipment— 
placed heavy emphasis on reliability, it is too 
much to expect that these brand new units will 
immediately match the reliability of radio tubes. 
It has taken the latter 30 years to reach their 
present pinnacle. There hasn't been time even to 
test the shelf life of many of the new transistors. 
(This is one reason why Project Tinkertoy’s 
printed circuits are being assembled to electron 
tubes rather than transistors right now.) 





But, despite these problems, the electronic in- 
dustry will continue to grow—and grow rapidly. 
And, as it grows, it will become an increasingly 
important industrial market, as well as a sup- 
plier. A preview of what’s ahead can be seen in 
the number of companies now offering new 
products to meet the electronic industry’s needs. 


Specific Efforts 


Here, for instance, is what a few companies 
are doing to aid manufacture of printed circuits: 

Synthane Corporation, long a manufacturer of 
plastics laminates for industrial use, is now pro- 
ducing special foil-clad materials. Formica is 
readying several new laminate types for use as 
printed-circuit bases. London Chemical Com- 
pany has a special rosin-flux for dip-tinning 
printed circuits. Sprague Electric Company is 
making printed resistor-capacitor networks and 
complete amplifier circuits on ceramic bases, and 
is developing new types of components to sim- 
plify assembly of printed chassis. 

For transistor assembly, Bausch & Lomb has 
designed a new type of microscope (see January 
1954, page 59). And Dow Chemical Company’s 
expanded plastic, “Styrofoam,” turns out to be 
an almost-ideal rack material for transistor- 
handling (see November 1953, page 58). 

Selling the new electronics market will be an 
interesting, but not always an easy job. Even 
finding it may not be an entirely simple matter. 

Some of the companies in the field are big, 
well-known ones like General Electric, Minne- 
apolis-Honeywell, Motorola, Philco, Raytheon, 
RCA, Sylvania Electric Products, Western Elec- 
tric, and Westinghouse. 

Others are well-established, but not as well- 
known, firms that have long specialized in mili- 
tary and other highly complex electronic. equip- 
ment. Arma Corporation is one of these. 

Still others are better known right now for 
products in other fields than for their electronics 
work. But they'll be important factors in the 
years ahead. Among these are Burroughs Cor- 
poration, Remington Rand, and Underwood 
Corporation (all of which started in the office 
equipment field and now have their own elec- 
tronics divisions), American Car & Foundry 
Company (which just established an electronics 
subsidiary), General Mills (best known for 
foods, but the proud possessor of an excellent 
Mechanical Division), Elgin Watch, and Willys 
Motors (which recently acquired the Kaiser 
Electronics Division in the merger of automo- 
bile manufacturing firms). 

Last, but by no means least, there are the 
many small companies—often government con- 
tractors or subcontractors—now almost un- 
known, but likely to grow with the industry. 

All of these offer sales opportunities that 
will test the ingenuity of the industrial supplier 
—and pay off handsomely for those who have 
what it takes. 

The “electronics revolution” is under way— 
and its opportunities are almost unlimited for 
those who are ready for it. 
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ROBERT W. JOHNSON 


Chairman of the Board, Johnson & Johnson Co. 
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owner had paid for them, plus an extra supply The tault, then, is not a limited one, nor is it icies, coupl | 

which he would have missed with inferior weap- evil in purpose. It is encouraged by the fine leadership, 

ons. [he tormer was return of capital. The latter objective of Improv Ing the w ell-being ot many balance of 


rewarded him for giving up meat in hand in or- people. But noble purpose does not make a fault objective can 
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a God-believing society, with freedom, private 
enterprise, and attention to thrift and responsi- 
bility. 

Man’s addiction to the non-payment of his 
debts is as old as time. It was the “wastrels, and 
their debts, Shylock and paid the 
usurer’s interest as a penalty. We have been Ted 
through the crises of three 


| 
who created 


down the  TOSE path” 
wars in one generation and the clever commer- 
cial devices of the multifarious, if not nefarious, 
schemes of deferred payment plans. We have al- 


lowed 


socially deserving projects, or those who 
sponsor them, to mesmerize us into a belief that 
we do not have to pay. Much of the money 
spent by our Federal, state, and local Govern- 
ments during the last 20 years for social and eco- 
nomic improvements has been regarded as a gift. 
Good men and true have6id us worthy so- 
cial project s that we could have established as 
self-liquidating. Unfortufhately, too often we 
have made no provision to pay back into he 
public cash box that fresh green material known 
ye ablé.to take the next for- 
ward step towards a_ bettedife. Hence, our 
lamentable debt structure. Now our credit is en- 


dangered, 


as money, so as to | 
and the time has come to mend our 
wavs. This we can do and with more progress 
th: im ever betore. 


People 


getting something for 


haven't always been nonchalant about 
nothing. Two thousand 
“T fear the 


gifts.” At that early 


years ago Vergil wrote in his Aeneid, 


| | 
Greeks, even when bearing 


| 


date it was recognized that the acceptance of a 


gift placed the recipient under Os 





incient times it was the “bread 


nique. Since recorded time » marches and dic 


tatorships have used “gifts” 


people in subservience. 


Burning the candle at both ends gies “‘a lovely light,”’ 
they say. It 1s also a prime example of wasted energy. 
In an age when population and production increases 
make it necessary to utilize everything for the well-being 
of the world, waste 1s detrimental to the common good. 


0 Reward aad Weecp 


Our forebears broke their ties with the Old 
World to escape State Paternalism, and “taxa- 
tiom. without representation.” They didn’t want 
hand-outs, gifts, or favors, especially from elected 
officials—they wanted to pay their own way and 
be under no obligation. 

With this philosophy, and eternal vigilance, 
Americans kept their total debt (Government, 
staté, and municipal) so small for nearly a cen- 
tury-and-a-half that any chart of our indebted- 
ness to date looks as.though practically nothing 
was spent pgiorté 1915. Theséaveren’t even foot- 
hills leading up to to-day’s super Mount Everests. 

Now these Himalayan peaks of debt stand, 
perhaps unconquerable ‘by this generation. They 
would not be so formidable if we had kept the 
principles of OUf Founding. Fathers and made 
most of our débts self-liquidating. 

We can d® the mext best thing—start to-day. 
Forward-looking ¢itfzéns are giving increasing 
thought to ways in which local, state, or Govern- 
ment projects €am be made to‘pay their way, in- 
stead of trying to SetawiGre appropriations out of 
debt-laden governing bodies. There are many Sso- 
cial and economi¢-improvements which can pay 





tor themselves. 

The self- i gaidatins project is that expenditure 
which feeds baek into, the public or private cash 
box more tham the original expenditure. This 
must occur withim @ reasonable time, the num- 
ber ofeyears dépending on the nature and magni- 
tude of the project. The amount should provide 
for a moderate degree of human error, acts of 
God, obsolescence, and unforeseen failure. In 
other words, we must openly anticipate occa- 
sional failure so that the successful projects can 
carry the load of those which “fail. 

A good example is the municipal water sys- 
tem. There is no need for a water system to op- 
erate at a loss or to become obsolete. Our society 
to-day can pay for its water, pay enough for 
good management of the water plant, plus an 
amount to buy new ya equipment, dams, 
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pipes, and chemical treatments, and create, addi- 
tionally, profit to pay back the original expendi- 
ture—thus providing new capital for the next 
needed public improvement. And, in doing this 
on a sane, pay-as-you-go basis, none of our peo- 
ple need go thirsty or unwashed! 

The correction of our polluted rivers and the 
treatment of sewage, open a stimulating field of 
inclusive good for society. Many beautiful rivers, 
now neglected, are a disgrace to our civilization. 
Social and economic gain will accrue to all 
through the program of bringing back the pur- 
ity of these great assets. And it can be done at a 
profit—through self-liquidating trunk sewer au- 
thorities. Some may need to be regional, others 
local, but each established to provide for the pay- 
ing back of the total original cost and more; 
enough to go forward with other social and eco- 
nomic projects without adding to long-term 
indebtedness with no automatic provision for 
repayment. 


Many highways, as exemplified by the modern 
toll road, can be wholly self-liquidating and 
not only profitable to the state or the 


A wholly 


sound toll road has toll rates so arranged that 


profitable; 
county but also profitable to the user. 


the trucker saves more in time, expense, and 
gasoline, than the cost of the toll, and so it is 
profitable to the truck operator. To the sales- 
man and business man, whose time is money, 
it is usually more profitable to pay the toll than 
to face the delay of trafhc congestion. To the 
vacationist the gain is in pleasure, less duress, 
and more time at the vacation place. To the 
traveller it may mean one less night on the 
road, avoiding the cost of a motel and extra 
meals. 

Hence, if a toll read is profitable to the user 
and self-liquidating in fact, it is profitable to all 
—and we have constructed a project contrib- 
uting to true social gain. A power installation, 
the Post Office Department, and countless other 
public services may well be placed in the same 
category. 

What is the best way to set up an independent 
authority to manage a self-liquidating project? 
First, the independent authority should be estab- 
lished with a single,,clearly defined purpose. 

Second, such authority should be under the 
direction of a small board of commissioners, 
serving without pay, as exemplified by the New 
Jersey Turnpike. These may be selected by the 


Governor, with or without the consent of the 


legislature: "The record clearly indicates that bet- 
“ter executive competence in many public posts 


can be acquired more easily without salary than 


with: salary. hese authorities may be state, 


‘eounty, 8; local, establish ments. 


| project should have separate 
nc jing the enterprise from the 
“fiscal pygiure of the Govern- 
. : ity. These fiscal 
Ising degree 
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project almost impossible. Modern county, state, 
and Federal Government is so complex as to 
make exceedingly difficult a fair judgment or 
accurate accounting of any given segment of its 
operations. Hence, the need for the separate and 
isolated profit-and-loss statement. 

These _ self-liquidating 
financed through the sale of securities on the 
open market, for here we have an automatic 


projects should be 


measuring instrument that immediately spells 
out the merit of the scheme. If the bonds cannot 
be effectively sold to the private investor, we 
may be certain that the project is weak and 
unsound. Here again, the separate and distinct 
project behind each of the public offerings means 
that our best bankers and investment houses will 
investigate every facet of the proposal, as their 
reputation, in terms of integrity as a bond house, 
is at stake. 


A Fiscal Jungle 


An example of the opposite—and unfortunate 
—result, is the New York Port Authority. Here 
is a well-intentioned bi-state entity created to 
solve the mutual problems of New Jersey and 
New York as applied to New York Harbor. But 
the Authority now operates bus terminals, truck 
terminals, and goods depots—airports, bridges, 
tunnels, and at one time contemplated the oper- 
ation of huge ship docks. This Authority has 
become a fiscal jungle in its own operations and 
is ample proof of the weakness inherent in too 
broad an area of responsibility. 

The same condition and resulting incompe- 
tence occurs in private business when one manu- 


Man often dreams of returning to the days of his 
greatest happiness, when two and two always made 
four. They still do, of course, but the astronomical 
amounts involved in to-day’s financial matters tend 
to obscure this basic truth and man forgets easily. 





facturer attempts to make too many products in 
one factory. Another example is the organiza- 
tion, institution, or business which attempts to 
manage too many complex affairs under one ad- 
ministrative tent. That old man was right when 
years ago he said that “the shoemaker should 
stick to his last.” 

There is a lesson in all this for private invest- 
ment, and while it has been discovered that 
many modern executives are abysmally lacking 
in an understanding of community economics, 
it is more shocking to learn that the specialized 
executive of to-day is frequently lacking in an 
understanding of business economics. As Bishop 
Fulton J. Sheen stated, “we know the price of 
everything, but the cost of nothing.” Here we 
see a pattern of society that may have affected 
our community life, as well as our industrial and 


business life. We very properly have developed 


a strong management team of specialists, but 
where are we developing the all-around business 
man? 

Men and women can and do gain more aca- 
demic degrees each year, but somewhere along 
the road lose an understanding of simple arith- 
metic. Strange that this should be so, as an empty 
pocketbook on the campus is no rarity. These 
simple homilies seem to go unnoticed in the 
higher spheres of literary and academic knowl- 
edge. Perhaps in many ways the man of the soil 
had a better grasp of plus and minus than we do 
—he simply had to balance his books, or starve. 
By insisting that each project pay its way we 
can measure progress, and ultimately free our- 
selves of the towering interest burden. It’s a 


The New Jersey Turnpike, shown below, is a toll road, -uilt and operated as 
service which is self-liquidating. By entering into more such projects, the 


tough prospect, but we must face i, ° 
native is collapse. 

Another way to understand thé simple truths 
of economic arithmetic is to recognize that when 
outgoing expenditures are greater than income 


the inevitable result is bankruptcy. A more 


homely demonstration is to picture a_ barrel, 
standing on a low foundation so that it is pos 


the bottom. The bat 


sible to see right down to 
rel is tull of water, and at the same instant one 
opens both the valve on a l-inch pipe entering 
the top of the barrel and a 2-inch pipe leaving 
the bottom ot the barrel. It does not take very 
long tor the barrel to empty; the bottom can 
easily be seen—and that is basic Lesson Number 
One in an economic understanding of private or 
public business. 


Lesson Number Two 


Perhaps there is still another lesson deserving 
attention now—the individual who eoes into 
debt for a piece of equipment that is not earning 
its way and providing its own cash surplus. 
Certainly there will always be a demand tor 


] 


luxuries: but luxuries should only 


} 


in, with satety, when earned by the purchases 


that pay tor themselves many times over. 

The purchase price tor a chinchilla coat is ai 
expenditure for a luxury; the purchase pric 
a pair of chinchillas is an investment in a sell 
liquidating project. We do not as yet have chin 
chilla bankers, nor does Dun & BrapstTREET 
prepare searching analyses and basic statistical 
reports on the rate of chinchilla multiplication 

Continued on page 62 

a publi 
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can help themselves accomplish two goals, self-sufficiency and technological progress. Both 
of these are all-important parts of the material welfare and economic strength of this nation. 


Without a return, investment may suffer fatally. 


. ~ 
‘on 
‘ 
a a 


f 


oe 
% 


4 
i 








seine, ona 
SP SEL ORR Porat. 3 aR 
sage ; et 





MARCH 195 4 








HOBBIES Develop the Executive 


WHY 


A hobby enables you to be more effective in the 
job that is the source of your daily bread: 


furnishes you with additional 


»»> A 


knowledge that opens those new vistas which 


lening process. 


’ ] 
ne yb} ay 


are a part of the self-broa¢ 
» A hobby develops another source of self- 
confidence: and of reserve skills on which to 
fall back during a time of crisis or indecision. 

» <A hobby adds another facet to your life that 
makes you more interesting to others; that re- 
enforces your personality and causes you to be 
a better companion, friend, and boss. 

» <A hobby introduces you to more people. The 
wider your circle of. acquaintances, the greater 
the chance to improve your insight and handling 
of the variations in personalities. 

» A hobby is another motivation in your pri- 


] 


vate lite to be up and doing”: to take you out 


) <2 
of yourself; to seek the change that rests; to 


make lite more tolerable—in short. to help you 


fulfill that essential prerequisite to any success: 
sound mental health and emotional stability. 
» A hobby requires clear thinking; gives one 
practise in the working out of a problem. 
» Epitaphs always come at the end, and here 
they are. The relationship of these to this ar- 
ticle is obvious. From the tombstones of two un- 
knowns: 

“Il was well, but trying to be better, I am 
here,” and; 

“Here lies a person who grew old, and died 


in self neglect.” 


— 


nh 





For the busy man who thinks hobbies are for the idle: 


An analysis of why and how to have one. 


MARGARET L. 


Executive Methods Editor 


JONES 


HOW 


A hobby can develop from a mere killer of idle 


time into a challenging, enjoyable avocation: 


Turret are two sorts of hobbies; 
those that fill leisure hours pleasantly, even prot- 
itably—the theater, golf, walking. And_ those 
that occupy a grandstand seat in a man’s life. 

It is possible to claim many hobbies in the 
first group as your own. Anyone can dally with 
a number of pastimes quite easily. But when 
an activity is so important it is a man’s second 
occupation upon which he feeds his mind and 
sharpens his individuality, it usually is not 
lumped in with other diversions. 

Hobby riding of this latter kind is very pur- 
poseful as well as pleasant and fun. It is an en- 
during activity, whereas hobbies that are purely 
diversional often end under attic memorials of 
discarded photographic equipment and _ dust- 
covered canvases and brushes. 

Let’s not kid ourselves. The purposeful hobby 
is work; and it results from a viewpoint that 
considers this work worth-while. 

Between a shutterbug whose paraphernalia 
may end in the attic, and Du Pont’s President 
Crawford H. Greenewalt whose photographs 
are well known lies a difference in viewpoint 
that is wide enough to be the Atlantic Ocean. 
For Greenewalt, photography has grown into a 
personal occupation to which he puts his mind, 
and makes peculiarly his own by tackling it as 
only a man with his technical training could. 
(See his story on page 58.) 


+ ihe? ee. ee 


Of course, a hobby, no matter how rewarding 
and worth-while, should never supplant one’s 
real life work. A president who wants to stay at 
the head of his firm, or a man desiring to land 
somewhere in that vicinity, would certainly be 
losing his perspective and humor if he allows 
himself to become a nut over some interest out- 
side his business life. 

But what turns a hobby into a challenging, yet 
fun-to-do activity for such busy, highly intelli- 
gent men as Greenewalt, Walker Van Riper, 
and others like them? 

One thing that turns the trick, as mentioned 
before, is viewpoint. Consider a hobby from the 
angle of making a study of it. Has it enough 
facets so the mind is led down a number of 
trails, and personal interest is constantly acti- 
vated? Will the hobby hold you, be enduring? 

Fulfillment of these requirements depends 
partly on the man, partly on the activity itself. 
Take a simple illustration: sailing. Anyone, lov- 
ing the outdoors and water, could easily take 
to relaxing in a sail boat, enjoying the club 
life and sociability that goes with this sport. If 
it ends there, sailing is only a healthy pastime. 

But, if the individual makes a study of it, 
sailing develops a skilled navigator; opens a 
new area of knowledge—the subject of weather 
and tides; increases manual dexterity; and pro- 
motes an interest in building construction and 
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materials. Even more, to those for whom it is 
an avocation, sailing offers plenty of chances to 
practise thinking quickly and correctly in a 
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John E. Caskey, U. S. Rubber’s vice-president | _ ie His hobby followed 


and general manager of its Naugatuck Chemi- him into retirement 


cal Division, has an interesting viewpoint. Ac- 
tually, he is a successful dual hobbyist, being an Studies show that 
enthusiastic gardener and painter. He paid men of 60 outlive men of 
attention first to gardening. who are the hand-tolding 
A native of Indiana, now living in Connecti- hve years. This 
cut, Caskey says he has always felt close to thi Cd “oe (i . but especially to 

mT . wig Ss * population who wil a 

ICCOTaCINY to the US Census. 
Walker Van Ri 


about activitv. An inv 


7 


soil. Weather, though, curtails this interest dur 
ing certain months. So, in the Winter, he beg: = - -e 
to paint. Painting has become i - 

with him, he points out, rather than a hobby. 


} } 


lowers: in the Denver. Colorado. 
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“In the Summer, I paint with | 
nis Geep interest in sc 


’ } *9 y ’ ‘ ' 7 ‘ Fe se" ms 
Winter with oils.” (For a sample ot his “indoor . 
Inti See phy to, page 58.) he sa 2s } through his business-cart 


into the Denver Museum 


7 


Photography is a logical offshoot of Van Riper’s 
History as curator of spid 


Watch Out for This nature studies. With this set-up, he took the 
Look at a hobby also trom the viewp 0 photos below of a Prairie Rattlesnake striking. “retirement. 
whether or not it makes you into a | 
There 1s nothing against spectator interests, in 
being a theater fan for instance. But these inter- 
ests provide vicarious pleasures. Someone else 
is in there pitching, enjoying a success. So 
leisure hours. 
requires its pursuer to partici- 
pate is usually the one that outlasts other inter- 
ests, and influences personal development the 
most. 
After getting the correct viewp int, consider 
how a hobby can be integrated with your pre- 
vious, or present, background. Can something 


] 1 > 
trom your work, or you! educati nal training, 


contribute to the hobbv’s devel pment and vour 


py: , 
nit? Is the hobbv a means of put- 


1] = ledoa 1 
ii Or KNOWIeaCge you al- 


ski 
ready pr ssess? 

Often it is this element of snte gration 
provides the high level Of interest necessary to Hi i See . , _ 

nee “tee ees | Is avocation presents unusual, stimulating problems. These photos are two of many taken 
popes 8S Cosy ey, ae ay Cees exact nature of rattlesnake’s strike. Here is the precise instant fangs pierce a balloon, 
into an avocauon. A hobby should perform this pure stab, but not the biting action claimed by some. (The exposure was 1/20,000 of 
fusion without duplicating the major aspects of 
an individual’s vocation. If it doesn’t, then he’s 
chosen the wrong hobby. For the interest the 
hobby represents must provide some contrast to 
one’s daily work; and the activity should be a 
relatively unfamiliar one at first. 

The business man, tor instance, who thinks 
running another business in his spare time is re- 
laxation really is sprinting as hard as he can to 
that tombstone marked “I was well, but trying 
to be better, I am here.” 

If this man works with people all day, his 
primary interest during leisure hours could well 
be with things. Many professional entertainers 
are noted tor their switch from people to things 
when choosing a hobby. Microscopy caught Har- 
old Lloyd's interest, for example; and Fred 
Waring collects old furniture. 

The opposite holds true, of course, for anyone 
like a researcher. A survey of science and tech- 


ie Head-on view of rattler, an instant after balloon bursts, indicates again 
‘ al “O . \ ; % '€ ‘ ; se . ; r oi< ‘ } if ‘ I _ 
Hical Men rom We SDOWn COM] nies Was Ie stab. Experts agprec, \ an Riper iS happy tO re pr rt, that his photos show exactiv What takes pial 


cently made by Maurice Holland, New York pursuit of his avocation, he has shot many nature-study photos which have been w idely 
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industrial research adviser, to discover what 
these men do for avocations. Many of them 
wisely hasten from their “ivory tower” to spend 
time with people. For example, those interested 





The turning 
point m a hobby 


in bridge, poker, and indoor sports like pool and 





bowling, indicate that aside from mental stimu- 





lation, the strong appeal is mixing with people. 





Self-development is a sequel to hob- With photography, an attraction was: “Serves i 
bies only if pursuit of one 1s a purpose- as an introduction to fellow travellers”; and the f 
Ful occupation. When the accumulator same went for community-service hobbies: 
ol ‘things” becomes the highly selective “Meet non-technical people.” ! 
collector, or the shutterbug an informed These researchers appear to be riding their h 


specialist, then the  self-development hobby with common sense, which brings up an- 
proce SS 1S activated. 





other point: the practicality of certain hobbies 
Du Pont’s President Greenewalt was for certain people. Be practical in your choice, 
the average amateur with a dark room, if you want to find more than a time killer. 
a Leica, and a collection of vacation Don't, say, pick something for which you have 
nhotos until his interest was caught by no potential to be good at. A hobby is meant to 
7 : | give self-satisfaction; and it is unsatisfying to 





the studv of bird movements. Now, he 


shoots photos unique from the orni be a dud. One should be physically and tempera- 


Bird photographer Crawford H. Greenewalt 


thologist’s as well as the photographer S shifts electronic equipment by feeding station mental] suited for the anigtg: a 
viewpoint. for birds. His camera is behind glass door, left. Chris Argyris of Yale’s Labor and Manage- 


ment Center points out that while hobbies are 
definitely an important outlet for an executive's 






pent-up feelings, some unfortunately often pick 









up hobbies which increase, rather than decrease, 






such tensions. 






This runs contrary to a characteristic of suc- 






cessful executives, as observed by Argyris, which 






is their exhibition of a high-frustration tolerance. 






It stems from either a natural ability to work 






effectively under frustrating conditions without 






ever blowing up, or from the methods these men 






develop to release tension—such as participating 






in a sport that helps them let off steam. 






Another practical pointer: A hobby becomes a 





burden, not a release, when it is out of line with 






one’s economic situation. Don’t steal money (or 






time) that sensibly belongs to other parts of 






your life. 














Greenewalt shoots a chickadee as it darts from feeding station. This multiple exposure lets him 
figure take-off speed as around seven miles an hour. Betore he was satisfied with his black-and-white 
results, he spent a year-and-a-half experimenting with equipment, carefully studying the problem. Two vice-presidents and their 
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Under his camera's eye, a bird’s life isn’t private any more. Here, chickadee involuntarily reveals To John E. Caskey, U. S. Rubber, painting 1s a 
he flaps his wings 30 times a second in flight. Greenewalt ably integrates vocation and avocation, way of life. He knows he makes mistakes, but 
securing relief and stimulation through different use of technical training needed in his daily work. thinks lessons restraining; prefers his own way. 
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Furthermore, if the selection of a hobby is 
swayed by the possibility that it “will make 
money, by golly” (stamp or antique collecting), 
impracticality once more creeps into the situa- 
tion. You pick a hobby primarily for the per- | 
sonal satisfaction to be gained from it, not for a F ¢ from his hobby 
its monetary rewards. Go into it with idle money : 34 | 3 


Extra dollars 


> } . . . 

Some hobbies have vocational possi- 
a eds on aaa . iii ] 
bilities. and can be the source of addi 


the 


ves UD Lite 


that won’t be missed. 

If the hobby turns out to be a source of extra 
dollars (at right), well and good. A sound bet 
for a vocation after retirement is certainly some- 
thing to capitalize on. One hardware executive 


cy} \ 
oS 


tional income. But a hobby 


ghost when it becomes a burden instead 


of a release. So beware this pitfall. 
: : Reynolds has not let his profitable 
always kept a good machine-tool shop in his ynok t let his profitable 


. : 
basement. Later, upon retirement, he moved to hobby = selling plants wholesale run 
California, taking his equipment along. The away with him. He keeps it a one-man 
shop not only gave him something to do but sath aig: penny a se ptesiate 
brought in additional income, since he rented week —— and doesn’t res “Dumness 
space and equipment to local handicraft hobby- ep iawsiters wun the thrill he gets from 
ists not blessed with a similar set-up. Supervisor of sales and statistics at Esso Stand- ee beauty into existence. He 

ard Oil Company, New York, Ray Reynolds cializes, concentrating on raising p! 


started his hobby in a box by the cellar window. the protessionals don’t produce. 


spe- 


Here are a few more don'ts: 

Don’t attempt to take up a hobby simply be- 
cause you want to meet more people who can 
“help” you in business. Both hobby and new 
friends will turn sour on you. 

Don’t fasten onto a hobby simply because you 
think you will be at home in it since other peo- 
ple of your “type,” or “social position” like it. 
Interest that is stimulated by what the Joneses 
do falls flat where hobbies are concerned. 

Don’t expect to be uninterrupted in your avo- 
cation. Count the fact that you can leave and 
return to it as one of its many blessings. As a 


= ; ; OSE < 
matter of fact, the way time is made for hobbies iS 


depends on the individual’s personality and the we i pS th 


= 
of’ 


character of the activity. Bin ta 


4 


The two extremes of time planning are the 
periodic short breathers (very good for the _— 
stamp collector or the woodworker ) and the To-day his cellar box has grown into this greenhouse, most of which he built himself for under 
$500. As an amateur greenhouse operator, he had trouble finding helpful literature; but to-day a 


long “vacations.” Robert Roessle’s hobby, page : | 
practical 5l-page booklet is available, Grow Extra Dollars at Home, written by Reynolds himself. 


60, is admirably suited to vacation time; so is 





leisure-time jobs 


Du Pont’s J. Warren Kinsman covers shellfish Hobbies that the family can share are very rewarding to busy men whose 
with a sauce of chili, ketchup, mustard, curry, business life shortens their family hours. Reynolds’ wife has a good 
Worcestershire, sauce Escofher Diable, paprika. chance to participate in his hobby, particularly at transplanting time. 
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Continued from page 59 


A hobby that looks to the future 


Personne! Counselor Robert L. B. Roessle, of 
Standard Oil Company CN. J.), is especially ac- 
tive in preretirement counseling for executives. 





The popularity of hobbies whose appeal lies in manual activity and skill is 


proved by the abundance of home machine-tool shops. Not many are pursued, 


though, with the future in mind. But Robert L. 


B. Roessle builds with his 


hands for fun now and for use in the future. His hobby is drawing plans for, 


and constructing, a 25-room ski lodge in Vermont. Currently, it takes care of 


his week-ends and vacations. After retirement, operating the lodge will utilize 


his time, give him additional income from what could be a year-round home. 


A rare bird, Roessle practises what he preaches. 
Here is his hobby mow; his job later: the build- 
ing of a ski lodge which he will eventually run. 


While pursuing his hobby, Roessle can integrate 
himself with the community where he will re- 


tire, as he collects mail, shops, and makes friends. 





business man who 
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1) Mass the acid test 


Will it still interest me if I achieve all of my 


present goa my daily work is suddenly 


_ 


' 
raken trom 


Am I concentrating on 


rather than forcing it to compete with too many 


and doing it well, 


outside interests 


Hobbies have been divided and subdivided 
into many classifications. Psychologist Dr. L. G. 
Freeman, now actively engaged in developing a 
new kind of test—one for avocational interests 
Cornell University, specifies nine areas: 

(1) Collecting: the instinctive tendency to 
gather stult together: (2) creating or recreating . 
MUSIC, 


painting, photography, sculpture; (3) 


; 7 , : 
mental skills: -TICSS, bridg word YamMes, (4) 

i; | / j, j j . ’ -? ~ ssa j . : ~~ . - - 2 
pa } SiC cdi / iis. ri > « { >) handicrafts. ACTIVITES 


eect hie 
otf the hands in woodworking, metalcraft: (6) 
rajaine niaete besa , 
raising plants, breeding animals; 
j 
/) socidi dnd community services; (S&) science, 


inventing; (9) escape reading 


2C% han ‘, and 

and travel. 
Freeman breaks down hobbies into this group- 

ing 


=) 


which, though small, still covers the entire 
range ot avocational activities, and represents 


Dbasic interests. 


Of) 


While a man can exist without having part 
in any of these nine types of activity, his life will 
be richer for them. These activities are not to be 
confused with basic needs like eating, drinking, 
sex, and religion. Though some people appar- 
ently’ make it one, religion, Dr. Freeman be- 
lieves, is not an avocation. 

The one interest area, of the nine listed, which 
Freeman regards with some suspicion, especial- 
ly for energetic executives, is escape reading and 
travel. For their tension reduction, it is too 
passive. Also, a deeper analysis may prove that 
this interest really is the outward expression of 
a more fundamental feeling. Thus, a science- 
fiction reader may be essentially interested in 
the sciences. So look behind your reading habits: 
they may be hiding a more self-enriching in- 


terest. 


Plenty of Know-How Dope 


For the person wishing to study the details 
of a specific hobby much material is available. 
Two good keys to publications are produced by 
the National Recreation Association, 315 Fourth 
Avenue, New York 10, N. Y. One, costing 10 
cents, is Some Sources of Information on Hob- 
bies. Mostly, it lists books, prices, and publishers. 

The other is A Guide to Free and Inexpensive 
Publications on Recreation and Leisure. A free, 


ie 


single copy of this will be forwarded on request. 
Recently published, it is the first comprehensive 
guide of its type, listing as it does the reading 
material put out by American industrial firms 
whose products are related to leisure-time ac- 
tivities. 

Man is by nature multiskilled. Unless he 1s 
careful, though, the specialization of the century 
he now lives in will push him to the point where 
his personality is sterile. For his daily life to-day 
doesn’t force him to display any more than a 
skill or two. The rest can. wither unnoticed, 
until he becomes, to any but the primary circle 
in which he moves, a narrow, inept, fussy indi- 


] 


language. 


vidual who speaks only one social 
An executive, to be successful, cannot allow this 
to happen. 

He helps to prevent this starvation of self by 
understanding and properly using a hobby—an 
activity half-way between hard work and play. 
It is one area left where he can be as crazily 
unique as he pleases without fear of condemna- 
tion; where he need feel no pressure to conform; 
and where he can Initiate and control action 
exactly as he desires with no hints from his 
employer or his community. 

In this area of living, he finds an ego builder 
(“a hobby makes everybody somebody”); and a 
safe and sane way to live with his limitations. 
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You know your refrigerator brings you good eating. 
Are you aware that it brings you peace of mind, too — 
no constant need for servicing, no failure to perform? 
To market a refrigerator as trouble-free as yours, the 
manufacturer uses leakproof Bundyweld Tubing to con- 
duct the cooling refrigeration gases. Bundyweld brings 
you the same, sure protection against refrigerant leaks 
it has brought to millions of people during the last 
twenty years. 


Your freezer must not fail, 

of course. And that’s rea- 

son enough for the manu- 

facturer to use leakproof 

Bundyweld to carry the 

heat-absorbing gases. 

Manufacturers insist on 

giving you Bundyweld’s 

unequalled protection in 

condensers, evaporators, 

- — | : compressors, and other 

Bundyweld Steel Tubing is the only tub- parts of both freezers and 

ing double-walled from a single metal 

strip, copper-bonded through 360° of wall 

contact. Made by the world’s largest pro- 

ducer of small-diameter tubing, it won’t 
leak, will transmit heat quickly. 


BUNDYWELD TUBIN 


‘The lifelines of refrigerators and freezers”’ 
BUNDY TUBING COMPANY DETROIT 14, MICHIGAN 





refrigerators. 
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—as fast as the lunch! 
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Schieber tables and benches ~ 
Fold-up and Roll Away— 
Eliminate the Costly 


Opens up, closes up 
Single-Purpose Lunchroom! 





in less than 2 minutes. 


You can fulfill your obligation to provide 
a satisfactory lunch facility without the 
expense of building and supporting an 
area exclusively for the purpose. Schieber 
equipment is proved by 16 years’ use 
from coast to coast. Sales engineers are 
located in every industrial area to consult 
with you and your architect. Let them 
demonstrate the practicability of this 
sturdy equipment. Schieber Sales Co., 


Brightmoor Station, Detroit 23, Michigan. 












Learn the 12 advantages 





Write for this booklet 





PUBLIC DEBT 


Continued from page 55 


but this does not alter their finan- 
cial fecundity. 

In the decision to purchase a 
washing machine, the householder 
wisely considers not only the con- 
venience, but the saving on laundry 
bills and the decreased replacement 
of clothing worn out by commercial 
laundering. 

If each purchase were made for 
convenience alone, the householder 
would soon be broke. The first and 
major consideration must be that it 
help pay tor the next convenience 
by economical operation over a cer- 
tain period of time. 

So it is with the self-liquidating 
project, whether a social or eco- 
nomic improvement, a needed con- 
venience, or a luxury. Instead of 
going further into debt, we must 
think in terms of how it can pay for 
itself, stand on its own feet, and 
return a profit. 

Economics can be a very complex 
study, but the rudimentary princi- 
ples are constant. The simple farmer 
who balanced his books once a year, 
and if he had more money in the 
bank at the end of the year than he 
had at the beginning, estimated the 
gain as his profit for the year. This 
was loose bookkeeping, but its sim- 
plicity was close to the truth. We 
can still learn from Mr. Micawber’s 
advice to David Copperfield, “An- 
nual income 20 pounds, annual ex- 
penditure 19 pounds, 19 shillings, 
6 pence—result: happiness; annual 
income 20 pounds, annual expendi- 
ture 20 pounds, 0 shillings, 6 pence 
—result: misery.” 

We do not need another devastat- 
ing depression to teach these rudi- 
mentary lessons to a new genera- 
tion. We have refresher courses for 














FeAD ANDERSON! 


“I don’t really know how many 
words a minute I can type. I've 





never typed that long at one time.” 
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BRONZE PAPERWEIGHTS 











Give Metal Arts Bronze Medallions to announce 
on anniversary, a new product, dedication of a 
new building, to commemorate an important 
event or occasion. An attractive gift...a daily 
reminder of the conor. Made of bronze to your 
specifications or custom designed for you. 
Shipped individually gift-boxed for mailing. 





Write today for information, catalogs. 


METAL ARTS CO., Inc. 


Dept. 45 


74? Portland Ave., Rochester 2!, N. Y., 


Offices in: Seattle, San Francisco, Los Angeles 
Woshington, D. C., Philadeiphia, New York City, Chicago 
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LIGHTWEIGHT- 
ECONOMICAL 


It's the Revolvator® Portable Uplifter Elevator 


Adaptable for shop use or warehouse handling and 
ideal for shipping and receiving — the new electric 
Uplifter is the real buy today in materials handling. In 
two capacities, 1000 - 2000 pounds, platform sizes 24 x 
24 and 30 x 30, lifts of 62 and 65 inches on standard 
models — the Revolvator Uplifter can be had powered 
by a variety of electric circuits ranging from an avuto- 
mobile battery to 220 volt currents. 

Priced under all competition, the Uplifter includes all 
the safety and convenience features that have made 
Revolvator portable elevators a standard in industry. 
Get full information today on this new, easy operating 
inexpensive portable elevator. Remember, too—we build 
Revolvator Portable elevators to your particular needs. 


Write or phone 


REVOLVATOR CO. 


8702 Tonnele Avenue, North Bergen, N. J. * UNion 3-8120 
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ckaging The American Management Association 
fy event of 


j 
proud to present the most importan 
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Pp 10n. the year in packaging and allied fields 
- 


largest, most varied National Packe tT 


iS 


Exposition ever held. 


You will be able to and compare 


examine QANa 


the machines, equipment and 
shipg 


every aspect of packaging and 
sumer and industrial products — pre 


/ 


almost 400 leading exhibitors. Both 
well as the stage of the great convention hall 


will be filled with new ideas and new products. 


eX 


This is an exposition for € 


ways to improve efficiency, to red 


to increase sales 
Address American Management Association 
330 West 42nd Street, New York 36, N. Y. for 


complete information about the Exposition and 


the concurrent National Packaging Conference 


April 5-8 “\. Atlantic City 
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AMERICAN MANAGEMENT ASSOCIATION 
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You might well say, “Bill’s 
home life is his own affair. 
We're primarily interested 
in how he handles his job.” 
That’s true up to a certain 
point. 








However, many industrial 

concerns which have located 

new facilities in the mush- 
rooming West have discovered that employee relations 
problems are reduced to a minimum. 


Their workers—and families—enjoy good health and 
good living. There’s less illness, less time off the job. 
They're getting quality with maximum production. 
So—when you put a man on the payroll, you've bought 
an interest in his family. When families are healthy and 
happy you've got contented workers who will do a good 
job. That's why we call your attention to the eleven-state 
area served by our railroad. 


Within that area you’re almost certain to find the 
natural resources and facilities which you require. Of 
equal importance, are the recreational opportunities, the 


everything, from modern medicine 
to beauty culture—why not basic 
arithmetic? 

The new society has in fact ar- 
rived. With rare exceptions we are 
to-day a people who prefer to pay 
for what we use. We have learned, 
through rather bitter experience 
and exhausting taxes, that we do 
pay for everything, anyway. It may 
rightly be concluded, therefore, that 
we would prefer to pay direct and 


to be selective in our purchase. 


Facing the Future 

American society has arrived at 
that crucial point in its develop- 
ment where we can do just that— 
we can insist that our investments 
be self-liquidating, that we buy the 
service when we wish to do so, and 
decline to purchase if such is our 
mood. Otherwise, we will continue 
to be charged for services we do not 
use, or need. In the long pull ahead 
to pay our debts, re-establish our 
credit, and build the largest possi- 
ble surplus for future need we can 
use the inventiveness, the genius, 
the science, the progress of our age 
to create more and better self- 
liquidating investments that, under 
competent management, can _ulti- 





mately pay our debts, reduce our 
costs, and build our cash balance. 
This road is open, but to the 
traveller who chooses to follow such 
a path there are certain specific ob- 
ligations. He must acquire a work- 
ing knowledge of the self-liquidat- 
ing project. He must gain a realistic 
and objective understanding of basic 
economics. And finally, he must 
be open-minded and venturesome 
within the limits of common sense. 
The private citizen who knows 
these facts and applies these pre- 
cepts will be ready to support sound 
financial methods in the business of 
government, tor the problems of 


the same 


government are essential] 
as those of citizens. 

It is the responsibility of man- 
agement people everywhere to per- 
suade their associates and their rep 
resentatives in public othce to recog- 
nize and observe these eternal truths 
of simple economics. America’s con- 
tribution to the economic stability 
of the world can be measured by 
our solvency, and by our example 
as a republic demonstrating its ca- 
pacity for honest fiscal conduct. 

America’s future economic policy 
may well serve as a free world guide. 

THE END 
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healthful climate and many other advantages. In the 
“Union Pacific West’ workers are happier on the job 
and off the job. 


iin satis 
GERBER’S BABY FOODS GS = CY. 
has increased produc- — : 
tion since 1945 in its Oakland branch 


plant from 16 million dozen to 40 mil- 


For complete and confidential information about avail- 
able industrial sites ask the “U. P.”’ man who contacts 
you, or write the Industrial Development Department, 
Room 308, Union Pacific Railroad, Omaha 2, Nebr. 


@ For complete data on MOA’s healthy 
industrial factors that pave the way for 
profitable expansion—get the new, free 
FACTFILE. Climate, skilled labor sup- 


ply, markets, distribution, etc., are cov- 


lion dozen cans of baby food a year 
—a growth of 150%. Need for expan- 
sion has resulted in adding 200,000 


sq. ft. of floor space—at a cost, includ- 
ing equipment, of more than $1 f 
a So ALAMEDA 
million. Here again is proof that re : ALBANY 
etropolitan 
SAN LEANDRO 


. ’ . BERKELEY 
industry “grows places” in MOA. 
O..000: 
RURAL ALAMEDA COUNTY 


EMERYVILLE 
HAYWARD 
~ @ TT CALIFORNIA 
Suite 504 + 427-13th Street - Oakland 12, California 


ered thoroughly. Write today... your 





request will be heldin strict confidence. 








LIVERMORE 
OAKLAND 
PIEDMONT 
PLEASANTON 


-~ Mab at left shows 

—— states served by Cy 
Union Pacific 
Railroad 








te MOA means 
Metropolitan Oakland Area 


(Alameda County, California) 
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LIGHT IN THE NIGHT... 


Spearing across the snows 
of Canada shines this headlight. 
But for refractory brick, 


the arc wouldn't spark to flash 


p 


| 


the headlight, the stainless 
steel with which the car its built 
would not exist... the trucks 


she rides on, the motors and the 


y 


generators, even the glass... 
depend for their existence upon 
quality refractories 

such as Grefco supplies 
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Budd Rail Diesel Car on the 
Canadian Pacific Railway 
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Products of fame.. § wherever there’s flame 
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“WIRES” FOR A POWER PLANT 


To the power engineer, these massive ducts are known as bus— 
Isolated Phase Bus. They isolate, insulate, and suspend the 


heavy copper bars—the “‘wires’’—that carry the tremendous 


surging currents produced by a power plant’s giant generators. 


Through the years, I-T-E has led in the development of 


this safer, more dependable power plant bus. Today, throughout 
the world, the most modern steam and hydro-electric 


plants use I-T-E Isolated Phase Bus. 


CIRCUIT BREAKERS e METAL-ENCLOSED SWITCHGEAR 
POWER SWITCHING EQUIPMENT 
MECHANICAL RECTIFIERS ¢ ELECTRONIC COMPONENTS 


SPECIALIZED METAL FABRICATIONS 


‘E CIRCUIT) BREAKER COMPANY 


| PHILADELPHIA 30, PA. 





production 
prices ytng 
trade 


Coffee prices steadied in February after the substantial rise in January. The over-all 
price level surpassed the year-ago period and gave further support to prospects of an 
upturn. Farm income edged upwards. Stock averages were at their highest level since 


1930 and turnover was somewhat higher than at this time last year. Used car sales, 


which had been sluggish, rose noticeably: total retail sales continued to hover close 


finance 


I NDUSTRIAL production tended to stabilize 


in January and early February, halting the 


seven-month decline from the post-war peak 
reached in July, 1953. As measured by the Fed- 
eral Reserve Board’s index, the physical volume 
of industrial output stood at 125 (1947-1949= 
100) in January. This was 1 per cent below De- 
cember, 8 per cent below a year ago, and 9 per 
cent below the July peak. 

In January and early February, manutfac- 
turers’ new orders increased somewhat from the 
$22 billion level of December. New orders were 
expected to increase even more in March as in- 
ventory paring in most lines was thought virtu- 
ally completed. While the volume of new orders 
remained below that in the preceding year, 
there was a perceptible increase in the order level 
in the final two months of 1953. On a seasonally 
adjusted basis, manufacturers’ inventories de- 
clined in December to $46.7 billion. This was 
1 per cent below the September 1953 all-time 
high. 

Mining operations continued at a restricted 
level. Bituminous coal production in January, at 
33.6 million tons, was 15 per cent below a year 
ago and 8 per cent below a month ago. Anthra- 
cite coal output was lower than in the preceding 
year. Milder weather in recent years and the in- 
creased competition from other fuels has less- 
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ened the demand for hard coal to some extent. 

Copper production in January was cut 10-15 
per cent as producers grew anxious over the 
mounting stocks of copper. The consumption ot 
copper in December amounted to 83,000 tons, 
the lowest level since July 1952 when the steel 
strike was in progress and buying was curtailed 
to some extent. 

Petroleum production in January edged up- 
wards to its highest level since mid-October al- 
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Db 


though it remained 3 per cent below a year a 
The cold weather which was so prevalent in 
January resulted in increased demand. The re- 
entrance of Iranian oil into the world market by 
Fall was not expected to have any serious re- 
percussions on the domestic producers; it was 
thought that increased consumption, expected 
to rise 4 per cent this year, would absorb the 
foreign output. 

Steel production in January and early Febru- 
ary continued to be markedly below a year ago; 
purchasing by steel users remained cautious. 
Total steel output in January was estimated at 
8.6 million tons. This was 20 per cent below a 
year ago and 1 per cent above a month ago. The 
seasonal pattern in steel production, apparent 
prior to the Korean war, seemed to have re- 
turned. 

Motor vehicle production in January was es- 


Nw @ 6 a2 2 


to the record year-ago level. Most sections reported increased purchases of soft goods. 


timated at 554,368 cars and trucks. 
per cent above a month ago and 4 per cent 
a year ago. Some automobile manuta 
trimmed their production 
qguartel even though the 
retail remained close to neat 
manufacturers’ previous plans 
level ol output In the first quar! 
with the revised schedules, it w. 
total production LO! the first quartel 
range trom 1.5-1.7 million vehicles. 
Airplane production continued to be a major 


| ] 
prop in sustaining the level of prod 


uction 
durable goods. Bolstered by the Government 
call tor a 137 wing Air Force as compared wit! 
the previously planned 127 wing Air For 
most plants continued tO be more active th in 
the same time last year and were genera 
steady with the previous months. In Texas, thi 
were some cutbacks in employment but th 


‘ 
; 


continued CO be a shortage ot some skille | wor! 
ers in that area. 

Lumber production in January remained bi 
low the year-ago level and was somewhat lowe: 
than in December. The recent increase in the di 
mand for Canadian lumber by Britain curtailed 
the effect of Canadian competition with Ameri 
can producers. Construction activity has con 


tinued to hold at a high level and lumber output 








no generalities...no “bait’’...no subsidies... 
just simple, factual reasons why 


detr-tree INDIANA 





is attracting more n 
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dustry 


per capita than any other state! 


WEBYW is Indiana up 297% since °39 in dollar 
value added to goods by manufacture? States 
ranking Ist and 2nd in fotal value added by 
mfg. are outranked per capita by Indiana by 
38% and 26%! (Bureau of Census, °50). 


WHEW does /ndiana lead its neighbor states in 
new-plant value per capita—by 8%, 12%, 38%, 
110% and 127%? (F. W. Dodge Corp., N.Y. 


construction specialists ). 


WHEW did Jndiana industry soar 29% from 
39 to “47... then 31% from “48 to °53...to 
a total of 10.500 industries today ? 


WEE WY does /ndiana outrank 46 states in per- 
centage of employees engaged in durable goods 
manufacture—81% over U.S. avg.? Why are 
U.S. ratios topped by Indiana by 193% in per- 
centage of population engaged in motor vehicle 
equipment manufacture, by 152% in primary 
metal industries, by 87% in non-electrical ma- 
chinery, by 34% in fabricated metal industries, 
by 29% in electrical machinery and equipment ? 
WEED is Indiana growing 59% faster than 
U.S. (7-1-50 to 7-1-52)? Today’s Indiana pop- 
ulation: 4,300,000 (60% urban, 40% rural). 


WHEW does Indiana rank 3rd in U. S. in steel 
production (and have world’s largest steel plant) 
why Ist in U. S. in musical instruments, 
gasoline pumps, refrigerators . . . 3rd in motor 
vehicles and parts... 5th in rubber... Ist in 
bidg. limestone (34 of U. S. total)... why do 
we have world’s largest oil refinery & cement 
plant ...why so strong in wood veneers, furni- 
ture, meat packing, farm machinery, drugs, rail 
cars & equipment, bottles, jars, machine shop 
and foundry, canning, hosiery, clothing, fibre- 
glass, electronics, jet engines, etc. ? 
WEEW is Indiana blessed with such diversity 


—enough to fill most components needs /ere ? 


STUDY THE REASONS ON THIS PAGE 
Then, when you want further specific details, 
we'll bring them to you in person, if you 
like, or mail them (in plain envelope if you 
SU stipulate). Write or ‘phone »>ee 


INDIANA 


No State Debt. Constitution forbids! 
Pay as you go. Surplus: $80 million! 


No “Nuisance” or “Penalty” Tax. 
No net income. use, retail sales, corporate 
or manufacturer's tax! Only a gross in- 
come tax (14 of 1% on gross receipts from 
sales for processing, re-sale, etc., not in 
interstate or foreign commerce; 1% onall 
other receipts derived in Indiana except 
receipts from sales to ultimate consumer, 
taxable at only 4 of 1%; no tax on re- 
ceipts from sales of goods in interstate 


or foreign commerce). 


3rd Lowest Unemployment Tax 


im U.S. Averages .7 of 1%—only half 


i™ average of 1.4%! 


Lower-Cost Government — both 
State and local—than in neighboring 
states. (Source: Wisconsin Department 
of Taxation). 


Good Labor—977% native, 99.2G lit- 
erate. Responsible, adaptable; 30% fewer 
govt. workers per capita than nationally. 
Most Indiana counties have more resi- 
dent factory workers than factory jobs. 


Good Labor Relations. Enviable 
strike and lockout records. First in U. S. 
with state labor-management charter. 


Low Labor Costs. U.S. median 
weekly wage of mfg. employees under 
unemployment compensation is 7% 
higher than tin Indiana. And Mich.-Ill.- 
Ohio average is 8% higher than in In- 
diana. (Source: U. S. Dept. of Labor, 
Bur. of Employment Security, 2nd 
quarter, 52). Families earning under 
$2000 a yr. are 16% Jess prevalent in 
Indiana than nationally; from $2000 to 
$6000, 10% more prevalent; over $6000, 
10% Jess prevalent. Families earning 
under $6000 are 5% more prevalent in 
Indiana than in Mich.-Ill.-Ohio; over 
$6000, 28% /ess prevalent. 


Plenty of Firm Power. No Indiana 
plant or prospect ever was lost for want 
of power. Cost: often as low as 4 of 1% 
of total production cost. Over 3 million 
h.p. a yr. (10% over per capita U. S. aver- 
age) plus another 14 million h.p. for 
emergency (through interconnected 
transmission system). Increases kept well 
ahead of anticipated needs. Only 2% 


hydro- or oil-generated—98% by coal, 
most of which is Indiana’s own coal. 


Raw Materials. Low-cost coal (6th 
in U. S., 100 rail & truck mines, enough 
for 2000 yrs. at present rate, 20-30 million 
tons yr.). Limestone (bldg. & agric.). 
Natural gas (billion cu. ft. yr.). Clay for 
brick and tile (“Clay Center of the 
World”). “White Clay” (rich in alumi- 
num). Petroleum (plus more from 1000- 
mi. pipeline from Southwest). Water (43” 
rain per yr.). Sand. Gravel. Wood. Etc. 


Closest to ALL Markets. [Indiana 
offers industrial towns and cities closest 
to exact U.S. population center—mile- 
age minimum from market maximum! 


258 Towns and Cities over 
1.000—5 over 100,000... 14 25,000- 
100,000 . . . 22 10,000-25,000 .. . 217 
| ,0O00-10,000. 


Excellent Transportation— 23 
railroads (2.95 of total U. S. rail miles 
with only 1.22% of U. S. area—142% 
more than our sq.-mi. “‘quota’’); 9 air- 
lines; 200 airports; 300 motor freight 
lines; shipping to Miss. River by Ohio 
River and Chicago Sanitary & Ship Ca- 
nal; Lake Michigan, etc. Literally **The 
Crossroads of the Nation”! 


Nation’s Finest Highways. No 
other state has both so many highway 
miles per area and so high a percent per- 
manently paved (twice as many miles as 
neighboring states—per driver and per 
sq. mi.)—and all paid for! 


Living in Indiana is Easy. Worth 
While and Fun! Fine housing. Mod- 
est rent. Good transportation to work. 
Good climate (winter avg. 31°, summer 
avg. 76°, mean 53°). Over 1000 lakes, 
streams (Sth in U. S. in fishing licenses}. 
Good hunting, conservation, 13 famous 
state parks, 14 state forests. Excellent 
public park, playground, swimming pool 
programs. Winter sports. Resorts, min- 
eral springs. Finest municipal golf 
courses in U. S. 

Superb public schools (Ast state in U.S. 
to provide constitutionally for public 
education); fine teacher salary, tenure, 
retirement policies; 19 colleges, univer- 
sities. Art schools, galleries. Nationally 
known symphony orchestras; 250 public 
libraries; rich in artists, writers, etc. 


DEPARTMENT OF COMMERCE AND PUBLIC RELATIONS - SUITE 333-D, STATE HOUSE - INDIANAPOLIS, INDIANA - ‘PHONE PLAZA 3571 
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and new orders are expected to increase shortly. 

Construction activity in January was estimated 
at $2.4 billion, 3 per cent above the like 1953 
period. Spending for private construction was 
5 per cent above the year-ago mark while public 
expenditures were down 3 per cent from Janu- 
ary 1953. Though public residential spending 
was 25 per cent below a year ago, it should be 
noted that these expenditures amount to only 
4 per cent of total housing expenditures. 

The year-to-year increase in construction 
spending was particularly notable since January 
1953 was marked by unusual building activity. 
The bulk of increased activity centered about 
commercial construction; however, non-farm 
residential construction was also above the year- 
ago mark. 


ibe G Unemployment in 
~L ACOF and . HCOURE 


January rose some- 
what more than seasonally and stood at 3.1 mil- 
lion according to Bureau of the Census esti- 
mates. The 3.1 million statistic is based on a new 
sampling technique and it is not directly com- 
parable with the previous published series on 
unemployment. According to the new figures, 
unemployment constituted 5 per cent of the labor 
force in January. According to the old series, the 
number of unemployed was 4 per cent of the 
labor force; in January 1953 the ratio had been 
} per cent. 

In the latter part of January and early Febru- 
ary, the number of unemployed appeared to be 
diminishing as initial claims for unemployment 
usually levelled off, or decreased, in most areas. 
Recalls and rehiring were more frequent al- 
though the employment outlook in some areas 
remained clouded. 

According to the Bureau of Labor Statistics, 
there was little over-all change in labor market 
status between November and January. The 
number of areas with a substantial labor surplus 
increased from three to 21. The greatest shifts 
occurred in the areas of balanced labor supply 
and the areas of moderate labor surplus. Areas 
with a balanced labor supply dipped to 49 in 
January from 63 in November while those areas 
with a moderate surplus rose to 79 from 66 in 
November. In the latter category were included 
the cities of Detroit, St. Louis, Kansas City, 
Louisville, and Minneapolis-St. Paul. In the lat- 
ter part of January, Detroit was placed in the 
substantial labor surplus category. Recent lay- 
offs in the automobile industry in that area re- 
sulted in increased unemployment; the lay-off 
periods often were extended. 

Employment in January was estimated at 59.8 
million. This was 2 per cent below both a year 
ago and month ago. Employment in the durable 
goods industries reflected a larger decrease from 
a year ago than did employment in non-durable 
goods industries. 

Personal income in January dipped below the 
December level of $285 billion but remained 
above the early 1953 level. Wage and salary re- 
ceipts reflected a month-to-month decline from 
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Regional Trade Barometers 


(1947-1949= 100) 


REGIONAL 
TRADE BAROMETER 
DECEMBER 1953 


PERCENTAGE CHANGES 
FROM A YEAR AGO 
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November to December. Almost all other cate- 
gories were unchanged. 

The average weekly earnings of all manufac- 
turing workers in January were placed at $70.92, 
according to the Bureau of Labor Statistics. This 
was fractionally below a year ago and 1 per cent 
below a month ago. A shorter workweek was 
responsible for the decrease. The average work- 
week in January was 39.4 hours as compared 
with 40.2 in December and 41.0 in January 1953. 
The workweek in durable goods industries was 
down somewhat more than non-durable goods 
industries. Average hourly earnings in manu- 
facturing rose 1 cent to $1.80. 

Agricultural income in December continued 
the steady rise which commenced in September 
and stood at $17.5 billion. However, it was 8 
per cent below the year-ago comparative. For 
the entire year 1953, agricultural income was 14 
per cent below the 1952 level. 
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Dun’s Review Regional Trade Barometers was 


unchanged from a year ago for the United States 


Consumer spending in De 


according to the 


as a whole. The national barometer stood at 
130.8 (1947-1949= 100). This was 3 per cent be 
low the November level. The barometers are 
adjusted for seasonal variation and the number 
of business days in the month, 

There continued to be differences in the 
spending patterns in the various regions. Con 
trasting with the behavior in the earlier part of 
the year, spending in the agricultural regions of 
Minneapolis and St. Paul (14) and lowa and 
Nebraska (15) exceeded the year-ago level in 
December and held steady with the previous 
month. The industrial Midwest reflected the 
greatest dec reases from ad year ago. 

The spending decrease was unnaturally larg 


in the Pittsburgh Region (7) as the result 
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Compass Point Year Oct. Nov Dec Year Jan. 
EMPLOYMENT, AGRICULTURAI 195] 7.7 7.0 6.4 1952 6.1 
Million persons 1952 7.3 6.8 5.7 195 5.8 
1953 7.2 6.7 5.4 1954 5.3 
EMPLOYMENT, NON-AGRICULTURAI 195] 54.? 54.3 54.6 195? 53.7 
Million persons 1952 54.6 55.5 55.8 1953 55.0 
1953 55.1 55.3 55.3 1954 54.4 
UNEMPLOYMENT 195] 1.6 1.8 1.7 1952 2.1 
\Viillion persons 1952 1.3 1.4 1.4 1953 1.9 
1953 1.2 1.4 1.8 1954 ) 4 
Feperat Receirrs 195] 2.6 3.5 5.3 1952 5.0 
Billion dollars 1952 3.1 4.2 6.0 1953 5.1 
1953 2.7 4.7 5.2 1954 4.5 
FepERAL EXPENDITURES 1951 5.8 5.2 5.6 1952 3.5 
/ on dollar 1952 6.4 5.2 7.1 1953 5.7 
1953 5.5 5.4 6.4 1954 5.1 
Farm Inco: 195] 4.2 3./ 4.0 1952 ? 6 
: / / (77 a0 d 195) 4 () 3 3 4.1) 1953 8 
1953 38 3] 3.0 1954 2.8 
(CONSUMER S CREDIT Or TSTANDINE 195] 20.6 20.9 15 195? 20.9 
Rillion d ar 195) 24 | 246 Ss ® 1953 25.7 
1954 28.2 8.3 28.9 1954 8 4 
Weekriy FarRNine | 65.21 65.45 67.16 1952 66.59 
IND RIAL WoRKER Dolla 19 70.38 70.28 72.14 1953 71.34 
1953 71.73 71.02 | .9¢ 1954 70.9? 
( ;ROSS } ("RI } ARNI ' Q5 ] | 6 | ] 6? | f, 3 195? | f, 3 
INpI rraL Wor I J) 2 1.70 | /] | 73 1953 | 74 
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\VERAGE Weerkty How: } 10.5 +().4 +] 1952? 10.8 
INI rR1AL WorKE! H 195? 1.4 t1.] 41.7 1953 11.0 
40). 3 10.0 4().? 1954 39.4 

Via I 4 t “a < | 4) ? 2 ? {) 195? 27 79 
R, ’) ; 19 r/ fy } 1953 24.0 

53 6A ® 38 ) ) 1954 237 
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I I AITLER SA } ] Q) ] { } j 5? 1} 8 
if ) di 19 14 8 } { l¢ 1953 | | 
’¢ - 
195 5 | 1 /) 16.4 1954 1)? (~ 
-tectrric Power Prop 19 ' 3 Te 1952 9.7 
B ‘ ] )? is 39 4 +? } 4 $) 
Y5 +3 & $?) 3 $4 ) 1954 $4 | 
Buitpinc Permoirs, 120 Cir 195] 96 3 0] 1952 198 
\f 7 a i? i‘ 2 +4 2/7 26% 1953 38 
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supplement to the 
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COMMERCIAL AND INDUSTRIAI 195] 643 58 612 1952 67] 
FAILURES N in ; 195 ) 3290 SVT) SR 2 1953 647 
195 8 4() R15 R13 1954 86/7 

LiaBILITIES OF FAILURES 5 | 9 1/.6 19.4 i952 26.2 
Villion d lars 195)? 25.0 1X f 2 j 1953 92 2 

195 37.1 36.8 438 1954 96 

Phese figures bring 1p to date some of the series in ““The Compass Points of Business,”’ quarte rly 


ebruary issue. The next supplement will appear in May. 
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a strike of delivery truck drivers. 
Spending in this region was 14 
per cent below a year ago and 7 
per cent above a month ago. In 
addition, the diminished payrolls 
of the steelworkers resulted in de- 
creased spending. For the entire 
year, expenditures in this region 
were 3 per cent above those of 1952. 

Consumer spending in the Flor- 
ida Region (21) continued to re- 
fect the greatest increase from the 
base period and stood at 144.7. That 
tourist bookings in Florida in early 
1954 were somewhat higher than in 
1953 the 
weather in January. Spending for 


was attributed to cold 
the entire year 1953 in the Florida 
Region reflected an increase of 11 
per cent over 1952. 

The Texas Region (24) which, 
until the latter part of 1953, had 
retlected the greatest increase from 
the 1947-1949 level stood at 137.7. 
This was 3 per cent below a year 
ago and unchanged from the previ- 
The 


rometer reflected an increase of 4 


ous month. cumulative ba- 


per cent over 1952. Reduced farm 
prices and cutbacks in petroleum 
output resulted in a lower income 


Industrial Production 


Seasonally Adjusted Index: 1947-1949 = 100; Federal Reserve Board 


1951 1952 1953 1954 
2 126? 


September 
October 

November 12 
December 118 





I 
I 
I 
I 
I 


- + 


* Approximation; figure from quoted source not available 


Wholesale Commodity Prices 


Index: 1947-1949 == 100; U. S. Bureau of Labor Statistics 







1951 1952 1953 1954 
] 115.0 109.9 111.0? 
Feb 116, 11 109.0 
Marc} 112.3 110.0 
April 100.4 
May 1s. 100.8 
] ne 15.1 
July 114.2 ) 
Aug 133.9 aia 110.6 
Seprember 113.4 111.8 111. 
October 113.7 111.1 110.2 
November 113.6 110.7 109.8 
December 113.5 109.6 110.1 


* Approximation; figure from quoted source not available. 





Employment 
Millions of Persons: U. S. Bureau of the Census 

1951 1952 1953 1954 
January 61.5 61.8 62.4 59.8 
February 61.3 61.8 62.7 
March 62.3 61.5 63.1 
April 
May 
June 
July 
August 64.2 64.0 64.6 
September 63.2 63.7 63.6 
October 63.5 63.1 63.4 
November 63.2 63.6 63.3 
December 62.7 62.9 62.8 


Includes‘all civilian workers. 





Se. Vee a 


level in the Texas Region recently. 


at 


close to the year-ago level. Accord- 
ing to the preliminary estimate of 
the Department of Commerce, re- 
tail sales in January reached $12.0 


Retail sales in January 
and early February held 


billion. This was 3 per cent below a 
year ago and 24 per cent a month 
ago. 

Volume in non-durable goods 
was unchanged from a year ago 
while spending for durables was 7 


per cent below a year ago. Con- 
trary to the tendency in recent 
years, department store sales were 


above a year ago while sales in all 


other classifications except service 
station sales were unchanged from, 
or below, the previous year. 

While food purchasing remained 
close to the year-ago mark it was 
seasonally below December. Meat 
consumption remained higher than 
a year ago as increased beef sales 
offset the slightly lower level of 
pork sales. Contrary to earlier ex- 
pectations, coffee purchases were 
not diminished as a result of the 


higher prices. In general, the in- 









Consumers’ Price Index 


Index: 1947-1049 = 100; U.S. Bureau of Labor Statistics 











1951 1952 1953 1954 
January 108.6 113.1 113.9 114.9? 
February 109.9 112.4 113.4 
March 110.3 112.4 113.6 
April , 
May 
June 
July 
August 110.9 114.3 115.0 
September 111.6 114.1 115.2 
October 112.1! 114.2 115.4 
November 112.8 114.3 115.0 
December 113.1 114.1 114.9 





* Approximation; figure from quoted source not available. 





[Industrial Stock Prices 
Monthly Average of Dasly Index: Dow Jones 





195! 1952 1953 1954 
January 244.45 271.71 283.47 286.64 
February 253.32 265.19 283.94 
March 249.50 264.48 286.79 
April 253.36 262.55 275.28 
May 254.36 261.61 276.84 
June 
July 
August 
September 
October 
November 
December 266.08 285.95 281.15 


Based on closing prices of 30 industrial stocks 





Retail Sales 


Billions of Dollars: U. S$. Department of Commerce 















195! 1952 1953 1954 
January 12.6 11.8 13.0 13.17 
February 11.7 11.7 12.3 
March 13.4 12.7 14.0 
April 12.5 13.4 14.2 
May 13.3 14.4 14.7 
June 13.3 13.8 
July 12.4 13.4 
August 13.3 
September 3. , 
October 14.8 15.0 
November 13.4 14.0 14.0 
December 15.4 16.9 16.7 


t Approximation; figure from quoted source not available. 
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WHEN YOU USE STEEL 








Allis-Chalmers machinery works for you 


Steel in your plant or home moy start in a gyratory crusher like 
the one shown above being assembled at the Allis-Chalmers plant. 
At the iron mine this crusher will reduce rough blasted iron-bearing 
ore (taconite) to gravel size. Allis-Chalmers grinding mills and 
screens will then help convert this low-grade ore into iron-rich blast 
furnace feed. Utilization of this low-grade ore will extend for many 
decades the nation’s reserves of iron. 


POWER EQUIPMENT > 
. 


Here white-hot billets of steel are rolled into rods. The 
operator of this pulpit-control panel has precise control of 7 powerful 
Allis-Chalmers electric motors which drive the rod rolling mill shown 
in the picture. From starting speeds slow as a walk to finishing 
speeds of 60 miles an hour, all 22 mill stands are perfectly coor- 
dinated by this Allis-Chalmers equipment. Allis-Chalmers machinery 
helps all industry process materials—produce power. 


ALLIS-CHALMERS 


General Machinery Division, Milwaukee 1, Wisconsin 
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How to get 


from $25,000 


within days 





the cash your company needs in 1954—to pay taxes or 
meet payrolls, for plant modernization, to carry larger 

° — - _ ¥ — 
receivables, etc. Simple! CoMMERCIAL CREDITS 


] 


method can provide 





to millions of dollars—without diluting ownership, 
without mortgaging future profits, without hampering 
company operation. Some individual companies in this 


way used during 1953 up 


5 million 


dollars of CoMMERCIAL CREDIT’Ss money. COMMERCIAL 
Crepit in 1953 advanced more than 600 million dollars 
for working capital purposes alone. In most cases, cash 


was forthcoming 





~ ~ . . . 
of first contact. COMMERCIAL CREDIT’s method 1s efh- 
cient and economical. It lets you increase or decrease the 
amounts of cash used at any time—lets you use it just 


for months 


or as long as there’s need. COMMERCIAL CREDIT funds 
are available on a continuing basis. The single reason- 
able charge is a tax deductible expense. To get cash for 


temporary needs 


for years 


write, wire or phone the nearest COMMERCIAL CREDIT 
CoRPORATION Office listed here. Say, ““Send me informa- 
tion about the plan offered in Dun’s Review and Modern 
Industry.” 

Bartimore 1—200 W. Baltimore St. CuHicaco 6—222 W. Adams St. 
Los AnGELEs 14—/722 S. Spring St. New York 17—100 E. 42nd St. 


SAN Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CrEDIT COMPANY 


Capital and Surplus Over $145,000,000 
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crease at the wholesale level was 
not fully passed on to the con- 
sumers. 

Retail sales of furniture and ap- 
pliances were below the similar 
1953 mark. Sales of the large-ticket 
appliances continued to be below 
the year-ago level. Television sales 
were somewhat higher than in pre- 
vious months. Recent hesitation in 
purchasing of black-and-white sets 
appeared to have abated as commer- 
cial color sets appeared on the mar- 
ket at prices three to four times the 
price of black-and-white sets. 

Automobile sales in January were 
moderately below the extraordi- 
narily high level of a year ago. Used 
car unit volume was above a year 
ago and the preceding month as 
buyers were attracted by the lower 
prices. Although there continued to 
be reports of high stocks, the Na- 
tional Used Car Dealers Associa- 
tion reported inventories as 8 per 
cent below the previous year. 

Retail inventories in January rose 
December 
level of $21.2 billion. The month- 


somewhat above the 
to-month increase was less than is 


customary. Inventories continued 
to be about 5 per cent above the 
early 1953 level. 

Wholesale sales in January were 
below the year-ago mark but sea- 


sonally above December. Buyers 


continued to order cautiously and 
most orders were on a short-term 
basis. 

Textile trading continued to be 
below a year ago with the more 
notable decreases registered in 
woolen goods. Cotton trading was 
almost equal to the previous year. 
Purchases of synthetic fabrics were 
below the 1953 level. 

Apparel was bought in greater 
quantities in January than in the 
previous month. However, many of 
the purchases were of a test nature 
as buyers awaited consumer accept- 
ance of new styles before placing 
orders in substantial lots. 

Among durable goods, the great- 
est decreases were reflected among 
jewelry wholesalers. Furniture pur- 
chases were below the 1953 level. 
Despite the sustained level of build- 
ing, sales of lumber and building 
materials were below the year-ago 
period. 

Wholesale inventories continued 
to decline in January and were 
about 3 per cent above the 1953 
level. Stocks of electrical goods re- 
mained well above a year ago de- 
spite the strenuous efforts of whole- 
salers to clear their shelves. 

Total United States exports in 
1953 were placed at $15.7 billion. 
This was 3 per cent above 1952, the 
previous high. Imports during 1953 

















| 1, eckly Business Signposts 


Number of Failures 


SELECTED BUSINESS INDICATORS LATES1 PREVIOUS YEAR 
WEEK" WEEK AGO 

STEEL INGot PRODUCTION......... 177 177 224 
len Thousand Tons 

3ITUMINOUS CoaL MINED........ 760 784 835 
Hundred Thousand Tons 

AUTOMOBILE PRODUCTION........- 131 129 138 
Thousand Cars and Trucks 

ELectric Power OuTPUT......e. 868 867 815 
len Mullion K.W. Hours 

FREIGHT CARLOADINGS. .....cecc - 624 624 682 
[Thousand Cars 

DEPARTMENT STORE SALES....cees 9] S6 92 
Index (1947-1949=100 

WHOLESALE PRICES. ...icscccvecs 7 112 111 109 
Index (1947-1949 =100 

ee Le, a re 850 7/72 854 
lLiundred Million Dollars 

Money IN CIRCULATION... ..cceee F 299 299 298 
Hundred Million Dollars 

Business FAILURES...<.....s.cse 277 238 200 








*Steel, automobile, clearing and failure data are for the third week of February; other 
figures are for the second week. Sources: American Iron and Steel Institute; U. S. Bureau 
of Mines: Automotive News: Edison Electric Institute; American Association of Rail- 
roads; Federal Reserve Board; U. S. Bureau of Labor Statistics; DuN & Brapstreert, INc. 
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TANK STORAGE 


TERMINALS 


GENERAL, 


a division of GENERAL AMERICAN TRANSPO! 


MINALS 
ID THAT CAN BE TRANSPORTED 


Bulk liquids stored and packaged 
with no capital investment on your part 


By uSing General American Tank Storage 
Terminals in five major marketing 
Shippers and processors of bulk 

Save on Shipping and can distribute 
products to the market as needed. 


TERMINALS: 

Chicago, Illinois; Galena Park and Pasaden 
(Port of Houston) and Corpus Christi, 
Texas; Port of New York (Carteret, N.J.); 
Port of New Orleans (Goodhope, La. ) 


Modern storage facilities, barrelling and 
drumming. Plus complete canning equipment 


+ 


at Carteret, N.J. and Goodhope, La. 





General American Tank Storage Terminals. 


TATION CORPORATION, 135 South LaSalle Street, Chicago 90, Hlinots 
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only makes a distinctive, 
your customers and business prospects, but 
builds good will and acts as a constant re- 
minder of your organization 

The Executive Line 
cause each 
carefully 
valivabie, 
render oa 


Adv ertising 
mail coupon TODAY, 


your le 


Triple 


$2.00 


ter thin 


Bakelite, 
wells, scads of 3x5 memo paper. 
Biank sample — $1.50 pstpd. 


HERE ARE 


A GROUP OF 


SILENT SALESMEN THAT 
oo iiiniie 





The Executive 


Desk Pal 
No. 300 


Lustrous Wal- 
with two deep 


LINE 


Reminds of You and Your Products 
Every Hour of the Day 

Your firm name, slogan or trademark on an 

Executive Line Advertising Specialty not 

practical gift for 


is distinguished be- 
and every item is 
designed to be extra 
extra useful and to 
lifetime of use. 
CLIPS * LETTER OPENERS 
TAPE MEASURES © STEEL RULERS 
NOVEL PAPERWEIGHTS 
CALENDARS © LIGHTERS 
PLASTIC FOLDING 6-FOOT RULERS 
AND YARDSTICKS © PEN SETS 
EXECUTIVE 


* KNIVES 


products 


ailable from most good 


trerbead. 


Threat a = 
Letter Opener ] 
1102 . . 


sample — 
postpaid. 


Pocket Slide 
Caliper No. 1045 


and dex 
1ient 


(> enuine 


sample — 
postpaid. 
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No. 503 
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" All steel—tlifetime 
construction. High tem- 


per tarbon cutlery with 2 


THIS COUPON MUST BE 
ATTACHED TO LETTERHEAD 


rror-polished blades. Wa- 
ahtweiaght. Three scales. 
Blank sample — $2.00 we 


F the EXECUTIVE LINE, 136 W. 54 St. 


' 
Send free catalog and prices | am enclosing ; 
' $ for following blank samples (checked). : 
No. 300[] No.1102[J No. 1045[] No. 503[] 4 
I 
! Nome ' 
Firm’s Name : 
| Address * ' 
‘ ' 
MI-3-54 
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$10.9 billion, 2 


per cent above the year-ago level 


were estimated 


and 1 per cent below the 1951 peak 
of $11.0 billion. 

Military 
amounted to 22 per 
port total and stood at $3.5 billion. 
In 1952 
comprised only 11 per cent of the 
total United States exports. After 


shipments in 1955 
cent of the ex- 


military shipments had 


allowance for the increased defense 
shipments, exports were 8 per cent 
below the total for 1952. 

Exports in December were 1 per 


cent bel »W 


the similar 1952 period. 
This marked the first time since 
May 1953 that exports had fallen 
below the 1952 level. December im- 


ports were 13 per cent under 1952 


Hh). During 


| January and 
JF VICES 


February, wholesale 
prices reflected a slight increase. 
The Dun & Brapstreet Daily Com- 
modity Index rose trom 274.93 on 
January 15 to 275.55 on February 
19. This was fractionally above the 
year-ago mark. 

Coffee prices were frequently in 
the headlines during January and 
February. The Brazilian coffee FOP 
had been diminished as a result « 
trost and excessive rain. There ap- 
peared little likelihood that coffee 
prices would dip unless there was a 
marked decrease in coffee con- 
sumption. 

Metal prices dipped from January 
to February and were generally be 
low the 1953 mark. By mid-Febru- 
ary, steel scrap prices were 37 per 
cent below the year-ago level and 
l2 per cent below the January quo- 
tation. Buyer caution, reflected in 
recent declines in steel operations, 
was partially responsible tor the 
lower level of scrap prices. Prices 
for finished steel were further re- 


Datty WHoLesaALe Price Inpex 


I he index 1s prepared on th hasis ot d ails spot ¢ los 
ing prices of 30 primary commodities (1930-1932 = 
100). 


Week 

Ending Mon. Tues Wed. Thurs. Fri 
Feb. 19 275.83 275.81 275.92 275.98 275.55 
Feb. 12 276.25 276.45 276.64 276.71 Hol. 
Feb. 5 274.98 275.03 274.76 75.26. 275.73 
Jan. 29.. 275.68 275.83 276.09 275.56 275.68 
Jan. 22.. 274.58 275.11 275.47 275.72 275.55 


WHOLESALE Foop Price INpEx 


The index is the sum total of the prices per pound 
of 31 foods in general use. It is not a cost-of-living 
index. 


Latest Weeks Y e: ir Ago 1954 
Feb. 16. 7.11 Feb. 17 $6.20 High Feb. 16 7.11 
Feb. 9. 7.09 Feb. 0 6.19 Low Jan. 5 . 6.85 
Feb. 2. 7.01 Feb. 3. 6.13 1953 


ed 


Jan. 26. 6.96 Jan. 27. 6.22 High Dec. 29.. 6.81 
Jan. 19. 7.03 Jan. 20. 6.25 Low Feb. 3.... 6.13 
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tHe DIAMOND 


UTILISCOPE’ 


(WIRED TELEVISION) 


; 


AN EMPLOYEE WHO... 


Requires no pay check 


Never makes a mistake 


Works 24 hours a day 


Never takes a vacation 


Many industrial operations that must be 
watched continuously and formerly required 
the individual attention of a man, are now 
being done without the man .. . by using 
a Diamond “Utiliscope’”’ (Wired Television). 
The camera takes the place of the man 
... the monitor or receiver brings an exact 
picture of what is happening (as it happens) 
to a remote central control point or wherever 
else desired. Use the coupon below for 
further information. 


TYPICAL USES 


Checking remote gauge 
readings @ Watching 
flow of molten steel e 
Viewing nuclear re- 
search e@ Observing 
conditions inside fur- 
naces @ Coordinating 
materials flow on con- 
veyors. @ “Utiliscope” 
(Reg. U.S. Pat. Office). 








ER 
LANCASTER, OHIo MALTY CORP. DR 


Ple 
ase ag without Obligation a copy of 
0. ll Showing how the 
ye (Wired Television) is 
OSts, improve Operations 


and promote Safety. 
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DIAMOND POWER SPECIALTY CORP. 


FIRST IN INDUSTRIAL TELEVISION 
LANCASTER, OHIO 
OFFICES IN 39 PRINCIPAL CITIES 
Diamond Specialty Limited — Windsor, Ontario 


Since 1903, Diamond has Manufactured 
Quality Equipment for industry 
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duced as a result of increased 
freight absorption by some of the 
leading companies. Although quo- 
tations remained unchanged during 
the month, this absorption of a hid- 
den cost amounted to a price cut. 

Lead and zinc prices dipped 
cent in the month. The price cuts 
were generally reflected by the lack 
of stability in the London market. 
Mounting inventories of both met- 
als exerted considerable pressure on 
prices in recent months. 

Copper prices continued to be 
steady but the reports of a price 
drop, which had been so prevalent 
in the Fall, again persisted. Copper 
scrap prices dipped in the past few 
months; for this reason it was ex- 
pected that the finished goods Quo- 
tation might soon crop. 

Farm prices rose trom December 
to January; the rise was partly sea- 
sonal. The parity ratio, reflecting 
the difference between the prices 
paid and the prices received - by 
farmers, rose one point to 92. A 
year ago the ratio was 95. 

Grain prices were quite steady 
during the month. Wheat prices 
rose about 3 per cent but were 2 
per cent below the year-ago level. 
Rye prices dipped fractionally, 
while corn prices increased some- 
what and were 5 per cent higher 
than at this time last year. 

Livestock prices reflected a slight 
change. Hog prices dipped 2 per 
cent but were 30 per cent above the 
1953 comparative. Quotations for 
smoked meats continued to be 
markedly above the year-ago pe- 
riod. Beet prices dipped seasonally 
but were fractionally above the sim- 
ilar 1953 period. 

Dairy prices were almost un- 
changed from both the year-ago 
and month-ago level. Potato prices 


BANK CLEARINGS 
( Thousands of Dollars) 


-———- January —_——._ 
1954 1953 Change 
35,428.96] 36,997 586 $.2 
42,599,368 39,081,827 9.0 
78,028,329 76,079,413 2.6 


Total 24 Cities 
New York 


Total 25 Cities..... 


New Business INCORPORATIONS 
Geographical Dec. Twelve Months 
Divisions: 1953 1952 1953 195? 
New England 843 813 7,041 6.130 
Middle Atlant 2,751 2.678 32,842 31,655 
East North Central 1.507 1.349 17.417 14,760 
West North Central. 498 $35 5,080 
South Atlantic 1.372 1,266 15,435 
East South Central 292 239 2,990 
West South Central. 406 400 6,140 
Mountain 344 312 4.095 
Pacific Coast...... 90? 782 11,505 
Total U.S... 8,274 102,545 
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Perhaps it will never be among the 
assets on your balance sheet, but 
when a way of life contributes to 
employee efficiency and happiness— 
and helps you operate your business 
more profitably—then it becomes a 
decided asset, invaluable to your 
success. 

The way of life prevailing in West 
Penn Electric’s service area con- 
stitutes a “good will” asset of the 
many business firms and industrial 
plants located there. This area in 
five states embraces hundreds of 
small, friendly communities where 
living and working conditions are 
pleasant and progressive. 


Because it’s part of small-town life 
to be proud of local industries, em- 
ployers in our service area receive 
the cooperation of workers—and 
workers enjoy the comfortable way 
of living characteristic of small- 
town life. 


SEND FOR FREE FOLDER 
wr Good Business Keasous™ 


describing advantages enjoyed by 
business and industry in the 
West Penn Electric service area. 
Consult us about your plant site 
problems, in confidence if you wish. 


Write or phone 


Area Development Department 
The West Penn Electric Company 
Room 915, 50 Broad Street 
New York 4, N. Y. 

WH 4-3740 











Monongahela Power Company 


The Potomac Edison Company 
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West Penn Power Company 











HAS YOUR LIGHTING MAINTENANCE 
KEPT PACE WITH PROGRESS? 
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Costly lamp-at-a-time replacement... vs .. . Money-Saving Sylvania group replacement 


Sylvanias Group Replacement Plan 
assures better light...big savings! 














Try 24 Syivania Fluorescent Lamps 
of any popular type. If, in your opinion 
they don't give more light and maintain 
color and brightness for a longer time 
than any other brand, send them back 


| with your signed Certificate of Assurance 


and your money will be refunded. 











Year after year you'll enjoy full ef- 
ficiency from your fluorescent instal- 
lation when you adopt Sylvania’s mod- 
ern replacement plan. 

By this plan your lamps are all 
changed at one time... before burn- 
outs become an expensive nuisance. 
As a result, there are fewer dull or 
flickering lamps... fewer costly work 
stoppages due to lamp replacements. 
You save time, save money, and enjoy 
better lighting, better morale. better 
production, and far better appear- 
ance. If you're interested in positive 
protection for your fluorescent light- 
ing investment, write to Dept. 4L-2303 
Sylvania today! 












Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


in Canada: Sytvania Electric [Conada} Ltd., University 7 


LIGHTING + RADIO 


r Bidg., St. Catherine St., Montreal, ?. @ 


ELECTRONICS + TELEVISION 
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dipped 50 per cent below the early 
1953 level. 

Cocoa prices dipped 4 per cent 
from January to February but were 
68 per cent above the similar 1953 
level. As a result of the increased 
cocoa prices, the nickel candy bar 
appeared to be on its way to be- 
coming extinct. Some manufac- 
turers raised prices while others cut 
the size of the bar. A few manu- 
facturers, remembering the consu- 
mer resistance to the 6 and 7 cent 
bars in the post-war period, experi- 
mented with synthetic cocoa butter 
rather than raise prices. 

Quotations for most textiles eased 
slightly during January. Gray cot- 
ton cloth prices were firmer during 
the month but quotations on fin- 
ished goods fluctuated mildly. Price 
cuts on household linens were an- 
nounced by some manufacturers. 
Price reductions were also an- 
nounced for some of the synthetic 


fibers as well as certain wool fabrics. 


4, Despite continuing 
JS IRANCE , 
MO} conversation about 


“recessions, “inventory adyust- 
ments,” and “moderate declines,” 
the Dow-Jones stock average 
reached a 20-year high in late Janu- 
ary. The Dow-Jones average of 30 
industrial stock prices rose from 
286.72 on January 15 to 291.07 on 
February 19. Turnover was high. 
While the stock market remained 
exceedingly bullish, it was noted 
that quotations on bonds also edged 
upwards. 

Recent 
nounced by major 


expansion plans an- 
companies 
helped to encourage an advance in 
their stock prices. Earnings reports 
generally continued to reflect in- 
creases over previous periods. The 
lowering of corporate taxes on the 
irst of the year increased the pos- 
sibility of a higher return to in- 
vestors. 

The money supply in January 
was considerably greater than in 
December. The increase was some- 
what more than is customary at this 
time of year. 

The Federal Reserve Board re- 
duced its discount rate from 2 per 
cent to 1.7/5 per cent in the latter 
part of January. This was the first 
change in the rate since January 


D 





a ae 








ANVdUWO)O UATTIIWN AHL 





‘“‘WHAT’S BEHIND IT?” THAT’S 
the true measure of lighting fix- 


ture value. Behind the Quality 
and Continuous Dependability of 
Miller Fluorescent, Incandes- 
cent, Mercury fixtures for indus- 
try, commerce and schools —are 
110 years manufacturing know- 
how—1,000 combined man years 
field lighting engineering —mil- 


lion-dollar production facilities. 
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Tae unusual speed of Srertinc SuprReME Gummed 
Tape is due to the special adhesive and its unique 
method of application to the tape. The exclusive adhe- 
sive formula is the result of forty years intensive 
research and development in the Gummed Products 
Laboratories. It is a blend of a number of top quality 
adhesives, each possessing different desirable charac- 
teristics. 

The adhesive is applied in a ribbed pattern known 
as ‘‘Tread Gumming.”’ The treaded surface offers a 
much greater moistening area and assures quicker and 
more thorough water penetration. Another advantage 
of the tread pattern is that it prevents “side-slip” 
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Super-standard in quality 
Super-standard in efhiciency 


A Trojan Imperial 
The finest standard sealing tape 


on the market 
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STERLING 
SUPREME 
GUMMED 


when the tape is being applied. It further acts as a 
guide for easier corner folds. Even though STERLING 
SUPREME is a premium tape, it’s a money saver. It 
speeds production in the packaging room. 

Besides the super standard SterLinc SuPREME and 
the standard Trojan [mpertaL Tapes, The Gummed 
Products Company offers the user many special pur- 
pose tapes. Each is an outstanding tape of unques- 
tioned quality. Ask the paper merchant who distributes 
Sterling or Trojan in your locality about them. He is 
your dependable source of supply for all your paper 
and tape requirements. 


The 
GUMMED PRODUCTS 
Company 


oe Specialists in the cumming of 


printing papers and sealing tapes 
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Main Offices and Mills: TROY, OHIO—Sales Offices: Atlanta, Chicago, Cincinnati, Cleveland, Los Angeles, New York. 
Philadelphia, St. Louis, San Francisco— Distributors from coast to coast. 















plant... 


ASSEMBLY SPEED 


with an eye to improving 
your product 





@ Plastics that could work wonders in 
giving your products new sales advan- 
tages—more competitive ‘“edge’’—are 
all around you. In one plant depart- 
ment after another you have equipment 
that works better, looks better and often 
lasts longer because Durez phenolic 
plastics are used in making it. 

These examples only hint at the un- 


equalled Hexi 


in fitting themselves to your blueprint. 


bility of Durez phenolics 


In simplicity of production and end- 
product characteristics alike, Durez 
materials are extending horizons for 
businessmen and their technicians in 
designing tor tomorrow s profits. 

As resins applied to a product or in- 
tegral in it, or as materials for molding 
into finished large and small units in 
custom molding plants, today’s phe- 
nolics have more possibilities than ever 
before. Your engineers and molding 
men will find Durez—largest producer 
of phenolics exclusively—helpful in 
making them pay. 


CORROSION 
RESISTANCE 


Glance around your 
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ABRASION RESISTANCE 





PROTECTIVE COATING RESINS 


Our 7 — Plastics News’ will 


you informed on es ‘5 mses a 
Durez. Write, on office letterhead. 


_ 1903 Walck Road, North Tonawanda, N. Y. 


Phenolic Plastics for the New Competitive Era 
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1953 when the Federal Reserve 
Bank boosted the interest rate to 2 
per cent. The prospects for lower 
private bank rates increased. In 
early February, the price rate was 
3.25 per cent. 

This reduction in the discount 
rate was the second step taken re- 
cently by the Federal Reserve to en- 
courage lending activity. The first 
step was last May when the Federal 
Reserve Board started buying Gov- 
ernment securities on the open mar- 
ket. Some observers thought that a 
further reduction of member bank 
reserves might also be in the offing. 

Private banks showed little in- 
clination to cut interest rates; com- 
mercial, industrial, and agricultural 
loans remained about 2 per cent be- 
low the year-ago period. Loans to 
real estate were about 5 per cent 
higher than at the same time in 
1953. 

In addition to lower interest rates 
on long-term loans, rates on short- 
term loans dipped. Government 90- 
day securities sold at their lowest 


rate since 1949. Two of the major 
credit companies again shaded their 
rates in the latter part of January. 
Short-term borrowings were ex- 
pected to hold firm as a result of 
tax borrowing by firms to meet pay- 
ment by June 30. 

Consumer credit outstanding at 
the end of December reached a new 
all-time high and stood at $28.9 
billion. This was 3 per cent above 
the previous month and 10 per cent 
above the similar 1953 level. Auto- 
mobile installment paper decreased 
during the month. This was the 
first month-to-month decrease since 
January 1952. Additional decreases 
in the next few months in automo- 
bile paper were expected; loans on 
cars, which zoomed after the re- 
moval of credit controls in April 
1952, are soon to mature. 

Total credit was expected to dip 
somewhat in the next few months, 
although many retailers, in an effort 
to increase sales, were planning to 
offer credit more extensively than in 


the past few years. 
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This letter is 5 years old. 
| had it on 


my desk in 5 minutes! 
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~ /Yes.thankstoLIBERTY RECORD STOR- 


eS AGE BOXES, system Is so easy.. locat- 


ing ol 1. but still valuable records is 
quick and sure! Save time and money 
with vourown complete Record Find- 


features exclusive with LIBERTY 
BOXES. Sold by leading stationers 
and oflice equipment dealers. 


ing System by utilizing the systematic 
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Storage room using Liberty Boxes 
at United Airlines 
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STORAGE BOXES 


ONE PIECE CONSTRUCTION .. . no /oose parts 


. sets up in seconds... delivered fiat. 


DUST-PROOF CLOSURE .. . patented, easy to 
use ... Overlapping top keeps records clean. 
SPILL-PROOF PROTECTION 
dropped! Cord and tension button prevents dis- 
organization. 


DESIGNED FOR LONG LIFE... only highest grade 
corrugated fibre-board and quality parts used. 


even when 


Send for FREE Manual of RECORD STORAGE 
PRACTICE. Tells how long to keep records... 
Shows best record storage methods. 


BANKERS BOX COMPANY 


720 S. Dearborn St. * Chicago 5, Ill. 
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*Trade Marks 


For 21 years, IBM has been making the finest 
typewriters in the world! 

And now two new model IBM Electrics are ready for 
you—the new Standard and the new Executive *! 
These new IBM’s have exciting new features 
never before available on any typewriter! 

And the work anyone can turn out ts so fine 

that every letter is a masterpiece of typing! 

You can get all the facts about these beautifully 
designed IBM’s by writing to: 

INTERNATIONAL BUSINESS MACHINES, DEPT, MD 
590 Madison Ave., New York 22, N. Y. 


Electric ‘Typewriter 





WATER 


FOR INDUSTRY 








WATER 


FOR TRANSPORTATION 


WATER 


FOR RECREATION 
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MICHIGAN 


HAS THE WORLD’S GREATEST FRESH WATER SUPPLY 


Michigan is almost surrounded by. waters of the Great Lakes system, the 
world’s most important inland waterway. 

It has thousands of smaller lakes and thousands of miles of rivers and 
streams. 

With its abundant water resources and its ideal location Outstate Michigan 
is Production Land ... Market Land... and Vacation Land, all in one. 

Be sure to investigate Outstate Michigan before deciding on the location 


of your new plant. 


Write for FREE DATA covering any specific location 
in OUTSTATE MICHIGAN 





' Shading on map shows 


errifory served b 
Contamers Pesce Company | FOR INFORMATION CONTACT 
INDUSTRIAL DEVELOPMENT DEPT. 


JACKSON, MICHIGAN 
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Business failures rose 7 per cent 
in January, to 867, the highest toll 
for any month since May, 1950. 
Casualties were more numerous 
than in any other January in the 
past twelve years. 

The rate of failure in relation to 
the number of operating concerns, 
as reflected in Dun’s Fatture In- 
DEX, remained steady at the Decem- 
ber level, 37 casualties for each 
10,000 businesses listed in the Dun 
& BrapsTREET REFERENCE Book. 


This rate was up considerably from 
the 26 a year ago; in fact, it reached 
a post-war high for the month of 


January. 

Contrasting with the increase in 
the number of failures, their liabili- 
ties dwindled 32 per cent, falling to 
$29,592,000, the lowest volume since 
this past August. The downward 
trend was occasioned by a decline 
among failures involving liabilities 
of $100,000 or more; these larger 
failures were the lowest in the last 
half year. On the other hand, casu- 
alties involving smaller amounts in- 
creased from December. Failures in 
the $5,000 to $25,000 size class were 
more numerous than at any time 
since 1950 and those involving $25,- 
000 to $100,000 climbed to a record 
high. More enterprises failed than 
a year ago in all size groups. 

Almost two-thirds of the month’s 
casualties were five years old or less. 
While 15 per cent of the failing 
concerns had started operations in 
1953, 30 per cent had begun in 
either 1951 or 1952. 

All of the increase in mortality 
between December and January 
was concentrated in retail trade 
where the toll climbed to the high- 
est level since mid-1942. Casualties 
were heavier in all retail lines ex- 
cept food and drugs. The upturn 
was particularly sharp among ap- 
parel stores where more concerns 
succumbed than in any month since 
early 1950. 

Failures in the other major func- 
tions were about as numerous as 
in December. In manufacturing, de- 
clines in the lumber and machinery 
industries were counterbalanced by 
increases in failures in paper, print- 
ing, chemicals, and leather. 

In comparison with a year ago, 


MODERN 


failures were more numerous in 
January in most lines of business. 
The upturn was sharpest in com- 
mercial service 
jumped 54 per cent. Manufacturing 
failures were 48 per cent above last 
year’s level. The mildest rise, 10 per 
cent, took place in construction. 
The commercial service upturn was 
especially pronounced in the busi- 


where the toll 


ness and repair lines. In manufac- 
turing, the textiles and apparel, and 
the paper and printing industries 
accounted principally for the rise; 
the latter line suffered the highest 
mortality since 1942. There was a 
relatively slight increase in construc- 
tion casualties from January 1953; 
while subcontracting failures con- 
tinued upward, those among gen- 
eral builders declined. 

Within retailing, where there was 
an over-all advance of 35.per cent 
from the previous January, failures 
were more numerous in all lines 
except drugs. Over twice as many 
casualties occurred among the auto- 
motive retailers as a year ago. 

Although the number of failures 
among food and liquor retailers this 
January was 15 per cent above last 
year’s level, the liabilities involved 
were virtually the same. A 19 per 
cent increase from a year ago in 
failures among eating and drink- 
ing places contrasted with a 48 
per cent drop in the volume of 
liabilities. 

The smaller retailers apparently 
predominated among those failing 
in the general merchandise field, 
too. Here, the number of failures 
rose 19 per cent from the January, 
1953 level, while liabilities declined 
17 per cent. Among retailers of 
drugs, where failures were 23 per 
cent less numerous than a year ago, 
liabilities were down 33 per cent. 

In some other lines of retailing, 
larger failures were more prevalent 
than a year ago. Failures among re- 
tailers of apparel and _ accessories 
were 44 per cent higher than in 
January, 1953 and among retailers 
of furniture and furnishings they 
were up 59 per cent, while the lia- 
bilities involved in both lines of 
business were twice as large. 

The liabilities of failures among 
retailers of lumber, building mate- 
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Move indicator knobs on scale to 
widths wanted...and it’s ready to go! 


The FH is little larger than a 
typewriter, and costs less! 


Even if it’s only lOO oo 


...items to be folded, you can save 
time and cut office folding costs with 
this new small Folding Machine! The 
FH is the first truly low-cost, practical 
folder for handling bulletins, sales 
letters, announcements, invoices... 
other items that have to be folded. 

It is precision-made, accurate and 
fast. With semi-automatic feed, and 
electrically driven, it will double-fold 
letter size sheets—up to 5000 pieces 
per hour. And it can fold sheets when 
stapled together. 

It makes eight basic folds, handling 
paper of various weights in sizes as 
large as 8'2 by 14 inches. 

Anybody can learn to use the FH 
in a few minutes. Moving two knobs 


PITNEY-BOWES 


Folding Machines 


Made by Pitney-Bowes, Inc. . . . originators 
pay of the postage meter . . . 93 branch offices, 
with service in 199 cities in U. S. and Canada, 





x 


on the inch-marked scale sets the 
machine for the width of 
wanted—-takes less time than tuning 
in your TV set! 

Little larger than a typewriter, and 
costing less, the portable FH can be 
carried easily from place to place; 
needs but little working space. It’s a 
real convenience in any office and soon 
pays for itself. 

Ask the Pitney-Bowes office near 
you to show you the FH. #@ 

Or send the coupon for ¥% 
the free booklet... 


folds 


Fully automatic model 
FM folds up to 19,000 
sheets per hour. 
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PITNEY-Bowes, INC. 
1504 Pacific St., Stamford, Conn 


Send free booklet on Folding Machine to: 
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LUT COSTS 


with EMERSON-ELECTRIC 


AIR CIRCULATORS 


If stale, dead air handicaps your 


employes and drives customers away; 


it’s costing you money. 


You can cut this cost with Emerson- 


Electric Air Circulators. They move 
large volumes of air quietly... to 


keep “living conditions” inside your 


buildings comfortable and pleasant 
in all seasons. Don’t let bad air add 
to your overhead... 
installation data today. 


send for complete 











EMERSON-ELECTRIC AIR CIRCULATORS 


Backed by the famous 5-Year Factocy-to-User Guar- 
antee, these powerful fans are available in 24” and 
30° blade sizes, with two-speed, ball-bearing capaci- 
tor-type motors lubricated for 6,000 hours’ service. 
Your choice of floor, counter, wall or ceiling mount- 
ings. For further information see your electrical 
contractor or write for Bulletin No. 766. 














EMERSON-ELECTRIC 
EXHAUST FANS 
CUT COSTS, TOO! 


For complete ventilation of 
your buildings investigate 
Emerson-Electric’s complete 
line of direct- and belt-drive 
exhaust fans, in Capacities 
ranging up to 19,350 c.f.m. 
Write for new catalog No. 
766A, 














THE EMERSON ELECTRIC MFG., CO., St. Louis 21, Mo. 


rials and hardware were more than 
three times as large as in January, 
1953, in contrast with a rise of 57 
per cent in the number of failures. 
A tendency toward smaller fail- 
ures was evident in some lines of 
wholesaling and manufacturing. An 
) per cent increase from a year ago 
in failures in the manufacturing of 
chemicals and allied products con- 
trasted with a decline of 76 per cent 
in the volume of liabilities. In the 
manufacturing of iron, steel, and 
products, failures were 11 per cent 
less numerous than a year ago, 
while liabilities were down 33 per 
cent from the January, 1953 level. 
The number of machinery manu- 
facturers failing was the same this 
January as a year ago, but the lia- 
bilities were down 45 per cent. 
There was an 18 per cent rise in fail- 
ures among wholesalers of food and 
farm products, contrasting with a 
33 per cent decrease in the volume 
liabilities. While there was an 
increase of 6 per cent in failures 
among manufacturers of food and 
kindred products, the liabilities in- 


FarLurES BY Divisions or INDUSTRY 
-~Number~-Liabilities~n 

Current liabilities in lan. fan lan. Jan. 

millions of dollars 1954 1953 1954 1953 


Mininc, MANUFACTURING... 192 130 11.4 Y, 


0.3 
0.8 
0.6 


Mining—Coal, Oil, Misc... 5 
Food and Kindred Products. 18 
Textile Produets, Apparel... 3 29 
La smb r, Lumber Products. Z 18 
Paper, Printing, Publishing 
Chemicals, Allied Products 
| caine Le ather Produc {s 
Stone. Clav. Glass Products 
Iron, Steel, and Products 
Machinery 
[ransportation Equipment... 
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Miscellaneous 
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Food and Farm Products... 
\y pp yarel 
Drs (Goods 
umber, Building Mat erials, 
Hardware ' 
Chemicals and Drugs 
Motor Vehicles, Equipment. 
Miscellaneous 
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Food and Liquor 

General Merchandise 

Apparel and Accessories.... 

Furniture, Furnishings 

Lumber, Building Mate rials, 
Hardware ' 

Automotive Group 

Eating, es Places.... 

Drug Stores..... er 

Miscellaneous 
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General Building Contractors 
Building Sub-Contractors... 
Other Contractors 


CoMMERCIAL SERVICE...... 


THREE EPOCH-MAKING 
New Yoder 
VEVELOPMENTS 
give Big Boost to 


ELECTRIC-WELD 


TUBE 
MANUFACTURE 


1 For high-speed, low-cost produc- 
tion of tubing from aluminum, 
nickel, brass and other non-ferrous 
metals and alloys: Revolutionary 
new high-frequency electric induc- 
tion process for cold-forming and 
welding coiled strip into tubing, 
without drawing or heat treating. 
Welding speeds from 30 to 120 fpm. 
—almost as fast as electric-weld steel 
tube making. The lighter the gauge, 
the higher the speed and lower the 
cost, all the way down to .025", 


2 New Induction-Weld Mill for 
making STEEL tubing up to 4’ dia, 
and merchant pipe up to 2” dia, 
Speeds up to 250 fpm.—almost 
double that of resistance welding. 


3 New 4-in-1 Resistance Tube 
Welder—actually four small trans- 
formers built into the most compact, 
efficient, trouble-free unit ever de- 
signed for tube welding. Insures 
highest daily production of quality 
tubes, with minimum scrap losses, 


All three developments are Yoder 
“Firsts’— making cold process tube 
manufacture more attractive than 
ever. For complete information and 
literature, write, phone, or wire, 


THE YODER COMPANY 


5531 Walworth Ave., Cleveland, Ohio 
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Miscellaneous Public Se rvices 
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I FREE FAN CATALOG Cheakay repeeeces 
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: THE EMERSON ELECTRIC MFG. CO. 
St. Lewis 21, Me. Address 





Undertakers... die 
Other Personal Se rvices.... os 
Business, Repair Service.... aw 
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Tora Unirep STaTes..... 867 647 29.6 
Send us your illustrated 
catalog for "54, 








Cit ee , 
- . Liabilities do not necessarily add to totals because of 
rounding; the figure 0.0 indicates liabilities of less than 
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The ‘‘big six’’ of plastics 
(styrene, phenolics, cellu- 
losics, vinyls, aminoplasts and 
polyethylene ) “modern 
design materials” for 

Air Conditioners 

Automatic Washers 

Dishwashers 

Electrical Appliances 

Floor Coverings 

Furniture 

Home Freezers 

Home Furnishings 

Housewares 

Lamps 

Mixers 

Radios 

Refrigerators 

Stoves 

Television Sets 

Toasters 

Vacuum Cleaners 

Wall Tile 


are 
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_IS YOUR PRODUCT IN THEIR. PLANS "2 


Higher incomes, a higher standard of living, new 
leisure time, and new social patterns have changed 
consumer needs and desires radically in recent 
years. Today consumers are demanding new kinds 
of products—“modern products for modern 
living’ — mostly unknown or in primitive form ten, 
twenty years ago. 

This tremendous demand for new and better 
products is leading alert manufacturers to take a 
continuing second look at their products .. . and 
the materials from which they are made. For 
example, modern research by Monsanto constant- 


ly provides industry with new plastic materials 
with which to keep one-jump ahead of rapidly- 
changing consumer demands. 

In the past year alone, Monsanto has added 
20 new formulations to its “big family” of high- 
quality plastic raw materials. Perhaps one of these 
—or another Monsanto plastic—can help you, too, 
produce better, faster selling products at lower 
cost. Write today for complete information. Also, 
you ll want to send for Monsanto’s new report 
to management: “Outside Design Influence Sets 
Style of Consumer Items.” 





| MODERN-_MMATERIALS FOR. MODERN LIVI a VrAcTiCS 
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SERVING INDUSTRY... WHICH SERVES MANKIND 


U 


MONSANTO CHEMICAL COMPANY, Plastics Division 
Please send me your new management report: “Outside Design Influence Sets Style of Consumer Items. 


Name & Title 


Room 1403, Springfield 2, Mass 


> 











MONSANTO 


Company 








Address 
a) — eee 


City, Zone, State 
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If your office sounds like an 


atomic proving ground, 





make this simple test today. 
Place a Kil-Klatter pad 
under each typewriter. Then 
notice how disturbing and 
distracting noises caused by 
typing are immediately 
reduced. See how errors ns 
and typing mistakes caused 
by noise fatigue are 


reduced, and how your office 





efficiency perks up. of 
AT YOUR STATIONER at 
OR OFFICE SUPPLY DEALER . 
% 


KIL-KIATTER 


TRE SCIENTIFIC TYPEWRITER PAO 





“The Answer to a quietegéffice 
may be under your typem@friters 














volved were more than twice as 
large as in January, 19553. 

Failures rose in January in five 
geographic regions. The Middle 
Atlantic toll reached a_ post-war 
peak, while casualties in the South 
Atlantic Region climbed 32 per cent 
above December to the highest level 
since 1950. 

All areas except New England re- 
ported more January failures than 
in the two preceding years. The 
Middle Atlantic States had a 25 
per cent increase in failures from 
a year ago, while the upturn 
amounted to 40 per cent in the Pa- 
cific States, 49 per cent in the South 
Atlantic States, and ranged above 
80 per cent in the East North Cen- 
tral, West North Central and 
Mountain States. 

Non-metropolitan districts —ac- 
counted almost entirely for the rise 
in casualties from December to Jan- 
uary. The only appreciable increases 
among the large cities took place 
in New York and Newark; in fact, 
mortality in many cities fell off in 
the initial month of 1954. However, 
in both the metropolitan areas and 
the balance of the country, there 
was a 34 per cent upturn from Jan- 
uary last year. The tolls in New 
York, Los Angeles, Cleveland, and 
Newark climbed considerably high- 
er than in 1953. 


Tue Farture Recorpb 


Jan De- Jan- 
uary cember uary P.C, 
1954 1953 1953 Chge.T 
Dun’s Fatture INpEx” 
Unadjusted 39.4 35.3 28.2 +-40 
Adjusted, seasonally 36.8 37.2 26.4 +39 
NuMBER OF FAILURES R67 R13 647 +34 
NuMBER BY Size oF Dest 
Under $5,000 134 118 102 +31 
$5,000—-$25,000 427 376 $32 4-99 
$?5.000-$100.000 249 229 170 +46 
$100,000 and over 57 90 43 4-33 
NuMBER BY INDUSTRY GROUPS 
Manutacturing 192 193 130 +48 
Wholesale Trade 79 85 66 +-20 
Retail Trade 450 38) 3340 +35 
{(Lonstruction 56 SY 78 +-10 
Commercial Serv. 60 64 39 4-54 


(LIABILITIES in thousands) 


CURRENT $29,592 $43,754 $23,309 +27 
RR 8 a a 29,906 45,088 23,760 +26 


*Apparent annual failures per 10,000 listed enter- 
prises, formerly called Dun’s Inso_vency INpeEx. 


tPer cent change, January 1954 from January 1953. 


Business Fartures include those businesses 
that ceased operations following assignment or 
bankruptcy; ceased with loss to creditors after such 
actions as execution, foreclosure, or attachment; 
voluntarily withdrew leaving unpaid obligations; 
were involved in court actions such as recewership, 
reorganization, or arrangement; or voluntarily 
compromised with creditors out of court. 


Current Liapiviries, as used in the Failure 
Record, have a special meaning; they include all 
accounts and notes payable and all obligations, 
whether in secured form or not, known to be held 
by banks, officers, affiliated companies, supplying 
companies, or the Government. They do not in- 
clude long-term, publicly held obligations. Off. 
setting assets are not taken into account. ' 












CITY BANK FARMERS TRUST COMPANY 
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HEAD OFFICE: 


WHAT IS 
YOUR COMPANY’S 


BEST BUY @ 


in a 
Retirement Plan 


NG 
AN 


* DESIGN... First in importanc 
is selection of the proper plan or 
plans for your Company. 


INVESTMENT... Once a plan 


has been established, nothing is 
more important than the proper 
investment of your funds. 


4 


We have had many years of ex- 
perience in the design, adminis- 
tration, and investment of all 
types of employee benefit plans. 


Write or telephone our PENSION TRUST DIVISION 


55 Wall Street, New York 


Chartered 1822 


Affiliate of 


NATIONAL CITY BANK OF NEW YORK 


Established 18]2 
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22 WILLIAM STREET, NEW YORK 


Only STEEL can do so many jobs so well 


= 
5s 


Visitor from Outer Space? No, despite its strange, other-worldly appearance, this 
is no product of extra-terrestrial intelligence, no flying saucer. It’s a perfectly 
practical, very down-to-earth catalyst collector in a large petroleum refinery. Note- 
worthy, however, is the extensive use of USS Stainless Steel in its fabrication... 
to provide corrosion resistance combined with great strength, 


SEEthe United States Steel Hour. It’s 
a full-hour TV program presented 
every other week by United States 
Steel. Consult your newspaper for 
time and station. 


ee 


TRADE 


Amputations Reduced. This new surgical clamp, 
handmade of sanitary corrosion-resistant Stainless 
Steel, can grasp a human blood vessel or artery firmly 
during a delicate operation without injuring the ves- 
sel wall. This clamp has already helped to reduce 
substantially the number of amputations resulting 
from war wounds. 
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Handkerchief Test proves that you can’t beat this 
drum for cleanliness! Ruba clean handkerchief briskly 
around the inside of a USS Drum. The handkerchief 
stays clean. No grease, dirt, scale or rust show up to 
contaminate drum contents. Why? Because of a new 
U.S. Steel process that results in drums absolutely 
clean, completely scale-free, fully rust inhibited. 


Built to be Buried. That’s true of these National Seamless Steel Bottles, produced by U.S. 


Steel. For these bottles are filled with gas and buried underground, where weather and 
temperature changes don’t affect gas pressure. This is the modern way to store gas . 


the safer way. 


Se. UNITED STATES STEEL 


For further information on any product mentioned in this advertisement, write United States Steel, 525 William Penn Place, Pittsburgh, Pa. 


AMERICAN BRIDGE . . AMERICAN STEEL & WIRE and CYCLONE FENCE . . COLUMBIA-GENEVA STEEL . . CONSOLIDATED WESTERN STEEL . . GERRARD STEEL STRAPPING . . NATIONAL TUBE 
OIL WELL SUPPLY . . TENNESSEE COAL & IRON . . UNITED STATES STEEL PRODUCTS . . UNITED STATES STEEL SUPPLY . . Divisions of UNITED STATES STEEL CORPORATION, PITTSBURGH 
UNITED STATES STEEL HOMES, INC. + UNION SUPPLY COMPANY ~- UNITED STATES STEEL EXPORT COMPANY + UNIVERSAL ATLAS CEMENT COMPANY 4-694 
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Make Office Photocopies 
in Brighter Light 
on Peerless DRI-ST 
“Bright-Light™ 
Paper 





NEW DRI-STAT “Bright-Light” paper offers, 


for the first time. office photocopying that truly deserves the 
name. Developed by Peerless Photo Products, Inc., DRI-STAT 
“Bright-Light” paper allows vou to make sharp. clear. black- 
and-white photocopies of any original, under the normal levels 
of illumination in today’s modern offices . . . fluorescent or in- 
candescent light of fairly high intensity, or subdued daylight. 
Here, at last, is a paper that will give you good results under 
four to five times more light than you could ever work in before. 


Now you can really make full use of transfer-process photo- 
copying ...the modern, quick, inexpensive method of making 
exact copies of anything written, drawn, or printed... any- 
where in your office. No longer need you put up with the 
inconvenience of having to locate your photocopy equipment 
in an out-of-the-way corner, a stuffy closet or a crowded 
stockroom. When you use the new DRI-STAT “Bright-Light” 
paper, you can put your photocopy equipment right where 
you want it...right where it’s most convenient and comfort- 
able to use .. and get sparkling. clear, black-and-white copies, 
regardless of room illumination. 


DRI-STAT papers give these amazing results not only on 
DRI-STAT equipment, but with almost every other type of 
transfer-process photocopying equipment now on the market. 
If you already have such equipment, try DRI-STAT papers 
and see the improvement! 

You Save Time and Money with DRI-STAT 

You can copy originals up to 11” by 17” in size on DRI-STAT 
equipment, or continuous strip matter up to 12” wide. Results 
are equally good from opaque or translucent originals, since 
copying can be done either by the reflex or the contact method. 


DRI-STAT vellum paper can be used to produce a translucent 


“master from which multiple copies can be reproduced by 


the diazo process. 


DRI-STAT equipment takes up less space than a typewriter, 
can be used right in the department (or branch ofhce) where 
photocopies are needed. The originals never leave your pos- 
session. Copies are ready in less than one minute, cost less 
than 10 cents apiece. 


Convenient, Easy to Use 

Anyone in your office can quickly learn how to make good 
DRI-STAT copies. No extra help with special training is 
needed. No darkroom is needed, and there are no messy trays 
of developing solution. 


DRI-STAT papers and equipment are wholly manufactured 
in the United States. which means consistent quality and 
dependable delivery. DRI-STAT is sold only through factory- 
trained Peerless distributors, all of whom are well qualified to 
give you professional counsel on your reproduction methods. 


Ask for a Demonstration 


Try DRI-STAT papers on your own work. For a demonstra- 
tion, call or write your Peerless distributor, or clip and mail 
the coupon below. 


DRI-STAT Division 
PEERLESS PHOTO PRODUCTS, Inc. 
Shoreham, Long Island, New York 


[] I'd like to see a demonstration of 
the DRI-STAT process on my work. 


Please send me your free brochure 
describing the DRI-STAT papers 
and equipment. 











Most people know something about labor whether they perform any or 
not. Here are fifteen questions to test your knowledge about various 
aspects of labor in its relation to business. A correct answer to each 
question counts ten points, except for question 7, which is worth sixteen 
points. The highest possible score is 156. 110 or more is excellent, 90- 
108 is very good, 60-88 is fair; only a drone would score less than 60. 


1. Whatever the degree of business prosperity, 
employment traditionally varies with the seasons. 
The peak employment season is in the F 





while the low point appears in the . 





~~ 
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2. The total number of persons employed in 
agriculture in 1953 was 37 per cent below that 
in 1910; between these two periods, the propor- 
tion of family workers, as compared with hired 
help, 


| | increased 


[| decreased 


MODERN 


The answers are on page 160. 
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3. According to the injury rates in manufac 
turing, it is about six times safer to work in a 
plant producing synthetic textile fibers than in a 
sugar refinery. The safest of all factories is one 


produci ng: 


| | paper |] explosives 


| | beer | | steel 


4. The first Secretary of Labor was appointed 
in 1913 when Congress made two separate de- 
partments of the then Department of Commerce 
and Labor. The name of the present Secretary 


of Labor is ‘ 
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>. The professional and managerial 
workers constitutes this proport! yn 


employ ed: 


5 per cent 


15 Der CC nt 


6. The Federal expenditures for fiscal 1953 
amounted to $74.6 billion; the budget allotment 


for the Department of Labor was closest | 


| | 0.5 per cent 
415 


l 


per cent 












No SHUT-DOWNG 
WITH LUBRIPLATE 


—say HENRY & WRIGHT 


of Hartford, Conn. 











“While waiting for delivery of 

one of our 25-ton Dieing Ma- 
chines to do a particularly heavy job, 
a customer was trying to start produc- 
tion of a 10-ton machine. Even though 
it was lubricated with a conventional 
grease every eight minutes, the machine 
had to be shut down for bearings to 
cool during each coil run. Then, on our 
recommendation, he changed to a 
LUBRIPLATE Lubricant. With but two 
applications of LUBRIPLATE a day, the 
machine operated continuously except 
during change of coils.”’ 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 








LUBRIPLATE Grease AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 














LUBRIPLATE 
MOTOR Olt , 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
MorTor OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 





For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ““LUBRIPLATE DATA BOOoK’’...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 
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7. Match each of the labor laws listed below with the phrase that most 


nearly describes it (2 points for each correct answer). 


a. Smith-Hughes Act (1917) 

b. Railway Labor Act (1926) 

c. Hawes-Cooper Act (1929) 

d. Norris-LaGuardia Act (1932) 
e. Wagner Act (1935) 

t. Social Security Act (1935) 


g. Tatt-Hartley Act (1947) 


h. Fair Labor Standards Act (1949) _ ( 





8S. Which otf these is not a union 
method for securing formally pre- 
sented demands: 
strike picketing 
boycott walkout 
9. Union members constitute this 
proporuion ot those employed In 


non-agricultural industries: 


15 per cent 45 per cent 


50 per cent 60 per cent 
10. Identity these men, active ei- 
ther in the past or at present in the 


labor movement: 


a. Samuel Gompers 

b. George Meany 

c. David J. McDonald 
d. Walter Reuther 


e. John L. Lewis 


em im $m em slr 
ed 


l. President, United Steel Workers 
2. President, United Mine Workers 
>. President of the CIO 

4. President of the AFL 

>. Founder of the AFL 


ll. Define these terms. common- 
ly used in labor relations: 


Open shop 








Closed shop 





Union shop 


Closed union 








Featherbedding 


) 1. established workers’ right to 
organize 
) 2. created National Mediation 
Board 
. limited use of injunction 


— 
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) 4. outlawed the union shop 


) 5. regulation of prison-made 
commodities 


ote 


) 6. set minimum wages, maxi- 


mum hours 
. comprehensive program for 


— 
~ 


social insurance 
) §. Federal aid to states for vo- 
cational training 


12. The cost of commodities at 
wholesale in 1953 was slightly more 
than twice as high as in pre-war 
1939; the rise in the cost of factory 
labor (average hourly earnings in 
manufacturing) was closest to this 
figure: 

_! 50 per cent higher 

twice as high 


three times as high 


tour times as high 





15. What are the differences be- 
tween the lobster shift, the owl shift, 
and the graveyard trick? 


14. The average factory worker 
worked 40.5 hours a week in 1953: 
three work 


decades earlier, the 


week was longer by: 


5 hours | | 15 hours 


10 hours | | 20 hours 


15. Business spending for new 
tools and other productive facilities 
used by labor in the years 1946- 
1953 is closest to this figure: 


| | $180 billion 
| | $210 billion 


$60 billion 


$90 billion 
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Speed doubled on 
drawing thin phosphor- a 
bronze tubes for ther- 

mostat bellows 












20,000 mop clamps 
per day with roll- 
feed and 4-stage dies 






Contact assembly speed doubled 
on pen- type flashlight cases 


Faster production, better quality, less 
scrap, safer operation, easier handling, 
quieter action, saving on die wear, and 
other profit-boosting results are run-of- 
mine with Multipress. 

In the three cases shown above, Multi- 
press doubled production rates. Many 
other Multipress users report gains 
ranging to 8 or 10 times the speed of 
previous equipment. 

How does Multipress do it so consist- 
ently? 

It is uniquely engineered to combine 
every advantage of the controlled action 
of fast, smooth, oil-hydraulic power, (in 
capacities of 1 to 75 tons) making it 
readily adaptable to exacting production 
needs of the widest possible variety. For 
details, have your secretary request the 
report “MULTIPRESS—and how YOU 


can use it.” 


DENISON 


7540)| pase 
the DENISON Engineering Co. 


l 
ko. | 
1211 Dublin Rd., Columbus 16, Ohio i 
We'd like more information on Multipress for: | 

| 
| 
| 
| 
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| rormicn is absol 


utely essential 


This remarkable new explosion proof lamp 
brings safe lighting to arsenals manufacturing 
explosives, to refineries and tankers, and even 
under water—places where the slightest defect 
could mean instant death and infinite destruc- 
tion. Perfected by Safe Lighting, Inc., it is the 
first unit of its kind ever to receive the Under- 
writers’ Laboratories approval and listing for 
Class 1, Groups A, B, C and D hazardous lo- 
cations. 


One of the toughest problems facing the 


WHAT'S 


YOUR 


LAMINATED 


PRINTED CIRCUITS 
Reduce cost of 
electronic assemblies. 


PLASTICS 
PROBLEM ? 


issieisenicntetnttehintesiatiinhidipastinindgnaioiat unmennent 


Air pressure explosion-proof portable flood light designed 
by Safe Lighting, Inc., New York. Formica laminated 
plastics contribute to the perfect performance of this new 


BEARING SURFACE MATERIAL DIE STOCK 
New concept in bearing 
surface engineering. 


lamp under hazardous conditions. 


when 
plastics 


are 


laminated 
requirements 


abs 











lamp’s designers was how to obtain absolute air 
and water integrity? Formica engineers helped 
solve the problem with a special material that’s 
first molded then machined to extremely close 
tolerances. The resulting parts fit together so 
perfectly they maintain an air and water tight 
seal that’s good for more than 4000 hours! 
Many other problems were solved, too, by 
the unique combination of properties offered 
by this Formica engineered laminated plastic: 


great tensile strength (the lamp is tested by 


Sensational new 


die-stock material. and special grades. 


Fill out and mail this coupon for a prompt solution 





GENERAL CATALOG 
Formica's ‘standard’ 


dropping it 10 times from a height of three 
feet onto a concrete floor) ... heat resistance 
up to 250° F. . . . minimum water absorption 
. reliable electrical insulation ... corrosion 
and weather resistance .. . light weight. 
What’s your problem? Perhaps Formica’s 
engineering ingenuity, plus Formica’s inherent 
superiority can help solve it? You can get 
complete information promptly by using the 
convenient coupon below. The Formica Co., 


4667 Spring Grove Ave.. Cincinnati 32. Ohio. 
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The Formica Co. 
4667 Spring Grove Ave. 
Cincinnati 32, Ohio 


| 


Send us today: () Printed circuit bulletin 
() Bearing surface bulletin 
[) Die-stock folder 
] General catalog 


ADORESS...... 


CITY 
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Visit us at the Radio Engineering Show, New York, March 22-25. Formica Booths 835-837 Audio Avenue. 
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COLLECTIONS FASTER, DELINQUENCIES REDUCED BY 
SIMPLIFICATION OF ACCOUNTS RECEIVABLE RECORD SYSTEM 


Heavy Statement Preparation Eliminated by Addressing Directly from Ledger ... No Typing Necessary 





























Some time ago, a VJSIrecord systems analyst was 
called in by a large manufacturing concern which 
was feeling a pinch caused by lack of attention to 
collections. Here is what an analysis of their total 
accounts receivable showed: 

55% was current 


27% was more than 30 days 
10% was more than 60 days 
5% was more than 90 days 


3% was more than 120 days. 


A VISIrecord system was then installed. Four 
months later, because of VISIrecord’s superior con- 
trol this was the picture of this same company’s 
accounts receivable: 

76% was current 

9% was more than 30 days 

7.5% was more than 60 days 
2.5% was more than 90 days 
5% was more than 120 days. 
With the installation of the VJSIrecord system the 
result was a 21% increase in current accounts. How 
was VISIrecord able to accomplish this? The answer 
les in the idea behind VISIrecord, and the too/s which 


5% 
59 


-it,makes available in Accounts Receivable operations. 


First, VISIrecord is a visible system. WVISIrecord 
echelon filing exposes all indexes, balances and credit 
limitations; signalling procedures are simplified; in- 
active accounts are easily selected by scanning. 
VISIrecord’s visible ledger location eliminates 
~search”’ time and increases posting speed. Posting 
speeds of four or more records per minute are common. 
Second, pre-sorting and stuffing operations are elim- 
inated. Instant record location over thousands of 
records permits random postings at top machine 
speed from unsorted posting media. 


Third, with the use of VJSIrecord’s versatile, eco- 


nomical VJSIriter, statements can be addressed di- 
rectly from the ledger record, at the time the first 
activity in the account occurs during the month. 


This eliminates tedious statement preparation periods 
at the beginning of the month, and eliminates 
stuffing operations until posting can be resumed. 
Delinquent lists can be prepared easily, right from 
the ledger. 
Fourth, but hardly last, VJSIrecord cuts housing 
costs because it is so compact. It reduces clerical 
costs and boosts production tremendously because 
of its ease and speed of operation. 
With a good VJSIrecord application for Accounts 
Receivable records (both machine and hand posted) 
it is possible to: 
... Have both debit and credit postings strictly up to date. 
... Have total balance not later than the afternoon of the 
second working day of each month. 

... Have statement copies of open invoices in the mail on 
the night of the second working day of each month. 
... Have collection letters for overdue accounts in the mail 
on the night of the third working day of each month. 
... Have each delinquent account signalled for follow-up 
within 4 days after the close of the previous month. 
This system is not new or untried—not by any 
means. VJSIrecord Accounts Receivable users in- 
clude, G. E. X-Ray Corporation, Milwaukee; Rohm 
& Haas, Philadelphia; International Salt Company, 
Scranton; Ford Motor Company, Detroit; Columbia 
Ribbon & Carbon Company, New York; Kimberly- 
Clark Corp., Wisconsin, etc. For additional infor- 
mation about this VJSIrecord application, or, if de- 
sired, a free survey of your present record-keeping 
system, whether it be an Accounts Receivable appli- 
cation, inventory, purchasing, etc., write V/SIrecord, 
Inc., Dept. D3, Copiague, L.I., N.Y. or in Canada: 
VISIrecord, Ltd., 266 King Street West, Toronto 1, 


Ontario. 
ADVERTISEMENT 
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To “Statisticulate’’ 


Statistics are like alienists—they 
will testify for either side. This per- 
ceptive observation by the late Fio- 
rello LaGuardia has been persua- 
sively documented in the new vol- 
ume, How To Lie With Statistics, 
by magazine-editor Darrell Huff. 

Although the book’s title is an ap- 
to skilful skull- 


duggery, with such devious devices 


parent invitation 
as the supercharged chart, the am- 
biguous average, the supple statistic, 
and the insignificant difference, in 
reality the volume is an invaluable 
guide through the maze of statisti- 
cal claims which clutters modern 
life. For by describing many amus- 
ing instances of the bending, if not 
actually the twisting, of the truth, 
the author offers the means of test- 
ing which statistical twin is the 
phony. He stresses that we should 
not abandon the technique of sta- 
tistics because of this mishandling 
by some people. In fact, the volume 
is itself a rather delightful means of 
gleaning a knowledge of elemen- 


MO D ER N N 


LOUIS C. WILLIAMS PHOTOGRAPH 


tary statistics without trudging 
through the arid passages of a text- 
book. The author’s sprightly style 
is further enlivened by the apt car- 
tooning of Irving Geis. 

The book demonstrates that not 
only do liars figure but that figures 
lie as well, if they are not used gin- 
gerly. Even the most cursory read- 
ing of this volume should enable 
satisfied users to Say that it is read 
by more people than anybody and 
that in addition it is 99 44/100 per 
cent pure. 

W. W. Norton 
York, 142 pages, 


& Company, Inc., Neu 
$2.95. 


Our Fodder 


As easily digestible as a_ well- 
prepared meal is the new volume, 
The World's Food, by Professor M. 
K. Bennett, a scholar who has de- 
voted decades to the perplexing 
problems of banishing hunger. Al- 
though Dr. Bennett’s approach is 
that of a painstaking economist— 
he avoids straying discursively from 
volume 


his statistical bases—the 
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You'll have full information on cost-cutting doors for every need in 


this new 1954 Kinnear catalog. 


It gives vou full. up-to-the-minute information on how to save 


maximum space, cut costs, boost 


efficiency and get more protection 


at doorways in old or new buildings. In addition to complete data 


on Kinnear Steel Rolling Doors 


originated curtain of interlocking steel slats 


the doors with the famous. Kinvear- 
it tells all about Kinnear 


Steel Rolling Fire Doors. sectional-type Kinnear ROL-TOP Doors. and 
the protective Kinnear Steel Rolling Grilles. Write for yout FREE 


copy TODAY! 


SAVING WAYS IN DOORWAYS 


FACTORIES: 


Offices and Agents in Principal Cities 


The KINNEAR 


Manufacturing Company 


1500-20 Fields Ave., Columbus 16, Ohio 


1742 Yosemite Ave., San Francisco 24, Calif, 
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YEAR “ROUND SCENE 





North Carolina’s Mid-South climate, permitting year 
‘round outdoor activity, is a tangible benefit to industry. 
Construction costs are lower. Working schedules are not 
interrupted by heavy snow and ice. 








Workers can produce more. They work refreshed by year 
‘round recreational facilities. They can bolster incomes 
with home gardens. 








Executives enjoy working and living in uncrowded North 
Carolina, with its excellent transportation facilities and 
variety of relaxation opportunities—-at ocean beaches, 
famous Mid-South golf courses, and mountain resorts. 


(are 


Industry Prospers 








For more information, write, 


Friend ly 


telephone or telegraph— 





Ben E. Douglas, Director 
Department of 


Conservation and Development 
Raleigh, N. C. 































should in no way repel the general 
reader. 

Not at all difficult to swallow is 
the author’s conclusion that Mal- 
thus was wrong and that during 
the next half-century technology 
can help food production win the 
race with population. Dr. Bennett 
traces the course of that race dur- 
ing the last thousand years and 
presents an illuminating account of 
the basic forces which constitute 
the delicate balance between food 
and famine. 


The of the 


pervading changes in the American 


detailed discussion 
diet during recent decades should 
be particularly engrossing to those 
concerned with the make-up of the 
American market. Since some nu- 
tritionists, not all of whom are food 
faddists, aver that man is what he 
eats (he eats ten times his weight 
each year), it seems that this en- 
grossing subject should consume at 
least a fraction of one’s reading 
time. 


Harper & Brothers, New York, 282 pages, 
$4, 


New Cities for Old 


While millions of suburbanites 
imagine they are escaping the dis- 
advantages of city living, they are 
in fact partly responsible for the 
deterioration of the city, according 
to Miles L. Colean, a housing econ- 
omist. In his new, closely reasoned 
book, Renewing Our Cities, Mr. 
Colean charges the suburbs with 
parasitism and demonstrates how, 
along with such other factors as low 
investment returns, poor zoning, 
dispersed ownership, and _ inflated 
values of slum properties, they are 
preventing the natural cycle of re- 
newal which is necessary if the dy- 
namic city is to continue to exist. 

Considering the modern indus- 
trial city as a living organism which 
must renew its parts, the author 
presents the detailed experiences 
of some communities in their fight 
against stagnation, congestion, and 
blight. Not concerned merely with 
slum clearance, admittedly a piv- 
otal problem, the book considers 
trafic snarls, industrial dispersion, 
housing, smoke abatement, and 
many other problems of interest to 
business men. 

The author proffers no facile nos- 
trums for revitalizing rundown sec- 
tions; he stresses that it will be a 
prolonged and painstaking proce- 
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PUSH-— 
PUSH- 


YOU PAY THEM TO 


So—what a smart money-saving idea for 
you when they push THE LIGHTEST 
of METALS— 








Brooks & Perkins of Detroit—pioneer 
Magnesium fabricators with a Magne- 
sium mill that rolls plate and sheet— 
has developed the 


iN I 
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made of Magnesium sheet, plate, and ex- 
trusions—unbelievably light in weight. 
They save worker fatigue, time, awk- 
wardness and accidents. 











Push shelf merchandise 






Push factory scrap or trash 


Push and foad-into-trucks 
baked goods or candy 


4 


What do your people push that might 
be pushed easier and much more eco- 
nomically? Write or phone B&P for pic- 
tures, design, and price info. Tell us 


about your uses and present equipment, 
and let B&P engineers advise you about 


saving your Pushmoney with PUSHA- 
ROUNDS. 


PLUS! 





34 -Lole) Ca-riy. 
PERKINS, Inc. 


Pioneer Magnesium Fabricators 
1946 W. FORT ST. « TAshmoo 5-5900 
DETROIT 16, MICH. 
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Build prestige 
with Dodge- 
America's 
Smartest new 





Smart “‘Town Panel” illustrates new Dodge styling, bright new trim. 


New Dodge trucks give eye-appeal and performance! 


In every way, they mean a better deal for the man 
at the wheel. Look at the features shown below. 
Then remember that Dodge offers the roomiest, 
most comfortable cabs yet built, with unmatched 
visibility, easy-chair seats, easy-to-reach controls. 


A better deal 
at the WHEE! eon ves aro w. 


with 100 to 172 h.p., top 
: efficiency and economy. 
with new 





Yet with all their extra value, Dodge ‘‘.Job-Rated’’ 
trucks are priced with the lowest ... save you 
plenty in operating and maintenance costs. 

See or phone your friendly Dodge dealer; ask 
him for a demonstration. Five minutes behind the 
wheel will prove Dodge a better deal! 


EASIER LOADING... pick- SHARPEST TURNING frucks 
up and panel body floors’ of all, to save you backing, 


less than 2 feet high. and needless maneuvering. 


DODGE ‘Job-Rated"TRUCKS 


See “Break The Bank” with Bert Parks on TV (ABC, Sundays) ¢ Hear “The Roy Rogers Show” on radio (NBC, Thursdays) * See “Make Room for Daddy” with Danny Thomas on TV (ABC, Tuesdays) 
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Your handling goes modern 
when your product goes 


WIREBOUND: 














Better 


Faster 





ge 
VG, 


BOXES & CRATES 








Lower Total It’s easy to see how you put new life in 
: Cost your handling operation when you put 
: your product in a Wirebound. For with 
Wirebound’s unique construction of 
strong steel wire and light, tough wood— 
your product gets the best in protection 
while you get a container that adapts 
to an infinite variety of handling 
Stacking procedures. Just how well Wirebounds 
| suit up-to-date handling methods is 
shown above where a heater manufacturer 
moves Wirebounds with a finger-lift 
truck to achieve easier, speedier storage 
Assembly in really close quarters. Remember—no 
Reduced matter what you handle or how you 
Weight handle it... you’ll handle it better when 

it’s a Wirebound box, crate or pallet box. 


MAIL THIS COUPON Now / | 


WIREBOUND BOX MANUFACTURERS ASSOCIATION 

Room 1 169,327 South LaSalle Street, Chicago, Illinois 

[] Have a sales engineer give me the whole story 

[} Send me a copy of “What to Expect from Wirebounds” 


Name 





Firm Name 





ES CE TN RA NR SAN Td es Ren Ome 


City, Zone and State 





dure, not, however, beyond human 
capabilities. 


The Twentieth Century Fund, New York, 


181 pages, $2. 50. 


How to Decide 


Like many other strands in our 
society, the science of statistics has 
undergone rapid development dur- 
ing the past few decades. One of the 
most spectacular developments has 
been the rise of “statistical deci- 
sion,” which has been confined pri- 
marily to military strategy, gam- 
bling, and materials testing. Now 
for the first time outside of profes- 
sional publications, the technique of 
constructing a decision-maker is of- 
fered to the layman. 

In’ Design for Decision, statisti- 
cian Irwin D. J. Bross presents the 
detailed directions for removing the 
act of decision, which is, of course, 
the primary function of the execu- 
tive, from the realm of guesswork 
and common sense to the province 
of science. Defined as the mech- 
anism of science, the new concept 
of statistical decision is an amalgam 
of statistical method, the theory of 
games, information theory, logic, 
probability, and other disciplines. 

One of the most seminal sections 
of the volume is devoted to the 
method of translating a problem 
into symbolic terms so as to escape 
the fogginess which often obscures 
alternatives when a problem is ex- 
pressed verbally. He shows that the 
clarifying statement of a problem 
is frequently tantamount to its so- 
lution, and that man’s highly 
vaunted powers of reasoning are 
not always reliable. 

While “statistical decision” in its 
more rarified forms vanishes into 
the clouds of higher mathematics, 
one can easily assimilate this vol- 
ume with little more than high 
school algebra. Through many apt 
examples from both industry and 
other fields, the author illustrates 
this new concept which is much 
more than a mere reprise of ele- 
mentary statistical method. He 
shows that in the centuries to come 
electronic decision-makers may dis- 
place man completely in this rather 
vital function; perhaps if we can 
learn how to make the right deci- 
sions in the years to come such an 
eventuality can be avoided. The 
author’s lively, lucid style should 
endear him to many readers chary 
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How’s Your 


LETTERHEAD? 


Send for your free copy of our brochure 

“Letterhead Logic”’ which contains the 

check-list used by experts to test letter- 

heads for character, personality and 

prestige. See for yourself how your 

letterhead rates. Compare it with sam- 

ples in the brochure . . . convincing 

evidence of Hill’s ability to create for 

you a letterhead you'll be proud of . 
scientifically designed to assure built- | 
in sales appeal . . . and at prices much 

lower than you'd expect. 

Design does it . . . modern, flowing ‘ 
design .. . plus Hill’s 39 years of ; 
specialized experience in producing the 
finest engraved stationery for hundreds 
of fi amous firms. 

‘‘Letterhead Logic”’ is FREE—with- 
out obligation—to users of 5,000 or 
more letterheads a year. Just jot down 
the quantity your firm uses on your 
present letterhead and mail to Hill now. 

Write: 


r.oH HILL, ie. 


LETTERHEADS—BUSINESS CARDS 
| | 270 D2 Lafayette Street, New York 12, N.Y. 














eT in Quality at Any Price 
GENUINE 8" « 10” 


Yat In 5,000 Lots 
6c in 1,000 Lots 
EACH $7.99 per 100 


Postcards $23 per 1,000 
Mounted Enlargements (30x40) $3.85 
“Copy Negative 8”x10”, $1.25; ree. TS5e" 
‘Full color postcards 3M—$99 

Under supervision of famous 
i J. Kriegsmann 


| ®& Plaza 7-0233 
@ 165 West 46th $F. 
‘ Carrier New York 19, N. Y. 



























ON y wEBOTTOM | 
ty ofd old sty be Filing toldus 


“GUIDE EM M AT 









EASIEST 
FILING 























PEN DAFLEX’ 


HANGING FOLDERS 


Oxford Filing Supply Co., Inc 
88 Clinton Road, Garden City, N. Y. 
Please send free Pendaflex catalog to 
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improved 
Underwood Sundstrand 
Adding-Figuring Machine 
makes figure-facts 


\ roll 


@ faster 
® quieter 


No matter what kind of figure work you do, you’ll 
get faster results... with Jess effort... by using 
the superbly quiet new Underwood Sundstrand 
Adding-Figuring Machine. 

New, advanced design, plus the famous Under- 
wood Sundstrand 10-key Touch Method Keyboard, 
brings you these important advantages: 


...greater cycle speed ...approximately 20% faster 
.--new Multi-Flex Bar, for all calculations 
..multiplication made easier and faster 
...easier correction of errors with new electric 
correction key 
You'll be amazed at the time and money savings 
you get from this machine. You’ll be delighted 
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Control 


® easier to operate 
® simpler to multiply 


with its speedy, accurate and QUIET performance. 
And how your operators will love its smooth, 
cushioned untiring action! 

Underwood 
Sundstrand 
e9oo°o 
ooo 
oe 89 
ad 


The Original 
Tewch Methed 
Keyboard 


Ask your Underwood Representa- 
tive...listed in the Yellow Pages of the 
Directory . . . for a demonstration . 
and begin to roll with 4-point control. 


Underwood Corporation 


Adding Machines 
. Carbon Paper... 


. Accounting Machines... 
Typewriters. . Ribbons 


One Park Avenue, New York 16, N. Y. P 
Underwood Limited, Toronto 1, Canada 


Sales and Service Everywhere 





about approaching the subject. The 
pioneering nature of this volume is 
demonstrated by the bibliography 





with a prospective management 
trainee, the author offers this guide 
for company interviewers, which 





which lists one work under statisti- 
cal decision in contrast to the sev- 
eral listed under each of the related 


includes a rating sheet and bibliog- 
raphy. This 3l-page booklet is pub- 
lished by the American Manage- 


topics. ment Association, Inc., 330 West i 
<a sess’ Vaid 42nd Street, New York 36, at $1.25 | 
1e Macmillan Company, New York, 2/ . 
names $4.95. si ($1 for AMA members). : 
, F | 
Short Notes *® One of the most authoritative he 


books on the subject, Practical Fi- 
nancial Statement Analysis, by Roy 
A. Foulke, 


brought up-to-date in a new third 


* A free booklet offered by the 
American Standards Association 
should result in both laughter and 


has been revised and 


learning. This above-standard col- edition. Through many actual ex- 
lection of 


terse text explains expertly the de- ing of the means of testing the 


charming cartoons and amples it offers a vivid understand- 


velopment of standards in industry. health of a business enterprise. Also 
The eighteen-page booklet, Through 
History With Standards, can be 
had from 70 East 45th Street, New 
York 17, N. Y. 


included are operating ratios for 
various lines, collection period ta- 
bles, break-even point analysis, and 
other important tools. While credit 
executives and accountants will 
*® While the recent booklet, Re- 
cruiting The College Graduate, by 
Richard S. Uhrbrock, stresses that as investors should also find it 
worth-while. Published by Mc- 
Graw-Hill Book 
330 West 42nd Street, 
ae. I Be 


verbatim transcript of an interview tor $10. 


find primary value in this volume, 
general management people as well 





there is no one best way to conduct 
Company, Inc., 
New York 


the volume can be had 


an interview, it does describe some 


of the procedures which have 


proved successful. By means of a 








DETROIT EDISON 


Looks Ahead! 





DUAL-ACTION COMPTOMETER: se ” 


ime \ eS ; rr. 
Our Annual Report to Stockholders for 1953 iAS SO 
The flick of a finger makes covers an eventful year in the Company's // jh in 



















history ...a year highlighted by planning || 
and building to keep well ahead of steadily 
increasing electric power use in South- 

eastern Michigan. / 


\ 


two machines out of one— 
one to calculate, the other 
to accumulate. Accuracy In 1953, we started up two turbine-gen- | 
erators at our new St. Clair Power Plant, / 
adding 300,000 kw of power supply and 
broke ground for our sixth major 
power plant, River Rouge, where the 
world’s largest steam _ turbine-gener- 
ators will be installed. 


assured with 3-way Error 
Control—sight, sound 
and touch. Call your 


Comptometer representative. 
We also completed two international 


transmission lines to Canada for in- 
terchange of electric power with 
Ontario Hydro; we moved forward 
with atomic energy research to 
be ready for the time when 
this great new power re- PA |, 
source can be utilized by ““yRR 

the electric industry. 
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TO LEARN MorRE, send for 
this report. Write our Treas- 
COMPTOMETER ADDING-CALCULATING MACHINES urer, 2000 Second Avenue, 

are made only by Felt & Tarrant Manufacturing Co., Detroit 26 Michigan. 
and sold exclusively by its Comptometer Division, ‘ 
1722 N. Paulina St., Chicago 22, Ill. Offices in 
principal U. S. cities and throughout the world. 


Sel 
~J 


Pas 


Electric and non-electric models 


THE DETROIT EDISON COMPANY 


68TH YEAR OF ELECTRIC SERVICE IN THE DETROIT AREA 
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See how easily the standard electric motor, standard gear reduction, : 
standard electric brake combine into a drive that gives the RIGHT 
horsepower, the RIGHT shaft speed, the RIGHT features .. . all in 
one compact unit. Nowhere else will you find power units that are 


so flexible, so easily adaptable, and in such a wide range of types 


and ratings. 


Master power drives are available in thousands and thousands of 
ratings | Vue come 50)0 0 a | Mens Me) «1-1, -Yaloi ol t-lo Myo) (el i: Ml oldele) MB iclimacele) (toh 
explosion proof... horizontal or vertical .. . for all ohinia, voltages 
and frequencies . . . in single speed, multi-speed and variable speed 
types... with or without flanges or other special features or with | 


5 types of gear reduction up to 430 to | ratio .». . with electric brakes 


so can be completely impartial in helping you select the one best 


power drive for you. 


THE MASTER ELECTRIC COMPANY © DAYTON 1, OHIO 








_. . with fluid-drive . . . with mechanical or electronic variable speed 


units... and for every type of mounting... Master has them all and 
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can do the work of three 


with efficient mechanization 


of your accounting 


for just $17.41 a month 


Time and again, in situations like yours, a 
Burroughs Sensimatic has tripled the volume 
and variety of accounting work an operator can 
ordinarily do. Your own bookkeeper, teamed 
with a Sensimatic, can give you the complete 
records you need—up-to-the-minute, depend- 
able records of each phase of your business. 

All this results from the Sensimatic’s exclusive 
sensing panel .. . tailored to speed any combi- 
nation of accounting jobs you require. ‘To 
change from job to job, just turn a knob! 


When your system or requirements change, 
just change sensing panels, not the machine; 
it’s as simple as that! 

You'll find it very easy to apply complete 
Sensimatic accounting to your business. . . and 
for just $17.41* a month! Call the nearest 
Burroughs branch listed in the yellow pages of 
your telephone directory or write Burroughs 
Corporation, Detroit 32, Michigan. 


*Using average aepreciation rates 





ONE SENSIMATIC COST RECORDS « 


handles all these jobs : 


INVENTORY CONTROL 
ACCOUNTS PAYABLE « GOVERNMENTAL REPORTS « PAYROLL 


ACCOUNTS RECEIVABLE 














Burroughs 
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ensimatic 


Accounting Machines 


Wherever there’s business there’s 


Burroughs 





NEW METHODS .. and Materzals 


What's happening to plastics, magnets, aerosols? How can you get better 
c - & 


control of product quality? Here are answers that can be applied to many fields. 


EPRESENTATIVES of a now- 
grown-up plastics industry gathered in New 
York a few weeks ago to launch a new standard 
of quality for vinyl film—the result of a long- 
term co-operative effort by members of the So- 
ciety of the Plastics Industry, and the Depart- 
ment of Commerce. Its aim: to assure the ulti- 
mate consumer of good-quality material, prop- 
erly selected, and properly applied. 

This vinyl film) standard (it’s 
Standard 192-53) and the Seal of Quality that 
goes with it, is only one of many evidences that 


(Commerce 


the plastics industry has really come of age—and 
is ready to offer users new and better materials 
for plant and product. 

Production of plastics last year was estimated 
at three billion pounds—30 per cent over 1952, 
and twice as much as was produced in 1949. 
Gains were scored by almost every type and torm 
of resin, but the group which attracted, perhaps, 
the most attention was that of laminated or “re- 
(al- 


kyds, cellulosics, epoxies, melamines, phenolics, 


intorced” plastics-—combinations of resins 


polyesters, silicones, or vinyls) with synthetic, 


One reinforced plastic helps finish another at Westinghouse. Burnishing 
wheel is resin-impregnated glass cloth; helmet liner is Micarta laminate. 
It's a good example of the breadth of application of these materials. 


MODERN 


natural, and mineral fibers and paper. These 
materials still represent but a fraction of total 
resin production. But their potential seems very 
great—particularly in applications requiring 
high strength and dimensional stability. 

As the SPI points out, reinforced plastics are 
already being used in architecture for structural 
members as well as glazing; in a vast number 
of electrical applications (including printed cir- 
cuits—see page 48); tor plant piping and duct 
work and chemical tanks; in sporting goods; in 
home furnishings; and in transportation. 

In the latter field alone—transportation—the 
possibilities of reinforced plastics seem almost 
unlimited: Tank trucks made of these materials 
are already rolling along the highways (see Feb- 
ruary, page 118). Almost every auto company is 
testing or building a reinforced plastic passenger 
car body. And even highway signs are being 
made of these materials. 

The photographs on this page show a few ex- 
amples of what is being done to develop new 
and better products in this particular field. 

Other recent developments include: 

* A new, light-stable polyester resin, by Marco 
Products Department, Celanese Corporation of 
America, especially designed tor production Ol 
awnings, skylights, greenhouses, and other rein- 


torced plastic sheeting for outdoor use. 
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“PVP” tor short). 
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High strength, heat resistance, and good electrical properties are among 
the advantages claimed by Dow Corning for glass-reinforced laminates like 
these, made with its new, faster-curing, low-pressure silicone resin. 
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eral Aniline & Film Corporation, 435 Hudson 
Street. New York 14. N. Y.. and farst introduced, 


a few years ago, as a blood volume expander. 


It’s supplied as a white powder, can be dissolved 
in water and cast into films, if desired. To-day, 
PVP is being used in hair lacquers (it seems to 
have an unusual affinity for human hair and 
helps set and preserve a curl); in cleansing 
creams (it appears to act aS a sequestering agent 
for toxins which may cause blemishes); in laun- 
dry detergents, where it seems to help prevent 
redeposition of dirt; and in textile processing, as 
a dye-stripper. 

But these applications are only the beginning. 
The affinity that makes PVP useful in hair lac- 


1 ' } : —_ > 
quers also o1ves if advantages tor shaving creams, 


where it makes the lather wet the face better, 





and also helps to stabilize the cream; and should 
prove useful in formulating many other types 
of cosmetic products. 

The ability of PVP to detoxify materials may 
lead to new uses for iodine. In the presence of 
this new compound, iodine becomes water-solu- 
ble, and apparently non-toxic, yet still retains its 
useful properties, GAF researchers report. 

Still other possibilities now under test are 
whipped cream and ice cream (where it acts as a 
stabilizer), and adhesives (particularly those for 
glass). 

As this list indicates, PVP promises new ad- 
vantages to a remarkably broad range of indus- 
tries. It’s well worth investigating for any mate- 
rial which needs better stabilization, bodying, or 
wetting qualities—and for those in which its 


ments out of circulation might prove useful. 


Materials on display 


Anyone who is interested in materials (and 
that should include anyone concerned with mak- 
ing, moving, or marketing products) had better 
pack his bag and get out his timetables. Three of 
the biggest and most important industrial shows 
are scheduled for this Spring: 

The American Management Association’s 
Packaging Show is scheduled for April 5 to 8 at 
Atlantic City’s Auditorium. Here, the materials 
emphasis is on film, foil, paper, and molded con- 
tainers—and on equipment for handling them. 

Opening date for the second Basic Materials 


ability to take dangerous or undesirable ele- 








Increased range is featured by many new gages. 
This Federal Products Corporation unit, for ex- 
ample, checks both rough and finished size. 


Thirteen dimensions are checked at one time 
by this Sheffield Precisionaire, used at General 
Electric to check jet engine turbine blades. 
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As production rates go up and quality stand- 
ards are boosted to add new user-benefits, rapid, 
accurate gaging becomes increasingly Important. 
To meet new, stricter requirements—and to fit 
into mechanized production lines—a wide vari- 
ety of gages are being developed. They range 
trom simple dial indicators to fully automatic 
computer-controlled devices; and from purely 
mechanical devices to electrical, air-operated, 
X-ray, and radioisotope units. 

The photographs here show how one type— 
the air gage—can be adapted to meet specific 
production needs. Especially noteworthy is the 
fact that each of these gages not only offers 


greater speed and accuracy, but also helps keep 


Air-operated push bar carries parts to and 
through gaging stations here. Machine checks 
seven dimensions, handles 2,200 parts an hour. 
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Controlling Quality 


with Aur 


inspection costs in line. For instance, General 
Electric estimates that the thirteen-dimension 
air gage pictured below saves $13,500 a year, as 
compared to the six separate gages previously 
used. It’s not only faster, but also eliminates a 
great deal of transportation, loading, and unload- 
ing." And that, of course, saves labor and reduces 
product damage. 

Similar achievements can be cited for the 
other gages pictured. Each one, by doing its job 
better, makes it possible to increase productivity 
and reduce waste. How long has it been since 
your plant inspections methods and equipment 
were re-examined to see whether savings might 
be achieved by adopting new units like these? 


— 
Cay 
7 


Indexing table simplifies checking of 
auto engine piston skirt contours on 
this new Taft-Pierce air-operated gage. 
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5,300 INDEPENDENT TELEPHONE COMPANIES 


...A GROWING 
NATION-WIDE INDUSTRY 


-.-and a growing outlet ¢ 
for — T.0 engineering V4 


and manufacturing Y 
facilities. 
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ing telephone lines is made 
possible by the compact 
and economical “carrier” 
system of telephone com- 
munications. Carrier can 
provide as many as 18 ad- 
ditional circuits, superim- 
| 3 : posed on existing lines 
Typical of advanced design and performance in dial telephone switching systems . news ihe ne —— “a 
. , . . 2s a stringing more wires. 
is Kellogg Crossbar, developed by Kellogg Switchboard and Supply Company. ie Cieceen: wilh Rittin 
a division of IT&T. for use in telephone exchanges. Together with Kellogg Relay- ramme types fer voles hel 
matic, as well as Step-by-Step and Rotary dial switching equipment made by snail ae slanel teamamiecion 
Federal Telephone and Radio Company, also a division of IT&T. Kellogg pro- oem castle With ee 
vides a complete range of automatic switching systems as ell as other equip- Kellogg Type No. 5 Car- 
ment and supplies for the independent telephone industry. an dean ab obi then 
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simultaneous conversa- 
tions may be carried on 





one wire circuit, 


The same skill in manufacturing and 
research builds better performance into 
products for home, business and industry 
made by the manufacturing divisions 


of [T«T—a great American trademark. 


NAT. 
>, /T 


Microwave radio relay carries telephone circuits over mountains, e\\ > 
rivers, deserts, lakes and other difficult terrain without wire lines. dx d 
Between Bartow and Tampa, Fla., the Peninsular Telephone Co. 

has installed the first independent telephone company microwave INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 
link connecting with the nation-wide inter-toll dialing system. The 67 Broad Street, New York 4, N. Y. 


complete equipment was designed by Federal Telecommunication For information about telephone equipment and supplies, write 
Laboratories, research division of IT&T at Nutley, N. J. Kellogg Switchboard and Supply Co., 79 W. Monroe St., Chicago 3, IL 
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with Electrol 
Hydraulic Engineering 


Pictured here is the desk of a design engineer, 
who is about to improve a product Aydraulically. 
It might be any one of the machines of industry, 
transportation or agriculture — 
Or it could be one trade-marked yours. 
Probabilities are, too, that the hydraulic devices 
being specified are designed and built by Electrol. 
For wherever the hydraulic principle 
can be put to wider use to help a product 


operate easier... more efficiently... 
and at lower cost... Electrol’s better 


hydraulic devices are contributing their full share. 
Perhaps the machines you use, or the products 
you make, can be improved through 
the use of Electrol hydraulic devices. 
The Electroi engineering staff will gladly 
work with yours on any specific application. 
Write for further details — or better still — let us 


arrange to have one of our engineers call at your convenience. 


Electrol Besar 


HYD A uo rl / rs s Electro! tydraulicd 


KINGSTON, NEW YORK 


Telephone 
Kingston 1980 








CYLINDERS * SELECTOR VALVES * FOLLOW-UP VALVES 
CHECK VALVES «+ RELIEF VALVES * HAND PUMPS 
POWERPAKS «+ LANDING GEAR OLEOS * SOLENOID 
VALVES «ON-OFF VALVES: SERVO CYLINDERS * TRANSFER 
VALVES * CUT-OUT VALVES * SPEED CONTROL VALVES 

















Cleveland’s Auditorium the week 
of June 6. 

Exposition management for all 
three shows is Clapp & Poliak, 341 
all of industry’s basic materials— Madison Avenue, New York 17, 
metals, plastics, textiles, wood, N. Y. 
ceramics, rubber, and so on—at one 


Exposition is May 17—at Chicago’s 
International Amphitheatre. This 
show, which will run from May 17 
to 20, is designed to bring together 


time and in one place so properties Progress reports On 


can be compared and _ utilization sprays, sound waves 
problems solved. A conference on | ; 
basic materials is held concurrently. What’s happening in aerosols and 
Topics this year will include new ultrasonic (sound wave) process- 
metalforming processes, new non- ing? What new products are being 
metallic materials, adhesives, core = packaged in aerosol form? What 
rosion-prevention. new jobs are sound waves doing? 


In June, comes the Plastics Show, 


Here is a brief rundown of progress 
since DRMI’s last major reports 
(“How to tap the aerosol market,” 


sponsored by the Society of the 
Plastics Industry. It will be at 





Antifoam aerosol cuts through bubbles almost like magic. Dow Corning 
packages its silicone compound this way for laboratory and small-scale 
processing applications. It’s sold through laboratory supply houses. 
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Plastic-coated bottles promise to open new fields to aerosols by solving 
corrosion problems. These, now being made commercially by Wheaton Plas- 
tics Company, are used for antibiotics, antiperspirants, hair lacquers. 



























































September 1953, page 56; “Sound 
waves that mix, measure, machine, 
and clean,” October 1953, page 48). 


Aerosols: 


The list of aerosol products—for 
both industrial and consumer use— 
is lengthening fast. Among the new 
industrial products are: 

* A silicone foam-control com- 
pound, aerosol-packaged for labora- 
tory and small-scale processing op- 
erations, by Dow Corning Corpora- 
tion, Midland, Mich. (photograph, 
page 102). 

* A VPI corrosion inhibitor, made 
by Protective Coatings Corporation, 
Park Ridge, Ill. (see January 1954, 
page 110). 

* VPI stencil ink in a dozen new 
colors—from Reynolds Industries, 
Inc., 4500 Euclid Avenue, Cleve- 
land 3, Ohio. 

* Olive-drab touch-up enamel, con- 
forming to military specifications 
for steel containers, from Green- 
wood Packaging Supply Company, 
Newark, N. J. 

A sprayable lubricant, designed 
for dairy and food-processing equip- 
ment, distributed by Haynes Manu- 
facturing Company, 709 Woodland 
Avenue, Cleveland 15, Ohio. 

* A bolt and _bearing-loosener 


(“Kroil”), now obtainable in aero- 
sol form from Kano Laboratories, 
Nashville 11, Tenn. 

* A waterproofer for leather, sold 
by Leather Life Company, Norris- 
town, Pa. 

On the consumer side, the results 
of Du Pont’s latest market survey 
show remarkable acceptance for 
aerosol products. More than eight 
out of ten housewives questioned 
reported they had used aerosols— 
and liked them. They suggested 
some new ideas, too. Panel mem- 
bers said they'd like to see bath 
powder, ketchup, car cleaners, floor 
wax, soaps and detergents, and 
toothpaste packaged this way. 

Still at the top of the complaint 
list, the survey showed, are prob- 
lems in spray control and valve 
operation, though lack of effective- 
ness was mentioned in several cases. 

Plenty of work is being done to 
overcome objections. New valves 
are being improved, and new types 
of containers are being designed. 
At the last meeting of the Chemical 
Specialties Manutacturers Associa- 
tion, for instance, two companies 
showed new glass aerosol packages 
—specifically designed to extend 
aerosol packaging to compounds 
which might attack metal contain- 
ers. One type, developed by 


THIS SEAL IS YOUR 


UARANTEE 


When Quality is a 
Must in Finished 
Die Castings 


America’s great industries 
demand quality, qua 

and fast deliver, 

ished die castings. That’s 
why more than a score of 
leading manufacturers in 
the refrigeration, automo- 
tive, radio-television, ap 
pliance and plumbing 
fields rely on Grand 
Rapids Brass Company 


Two Grand Rapids Brass 
Company plants now pro- 
duce more than 17,000,000 
plated, finished die cast- 
ings each month. 

If you equir¢ quality 
castings electroplated Ol 


baked svnthetk lacque 


finished delivered in 


large quantities on sched- 
ule, Grand Rapids Brass 
Company's design engi- 
neers and more than 
1,000 skilled employees 
will prove ‘of invaluable 


help. 


ee tn eo i @ Write for complete details on the 
_— Heo : — — —_——— production capabilities of one of the 


Dry ice does it largest die casting-finishing plants 


in the nation. 
Low temperatures have a lot more uses for test purposes have to be rermoved— 


around the plant than most companies and the job was done with an electric 
realize. We tend to think in terms of iron or hack saw. Both were effective, 
heat and mechanical force rather than but both ruined the pads. And pads 
cold when tricky problems must be cost $12 each. Now, Convair applies 
solved. That’s what Convair used to do. dry ice, and the pads almost pop off— 
Tension pads glued to aircraft surfaces in good condition and ready for reuse. 


Suppliers 
to the Nation's Leading 





Automotive, Refrigeration, 
ond Plumbing Manufacturers 
MARCH , 3 103 


























Wheaton Plastics, Mays Landing, ing as well as testing) now have 
N. J., is pictured on page 102. U. S. distributors. 
Equipment made by Mullard, 


® Sound waves: Ltd., including the ultrasonic solder- | 
ing iron, is handled by Interna- 
Progress in ultrasonics 1s not as tional Electronics Corporation, 137 

rapid—but it’s steady and promising. Hudson Street, New York 13, N. Y. if 

g | * An ultrasonic burglar alarm is “Rapisonic” equipment made _ by di 








‘J being produced by Alertronic Cor- Ultrasonics, Ltd., is sold by Amer- " 
TROLLEY BUSWAYS fp « | poration, 48-13 Van Dam Street, ican Ultrasonics, Newark, N. J. , 
j by > | Long Island City, N. Y. It consists Meanwhile, use of ultrasonic flaw ih 
ST a J | of two nickel magnetostrictive units detection and thickness measure- if 
a —one a “sender” or generator; the ment devices continues to spread. 
other a receiver—so arranged that Southern Pacific, for instance, now 
any motion which disturbs the pas- uses a portable “Audigage” to check 
sage of the high-frequency (inaudi- rail soundness and increase trans- 
ble) sound waves from one to the portation safety. And the number 
other sets off an audible alarm. In- of foundries, aircraft plants, and 
ternational Nickel Company, which machinery builders using this type 
supplies the magnetostrictive mate- of equipment for non-destructive 
rial, says the unit can be made so testing is almost too large to count. 
| ie sensitive that it can be set off sim- In this field, sound waves have 
a ply by igniting a wad of newspaper. found themselves a regular—and | 
Added feature Inco reports: In one lasting—place. 


installation, the unit acted as a 
rodent-destroyer as well. It drove New foamed plastic— 


mice into suicide. | low-cost, flame-resistant 
* The ultrasonic machine tool de- 






When FEEDRAIL goes into your plant—the.danger to personnel ee ‘ 
4 ' : 4 wns . P veloped by Cavitron Corporation A brand new expanded plastic, | 
and equipment from exposed wiring goes out. ; ths : | :; 7 Ht 
. _— 4 4 7% . for cutting carbides, ceramics, and made of a new type of resin, and ii 
With its sliding contacts and its current-carrying copper bus rk : : i ‘fC ‘i 
: — _— a ee other hard and brittle materials 1s promising a host of new advantages, My 
bars enclosed in a sturdy steel housing every inch of the way, ; : e a i | 
Ge : now to be made and marketed by is now making its debut—anc 
FEEDRAIL comes as close to giving you 100% safe crane and at Gta Salle : , ; | , ' 
ie a Shefheld Corporation, Dayton, promises to give both foam rubber 
hoist electrification as you can get. There's no chance of frayed, Oh; lead; 1 gee gE 
= ’ : ‘ ‘ acture ‘ ( ; XPe yastics (Sse 
sagging or broken wiring — there's no danger of accidental 110, leading manufacturer of ind other expanded plastics (see | 
; on =a . ' ; ’ - = Q5 > _ ‘of ? | 
contact with exposed conductors — and there are no long cables gages and precision instruments. November 1953, page 54) a run for 
trailing in aisles and work areas. [wo British makers of ultrasonic their markets. 
° ; - : al 1“ ° — r ; ‘<6 es oa es ‘ 
The result — fewer electrical accidents — faster, more efficient equipment (for soldering and mix Known as “Permafoam,” and 





materials handling — safer and less frequent maintenance — and 
lower insurance rates as a result of improved safety records 
and the elimination of hazardous working conditions. 








What's this mean to you? Simply that the savings you'll make 
will quickly repay the cost of your FEEDRAIL installation. 
















FEEDRAIL **60” FEEDRAIL **100”’ FEEDRAIL “HEAVY DUTY”’ 
for budget hoists for heavy duty hoists for big tonnage cranes 
and light tonnage cranes and hoists 


GET THE DETAILS 
We'll be glad to send you descriptive literature giving 
full details and engineering data. Address Dept. K-3. 

















SOLD BY MORE THAN 1,000 ELECTRICAL DISTRIBUTORS FROM COAST TO COAST 














FEEDRAIL CORPORATION 


Subsidiory of Russell & Stoll Commony, lac. It vibrates for accurate feeding 

















a a oon eee A uny electric motor makes this steel 19, Pa., the supplier, says the 115-volt 
Ss hte aida atleast atik ide motor makes it possible to drop parti- 
permit rapid, accurate feeding of chem- cles singly, in rapid bursts, or in a 
ical samples. Fisher Scientific Com- steady stream. Price of the motor 1s 
pany, 717 Forbes Street, Pittsburgh listed at $12.50. 
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Which man Is writing a letter ? 


All three men seem to be telephoning... 


But the man on the left is doing much more than that. He 
is writing a letter aloud . . . dictating it to the phone-like 
instrument of the new Dictaphone network dictation system: 
TELECORD. 

When he was ready to dictate, all he did was pick up a 


phone and start talking! His words were recorded on a cen- 


DICTAPHON E CORPORATION 


Greatest name in dictation 


ma OPePeaeanm £3 D7 & FR ¥ 


p-------------------- 


trally located recording machine. In a matter of minutes, 
they can be typed and back on his desk. 

If a TELECORD instrument were on your desk, you could 
write a letter or memo. make a written report or note as 
quickly and easily as calling a friend. And save time and 
money every time you used it! 

Dictaphone’s new network dictation system Is unique. Its 
‘building block” simplicity lets you add dictating stations 
as your needs increase—without replacing equipment you 
already have. 

It offers each dictator complete privacy and individual con- 
trol. And. most important, the nerve center of the new 
TELECORD system is the TIMFE-MASTER. world’s most success- 
ful dictating machine, featuring the exclusive high-fidelity 
reproduction of the plastic Dictahelt. 

With TELECORD everyone in your organization can get 


things done faster and more economically. 


Why not find out how TELECORD can help you? Simply 


send in the coupon. No obligation, of course. 


Dictaphone Corp. Dept. B-34 
120 Lexington Ave.. N.Y. 17, N.Y. 


Please send me my free copy of Dictation 


by Phone. 


Name 








Company 


Street Address 











City & Zone 
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Project Engineers THE THERMIX CORPORATION  GreEENWICH, CONN, 
(Offices in 38 Principal Cities) 
Conadian Affilictes: T. C. CHOWN, LTD., Montreal 25, Quebec; Toronto 5, Ontario 


Designers ond Manufacturers 


PRAT-DANIEL CORPORATION 
, | SOUTH NORWALK, CONN. 
These ore Prat-Daniel Products 


POWER DIVISION: Tubular Dust Collectors, Forced Draft Fans. Air Preheaters, Induced Draft Fans, Fan Stacks. 
THERMOBLOC DIVISION: Direct-Fired Unit Heaters for Industrial and Commercial Applications. 
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having a polyester resin basis, the 
new material is said by its producer, 
Hudson Foam Plastics Corpora- 
tion, Yonkers 2, N. Y., to be “com- 
parable in cost to medium density 
foam latex,” yet to be much lighter 
in weight, compatible with vinyl 
plastic sheeting, resistant to com- 
pression set, odorless, and resistant 
to soap and water, dry cleaning 
solutions, oils and lacquers. 

The material can be produced in 
open or closed-cell form, or with a 


combination of the two. It’s less re- 
silient than foam rubber, and does 
not snap back as much (an advan- 
tage in some cushioning applica- 
tions), appears more resistant to 
tearing, and is said to stand 400 
fahrenheit or more. It is also a good 
thermal insulator. 

Hudson suggests use of the ma- 
terial for transportation seating and 
home furnishings (mattresses as 
well as chairs), cushioning electron 
tubes and packaging delicate instru- 





Hydraulic control makes these jobs easter 


Two new machines, both made by Wal- 
ter P. Hill, Inc., Detroit 19, Mich., 
take advantage of hydraulic control to 
achieve accurate, semiautomatic opera- 
tion. Pictured above is a tube-bending 
unit that handles tubing up to 1% 
inches in diameter, uses four hardwood 
cones to cover a bending radius range 
from 34 inch to two feet. The lower 
photograph shows an opposed-spindle 


drill which is claimed to combine the 
speed of a two-way drilling machine 
with the flexibility of a radial drill and 
the accuracy of a horizontal boring ma- 
chine. It’s designed for drilling plates, 
tube sheets, and baffles for condensers, 
heaters, evaporators, and similar items. 
Both machines use the company’s own 
hydraulic “power packs,” which in- 
clude both pump and motor. 
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Design and Production 
both get a lift 
with BAKELITE Styrene Plastics 


Housewives like this vegetable crisper be- 
cause it’s so roomy—all one piece, wide as 
the refrigerator. It holds a lot of garden 
produce, yet weighs only 45 ounces by it- 
self. A cool, transparent, blue-green color 
and cleanly molded details enhance its 
functional design. 

Even a unit as large and intricate as this 
is easy to mold with Baxke.ire Styrene 
Plastics. From the great variety of these 
materials, the molder can select the one 
that’s exactly right for the job. In this case, 
switching to BAKELITE Polystyrene BMS3- 
03A-1582 Blue Green stepped up produc- 
tion 13 per cent. The molding pressure was 


reduced 600 psi. because of the free-flow- 
ing nature of the material. 

Examples like this show how to increase 
product appeal—improve design and per- 
formance—with BAKELITE Styrene Plastics. 
These molding materials offer a limitless 
range of colors—transparent, translucent, 
and opaque. They are light in weight. Their 
molded surfaces have a high gloss, are easy 
to keep clean, resist food acids, soaps, and 
detergents. 

Write Dept. TN-15 for information on 
BAKELITE Styrene Plastics that may help 
you to restyle your products to increase 


sales. 


Molding by 
General Electric Co., Decatur, Il. 


BAKELITE 


STYRENE PLASTICS 
/B\ 

rrave LOO) mark 
BAKELITE COMPANY 


A Division of 
Union Carbide and Carbon Corporation 








30 East 42nd Street, New York 17, N. Y. 
In Canada: Bakelite Company 
A Division of Union Carbide Canada Limited 
Belleville, Ontario 





PROTECTION FOR ANTIBIOTICS is achieved 
by coating fermentation tank interiors with finishes 
based on BAKELITE Phenolic Resins. They keep 
metal from contaminating organisms, permit easier 
cleaning. Made by Lithcote Corp., Chicago, IIl., 
for The Upjohn Co., Kalamazoo, Mich. 
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REINFORCED PLASTIC fume vent stack, made 
from BAKELITE Polyester Resins and glass fibers, 
is 77 feet high, light in weight, easily assembled, 
structurally strong. It resists corrosion and weather, 
cutting maintenance. Made by The Chemical Corp., 
Springfield, Mass. 


FLY CASTING with spinning tackle is easy with 
new taper coated with plastisols based on Bake- 
Lite Vinyl Dispersion Resins. Coating keeps line 
flexible, increases wearing qualities. Plastisols by 
Stanley Chemical Co., East Berlin, Conn., for 
Sunset Line & Twine Co., Petaluna, Calif. 
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MAKE 120 BRIGHT COPIES A MINUTE 


OF ANYTHING YOU 


TYPE, WRITE or DRAW 


.e-no stencils, no mats, no inking, no make-ready 


DIRECT “‘LIQUID’’ PROCESS DUPLICATOR 


HUNDREDS OF 
USES 


® SALES LETTERS 
® BULLETINS 


* MAPS : 
© PRICE SHEETS |" 
gy, niece? 
* MENUS + podig gap tet BFS 
® QUOTATIONS, 
BIDS 


® POSTCARDS 

® ESTIMATES 

® BLANK FORMS 

® SKETCHES 

® STATEMENTS 

* SPECIFICATIONS 
® GRAPHS 

® CONTRACTS 

® MUSIC SCORES 
® HOUSE ORGANS 
® NOTICES 

® RADIO SCRIPTS 
® DRAWINGS 


® EXAMINATION 
QUESTIONS 


® NEWS RELEASES 
® LESSON SHEETS 
® REPORTS 
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The new Ditto D-10 provides the quickest, 
most economical and the most satisfactory 
way to make copies. It’s ready for imme- 
diate use—no stencil to cut, no type to set, 
no inking, no make-ready. 

It copies directly from the original writ- 
ing, typing or drawing; one, two, three, 
four or five colors in one operation; 120 
or more copies per minute; On varying 
weights of paper or card stock; 3” x 5” up 
to 9” x 14” in size. 

PRINTS IN ONE TO FIVE COLORS AT ONCE 
The sleek lines of the D-10 proclaim worth- 
iness within. It has smooth, balanced action. 
It has wear- and corrosion-resisting stain- 
less steel parts. With Magic Copy Control it 
prints each copy brightly. Sure and simple, 
it makes an expert of any user. Mail the 
coupon for a fascinating folder providing 
more details ... free and without obligation. 
DITTO, Inc., 2206 S. Oakley Bivd., Chicago 12, Illinois 


In Canada: Ditto of Canada, Ltd., Toronto, Ontario 





DITTO, Inc., 2206 S. Oakley Bivd., Chicago 12, Illinois 


Gentlemen: Without obligation, 


( ) Please send literature featuring the new Ditto D-10 


Duplicator and samples of work produced on it. 


) Arrange a demonstration of the new Ditto D-10 


Duplicator for me. 


DE. «606306b000660000060060600606006600006000000008 
COMPANY oo cc cco cece ccccccccceeeeeseceeseeessesseeeees 
ES | oc nts taskesedsbsebeendeteks 0 ee Perr 
Post Office........ Ce. « cccckenn sue SeeG8. 0+ 00e06s 





ments, padding garments (shoulder 
pads, for instance), and for thermal 
insulation. It can be bonded with 
adhesives to vinyl sheeting and tex- 
tiles: and can be heat-sealed to other 
thermoplastic materials in embossed 
or quilted patterns. 


In brief 


Even the most abstruse-sounding 
chemicals have stories to tell that 
can help find customers by awaken- 
ing interest. Eastman Organic 
Chemicals Department, Distillation 
Products Industries, Rochester 3, 
N. Y., is proving this fact once 
again with a charming booklet, 
Tales from the Alembic, 
interesting behind-the- 


which 
gives an 
scenes view of eighteen of its more 
than 3,500 special organic chemicals 
—ranging trom d-glucosamine hy- 
drochloride, which starts its life in 
the shell of a lobster, to malononi- 
trile, which is gentle as a lamb 
when acidic, but pops all over the 


place when it’s on the alkaline side. 


A new standard of accuracy tor 
alternating current measurements 
is offered by Charles Englehard, 
Inc., East Newark, N. J., which is 
now producing commercially a 
transfer volt-ammeter originally de- 
veloped by the National Bureau of 
Standards. Said to be accurate over 
the entire audio frequency range, 
easy to operate, and simple to main- 
tain. Heart of the new meter is a 
transfer unit, consisting of a heater 
and thermocouple enclosed in a 
glass seal. This unit makes it pos- 
sible to compare the heating effect 
of an “unknown” alternating cur- 
rent with a “known” direct current. 


A new type of hardboard — tor 
cabinets, auto parts, floor underlays, 
furniture, wall panels, templets, 
toys, containers, and many other 
uses—is now being made from 
whole-wood white fir fibers by 
Weyerhaeuser Timber Company in 
a new processing unit at its Klamath 
Falls, Ore., plant. According to 
Weyerhaeuser, the material can be 
“tailor-made” for bending, die-cut- 
ting, or for special finishes. It is 
claimed to be dimensionally stable, 
easy to work, smooth-surfaced, and 
impact-resistant; is made in panels 
four feet wide and up to sixteen feet 
long in four standard thicknesses 
(1/10, 4%, 3/16, and 4 inch), and 


can be made in special types. 
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Letterhead and Envelope 


PAPER COSTS 
LESS than the 


POSTAGE 


Even if your correspondence is entrusted to the 
highest quality, most impressive paper obtain- 
able, the paper cost of your letterhead and 


envelope is but '/3 of the postage. 


You could easily reduce this fraction. You 
could substitute inferior papers, cheapen your 


correspondence. But could you afford to? 


Fortunately, you don't have to take the risk. 
Without appreciably affecting costs, you can 
use L. L. BROWN rag-content papers. They 
will insure permanence in your important 
documents -—— utmost durability in your records 
-— outstanding appearance for your corre- 


spondence. 


Your regular supplier knows L. L. BROWN 
popers thoroughly. He will gladly help you 


select the ones best suited to your particular 


FREE 


booklet, “How-to Get 
Greater Service and 
Value from Your Rec- 
ords and Letters”. It is 
a reliable and help- 
ful guide to selecting 
the right paper for 
each of your needs— 
recording or corre- 
spondence. 


L. L. BROW 


needs. 
































a LETTER & RECORD ( : 
“SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST” 
Since 1849 
p—-—-—-—-—------- ibisedennataininiinie 
L. L. Brown Paper Co. C2 


Adams, Mass. 
Please send me FREE copy of ‘'How to Get Greater | 


Service and Value from Your Records and Letters” 
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NOWHERE ELSE CAN PRODUCT DEVELOPMENT 
MEN COMPARE BASIC MATERIALS SIDE BY SIDE 


2nd Basic Materials Exposition Offers Product 
Engineers Only Opportunity To Examine All 
Materials In One Place 


Now product development men have an exposition all 
their own—the Basic Materials Exposition to be held in 
Chicago, May 17-20, 1954 at the International Amphi- 
theatre. This new concept in expositions hits at the heart 
of the problems of the research and development engi- 
neer, and the marketing and merchandising executive. 

It presents all the available materials and basic product 
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More than 8,000 product development men from all 
branches of industry attended the 1st Basic Materials 
Exposition held in New York, last June. Enthusiasm for 
the exhibits and the ideas presented ran high. 








BASIC MATERIALS CONFERENCE PROMISES 
RESEARCH AND DEVELOPMENT GUIDANCE 


Concurrent with the Basic 
Materials Exposition will be 
the 2nd Basic Materials Con- 
ference. Headed by T. C. 
Dumond, editor of Materials 
and Methods, this year’s con- 
ference will be patterned around 
the most asked-for subjects at 
the past conference. These sub- 
jects cover a wide range of 
materials and materials appli- 
cations. While the names of 
panel speakers have not yet 
been released, the following 
tentative program is an excel- 
lent indication of the worth- 
whileness of this conference to 
you and your company. 


Monday, May 17 
a.m. Review of New Ma- 
terials Developments. 
a.m. Rockets and Guided 
Missiles—- How New Ma- 
terials for Them will Benefit 
Industry. 





p.m. Erosion and Corrosion 
—How to Combat Them 


Tuesday, May 18 
a.m. The New Metal Form- 
ing Processes—How, When, 
and Where to Use Them— 
Shell Molding 
Powder Metallurgy 
Investment Casting 
Impacting 
Extruding 
p.m. How, When and Where 
to Use Nonmetallic Ma- 
terials 
Plastics 
Carbon and Graphite 
Glass and Ceramics 
Rubber 


Wednesday, May 19 
a.m. Adhesives and Adhesive 
Bonding of Metals and 
Plastics 
p.m. How to Set Up and 
Operate A Materials De- 
partment. 





Survey Shows 77% 
Of Engineers Found 
“Something New” 


Seventy seven percent of the 
engineers in attendance at the 
Ist Basic Materials Exposition 
found something new, not pre- 
viously used in their company’s 
products which they will now 
consider or use; and found new 
applications for materials now 
being used, an independent 
Survey on attendance reaction 
revealed. 

Twenty nine percent* said 
they had discovered new uses 
for materials formerly rejected. 

These discoveries show that 
the design and materials engi- 
neers who attended the Ist 
Basic Materials Exposition 
found what they were looking 
for. And, it can be expected 
that attendance at the Basic 
Materials Exposition in Chi- 
cago this Spring will be equally 
rewarding. 

*Totals more than 100% because re- 


spondents answered more than one 
question. 


MAIL COUPON TO: 
CLAPP & POLIAK, INC. 
Show Management Dept. B3 


341 Madison Avenue, 
New York 17, N. Y. 


YES! 





! would like to attend the Basic Materials 


components in one place 
for easy, side-by-side com- 
parison. 


HOW BASIC IS BASIC? 

In clarifying the meaning of 
the Exposition to research and 
development people, Clapp & 
Poliak, Inc., producers of the 
Exposition, said, “We define 
basic materials as the thines 
from which. things are made. 
They include metals and alloys; 
plastics; non-metallic materials; 
coatings, finishes; fabricated 
parts and forms; and basic 
components.” 

The Basic Materials Exposi- 
tion is a scientific showcase for 
materials only. It excludes the 
processing and production 
machines that so often over- 
shadow materials. 


WIDE RANGE OF EXHIBITORS 

Scores of leading producers 
of basic materials and basic 
product components are plan- 
ning to exhibit. Their products 
cover the range of materials 
from textiles to laminated 
wood; metal alloys to thermo- 
plastics; metal forms to ce- 
ramics and glass, to name a 
few. Great interest is being 
takcn by government agencies 
who view the Exposition as an 
opportunity to broaden the 
range of materials being used 
in various defense projects and 
in atomic energy installations. 
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International Amphitheatre 
Chicago, May 17-20, 1954 


“lth AS 


The Product Development Show 


Exposition and Conference. 
7 Send me expedited registration tickets for the 
Exposition. No registration fee. 
a Send me registration forms for the Materials 
Conference. Dept. B3 
Name 
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Long Distance Rates Are Low. These are the daytime station-to-station rates for the first three minutes and do 
not include federal excise tax. Long Distance rates are even lower after six every evening and all day Sunday. 


You save days and dollars 
when you go Long Distance 


There is hardly any limit to the 
time, money and waste motion 
Long Distance telephone service 
can save in a single business day. 

Here are only a few of many 
things you can do by telephone: 
Make appointments to avoid fruit- 
less visits. Complete sales with 
new contacts or old customers. 


Make purchases at advantageous 
prices or when emergencies arise. 
Satisfy complaints promptly and 
personally. Make collections by 
diplomatic, friendly discussions of 
overdue accounts. 

Many companies have found 
that a small investment in Long 
Distance pays big dividends. 


Long Distance Doesn't Cost—It Pays. 


We have some specific suggestions 
for the profitable use of Long Dis- 
tance in Sales, Purchasing, Ad- 
ministration, Trafhe, Production, 
Engineering and Accounting. If 
you would like to discuss them, 
just call your Bell Telephone 
Business Office. 


BELL TELEPHONE SYSTEM 


and 





Films for Management 


NEWS AND REVIEWS FOR FILM SPONSORS, ACTUAL AND POTENTIAL ... BUSINESS PEOPLE WHO USE 


FILMS FOR EMPLOYEE TRAINING AND EDUCATION .... PUBLIC RELATIONS....SALES PROMOTION 


ENTERTAINMENT ...PRODUCT INFORMATION ... RECRUITMENT ...AND MANY OTHER PURPOSES. 


» 

HILE IT IS undeniable that 
the most forceful films are those made with a 
clear, distinctive purpose in mind, many com- 
panies continue to plan their films to serve 
several uses. They have discovered that the hard- 
selling sales film frequently is less effective than 
the informational type which is eagerly sought 
for training and education. In addition, the still- 
growing maw of TV opens most readily for the 
less overtly commercial kind of film. 

Despite the contraction in some industries, 
early indications point to a new record volume 
in 1954 in the sponsored film field, which has 
been growing steadily for a decade. Sponsors of 
business films are turning increasingly to promo- 
tional films (to introduce products, train both 
their salesmen and their distributors, and dis- 
play their facilities), most with a sotto voce com- 


mercial tone, of course. 


Reel Briefs 


Good Place To Work (144 minutes, b&w). 
Made at the suggestion of educators concerned 
with the preference of high school students, re- 
gardless of their natural aptitudes, for white 
rather than blue-collar jobs, this effective film 
depicts the pervasive changes in the factory in 
recent decades. To banish much of the mis- 
understanding about the modern factory as a 
place to work, this National Association of Man- 
ufacturers’ film shows the contrasts between the 
enlightened management methods to-day and 
the benighted conditions in the past. Among the 
topics treated are the opportunities for educa- 
tion and specialized training offered in many 
companies, the safety measures which have made 
the plant safer statistically than the home, medi- 
cal care, recreation, low-cost food, and the elimi- 


nation of many back-breaking chores. Although 
this (like the next film) is a low-budget film 
(footage was taken from the NAM’s television 
program, “Industry on Parade”), it is easily as 
impressive as many more expensive productions. 
While it was made primarily as a recruitment 
film, it should be quite useful as a moral 
booster for in-plant showings. Available from 


the Film Bureau, NAM, 444 Madison Avenue 
New York 22, N. Y. 


Opportunities Unlimited (14, minutes, b&w). 
Not impelled by charity but by hard-headed 
practicality was the NAM in making this film 
which is a cogent argument for the employment 
of the physically handicapped in business and 
industry. After demonstrating that every person 
is handicapped in some degree, it illustrates 


c ] | : 
through actual case histories of people and plant: 





Look Who’s Drivin g 


The latest techniques were used in this new 8- 
minute, color cartoon sponsored by the Aetna 
Casualty & Surety Company, Hartford 13, Conn. 


<1 j 
Eo eho 


However, once when Charley failed to get off to 
a fast start, he was bumptiously bumped. Did our 
hero resist the impulse to react like a child? 


Mm ©O D EE R' N 


Charley Younghead, our hero, is a very average 
driver, generally careful and considerate, who 1s 
puzzled by the light-jumping of other motorists. 
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Not quite. In one of the most effective sequences 
in animated cartoons, Charley thunders down the 
high way neither in control of himself nor the car. 
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Charley is rather perceptive in concluding, along 
with many psychologists, that reckless driving 


is an expression of one’s lingering childishness. 


Produced by the Academy Award-winning United 
Productions of America, the film is a departure 
from the usual blood-on-the-highway approach. 
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catalogs 


presentations 
manuals, etc. 
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e+e and save money, too! 


You can definitely improve the ef- 
fectiveness of all your typewritten, 
printed, duplicated or photographed 
material. You’ll add prestige, utility, 
color, by binding all sizes of loose 
pages into attention-compelling 
books in a matter of seconds. Plastic 
bound pages lie perfectly flat, turn 
easily, may be quickly loose-leaf in- 
serted or removed. 

Highly efficient GBC machines 
cost no more than a standard type- 
writer ... give you convenient and 
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. This striking, personalized presenta- 
Pe, tion is a unique and beautiful example 


with illustrated facts and ideas. Gives 


vantages in organizations of ali types 
and sizes. Absolutely FREE. Act 
today! 
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RIGHT IN YOUR OWN OFFICE 
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GET THIS FREE PLASTIC-BOUND 





MPS. «GENERAL BINDING CORPORATION 
js Dept. DR-3 
"N45 co" 


Please send me at once... without obligation... 
my free plastic bound PORTFOLIO-PRESENTA- 
TION that includes prices and applications. @ 


NAME 


Sif. of modern plastic binding. Packed ORGANIZATION 


CITY ZONE | : 


complete application story, cost ad- anppess 





WHY use 


i] type of binding? » 
WHEN you can 
bind this modern 

way for less! ® | 





Ly In 2 easy steps | 









; 
§ 
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PUNCH: Sheets ond covers of any size 
or weight, quickly, accurately. 





Bs 


BIND: Open plastic rings mechanically, 
insert sheets, close rings, remove book. 


Cie 


professional plastic binding at sub- 
stantial savings in time and money. 
Anyone can operate . . . no training 
or maintenance needed. 

And now you have your choice of 
over 30 styles of GBC covers to 
complete your office binding system. 
These handsome covers are avail- 
able in a rainbow of colors—from 
low cost paper types to the impres- 
sive beauty of GBC Vinylite Plastic. 


(2): General Binding Corporation 
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812 W. Belmont, Dept. DR-3 Chicago 14, Ill. 






io-Presentation — TODAY! 





812 W. Belmont, Chicago 14, Ill. 
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the progress made by those with 
serious handicaps in gaining ac- 
ceptance as worthy competitors of 
the able-bodied. The benefits to in- 
dustry in careful job placement of 
the handicapped extend beyond 
that of community good-will. The 
handicapped (an unfortunate term) 
frequently have production and at- 
tendance records superior to other 
workers and, in addition, they often 
have special aptitudes superior to 
other workers. Produced by John 
Lodge Productions, Inc., in co- 
operation with the President’s Com- 
mittee on the Employment of the 
Physically Handicapped, it can be 
borrowed from the Film Bureau, 


NAM, 444 Madison Avenue, New 
York 22, N. Y. 


Escape From Limbo (26 minutes, 
color). From the first flash of light 
on the screen, one senses that this 
hlm is going to be somewhat dif- 
ferent from the general run of non- 





ScARED TO BE SaFI 


theatrical productions. We find our- 
selves on a railroad track with a 
speeding train bearing down upon 
us. It stops within inches to re- 
veal on the front of the locomotive 
the inscription, “The Pennsylvania 
Railroad Presents.” 

When the 


earlier safety films for its own em- 


railroad made two 
ployees, the company was most 
pleasantly surprised by the robust 
demand for them from business 
and industry. This was in mind 
when Liméo was in the planning 
stages. So a rather unusual modus 
operandi was decided upon. Rather 
than holding the film producer on 
a close rein as do many sponsors of 
business films, Unifilms, Inc., was 
given its creative head. And the 
scintillating impact of this film at- 
tests to the validity of this approach. 


as See 


Of course, such creative latitude is 
propitious when the producer fully 
understands the purposes for which 
the film is to be made. 

While this film was produced pri- 
marily for railroad workers, it 
would be quite efficacious as a safe- 
ty film for other industries, for its 
message has wide applicability. The 
essential thing about this film is 
that it is 
genre of Hollywood and TV thrill- 


entertainment, in the 


ers. For it tells the harrowing story, 
happily leavened with humor, of a 
railroad worker's fresh view of ac- 
cidents from his vantage point in 
limbo. While the squeamish may 
find some aspects of the film grisly, 
it certainly delivers a lasting im- 
pact. The suspense it creates should 
keep the viewer on the edge of his 
seat like a careless yardhand on 
rolling freight. Most of the footage 
was shot on the railroad’s tracks 
with actual railroad workers; their 
thespian roles have led to unusual 
interest in the film among the em- 
ployees. The sense of reality is 
so pervading in the film that the 
weird scenes of limbo were taken 
under the approaches to the Hell 
Gate Bridge in New York City. 
The aura of the supernatural in the 
film would seem to make it more 
suitable for sponsorship by the Erie. 
Inquiries concerning preview, sale, 
or rental may be addressed to Uni- 
films, Inc., 146 East 47th Street, 
New York 17, N. Y. 


Fragile—Handle Feelings With 
Care (12 minutes, b&w), and the 
below 


two films described were 


made specifically for industrial su- 





ON THE CARPET 


pervisors to demonstrate to them 
the techniques of successful super- 
vision, a subject distinctly in need 
of treatment on film. It portrays the 
story of Gustave G. O’Grady, the 
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Directors 
A neighborly enterprise eee 


Freverick B. ADAMS 


* 
Chairman of Executive 
Committee, Atlantic Coast 
Line Railroad Co. 
Rosert W. Dow tine 
President, 
7 ° . . . City Investi ; 
N EARLY TIMES before man had developed enterprises to provide security against , oe sais 
EORGE GUND 
loss by fire and other perils, the community-at-large lacked stability. Without President, 
fevelan rust Co. 
a dependable system of insurance, the well-being of its merchants and citizens was Hanow H. Heise 
; President, 
constantly endangered by the hazards of chance and the threat of disaster. Chemical Bank & Trust Co. 
Today, property insurance offers dependable financial security to the public. rng a 
° ° a ; . . General Counsel 
It is provided, in its most efficient form, by agents and brokers, independent busi- mea 
VAN ESCOTT 
nessmen in every community who are friends and neighbors as well as advisors Vew York City 
, : , , Percy C. Mapeira, Jr. 
to their policyholders. Behind its local representatives stand the strength and iubseen aieeiieaaais 
we - P 4 : 7 P . Committee, Tradesmens Land 
stability of The Home which has enjoyed the distinction of serving American Title Bank & Trust Co. 
property owners for more than a century. gage ooo cng en 
Schnader, Harrison, 


Segal & Lewis 


P. 
Cuampton McDowe tt Davis 
President, 
Atlantic Coast Line 


PRESIDENT Railroad Co. 


Warren S. JOHNSON 
Investment Counselor, 
Peoples Savings 

Bank & Trust Co. of 

M4 iimington, N. Cc 





Balance Sheet, December 31, 1953 


Henry C. Braunte 
President, 
ADMITTED ASSETS Empire Trust Company 
United States Government Bonds . . . $ 71,964,673 .86 Haretn K. Park 
re 6k oe A ; 90,970,307.64 gg er 
Preferred and Common Stocks . ... . 5% » « « « FSRSS6 11S Commons, Ge 
Cash in Office, Banks and Trust Companies . . + « a ace 8 35,909 076.68 Boykin C. Wricut 
Investment in The Home Indemnity Company. . . . . . . 14,513,554.00 Nada cs aad ate 
a i he ge aly ¢ ns ke ee pagers 
Agents’ Balances or Uncollected Premiums, less than 90 days . #8 20.080 ,648.46 Mewepetines EN 
ES ee ee ee ee ee 5.860,.915.65 | oe eee 
Total Admitted Assets . ; ; . . $397,021.613.48 Pott 
Se Ivy Lee and T. J. Ross 
LIABILITIES Henry C. Von Exo 
Reserve for Unearned Premiums . .... . ‘ . $176,869,947.00 mar eh artnet 
Unpaid Losses and Loss Expemses . . . . . ee ae 34,806,349.36 Ps 
Temes Paya «1 « 6 8 al oak oe an ae 7.550.000 .00 | Sashes 
Reserves for Reinsurance . . . . . a : ao 1.457.663 .89 United States Lines Co. 
Dividends Declared . . . ee a Olern a. > ara ere a 2.000.000 .00 | Low R. Cranvatt 
Other Liabilities . . . . i ene 


/ 
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Tuomas J. Ross 
Sé r Partn 


in M. FrRaNKLIN 


—_ 4,973,203.10 | George A. Fuller Co, 
Total Liabilities ° ° ° ° ° ° ° . ° ° ° ° ° $227.6057.163.35 | Kennetu E. Brack 
Capital ° . . . * * . . . . a » . . . . . . 20.000 .000.00 } ‘ce President 
Surplus . € ” . . . o . - . . . . . . . . . . 1 19.364. 150.13 | LEONARD PETERSON 
. —— = | Vice President & Controller 
Surplus as Regards Policyholders - © « « « « $169,364,450.13 ‘ . 
——s | ERBERT A. PAYNE 
> *) ‘ 
Total ” . . . . . . . . . . + . 7 —$397,021,613.48 j ice President & Secretary 
NOTE: Bonds carried at $5,752,632.57 amortized value and Cash $82,500.00 in the above balance sheet are deposited as J. Eowaro Meyer 
required by law. All securities have been valued in accordance with the requirements of the National Association of Insur- President, 


ance Commissioners. Based on December 31, 1953 Market Quotations for all bonds and stocks owned, the Total Admitted Cord Meyer D 
Assets would be $396,941,878.98 and the Surplus as Regards Policyholders would be $169,284,715.63. Company 
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Babson's Reports, Inc. 
FIRE . AUTOMOBILE ° MARINE 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
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The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bors 











Put Your Textile Problem in These 








Shi rinleing Hondo 


You’ve known people who seem to “think with their hands”... 
so swift are they to follow thought with dexterous action. Here at 
Schlegel we place great value on “thinking hands”... . the highly- 
trained hands of Schlegel’s textile engineers ... the skilled hands 
of Schlegel’s textile craftsmen. 











When you outline an industrial textile requirement to Schlegel, 
our “thinking hands” go to work — experimenting and designing 
and testing with modern textile equipment — until we are able to 
present not merely a plan, but a completed product. A product 
created to meet your specific needs — and capable of being pro- 
duced in volume in Schlegel’s own plants. 








Do industrial textiles enter into your company’s plans for tomor- 
row? Schlegel’s research and production facilities, backed by 68 years 
of experience, are at your service. We cordially invite your inquiry. 


Schle e/ 


JRING COMPANY 
- ol Teatiles Since 1885 
ROCHESTER | 7,N.¥.* OAKVILLE, ONTARIO 





For the AUTOMOTIVE industry — Schlegel certified woven wool pile lining, weathercord, assist straps, 
robe rails, and other textile interior trim e For the AIRCRAFT, RAILROAD, and SHIPBUILDING industries 
— wool pile lining in metol-contained channels e For HOMES and COMMERCIAL BUILDINGS — Schlegel 
Adjusto-Secal weatherstripping *« For the MEDICAL SUPPLY, METAL and WOODWORKING, OFFICE SUPPLY, 
and RAILROAD EQUIPMENT industries, and for NATIONAL DEFENSE — various woven textile specialties. 


114 





hero of an earlier NSC safety film 
as he learns to value the sensibilities 
of his workers as a means of raising 
output and reducing accidents. Like 
the two films below, it was pro- 
duced by Sarra, Inc., for the Na- 
tional Safety Council, 425 North 
Michigan Avenue, Chicago, IIl. 


Call ’Em on the Carpet (12 min- 
utes, b&w) illustrates the practical 
step-by-step ways of delivering a 
reprimand without puncturing the 
ego. It stresses that there is no 
universal approach to painless re- 
proach; it must be tailored to par- 


ticular character patterns. 


It’s an Order (12 minutes, b&w) 
humorously depicts the most worth- 
while methods of passing On in- 
structions to one’s helpers, so that 
misunderstanding and _ ill-feeling 
will not result in needless effort. 


Big Saul (30 minutes, color). The 
plant tour is made more than pal- 
itable in this new public relations 
y Allegheny Lud- 
lum Steel Corporation, which has 


been making movies for 20 years. 


hlm sponsored 


To demonstrate its up-to-the-min- 
ute facilities for producing specialty 
steels and the changed environment 
tor workers in the steel plant, this 
Hollywood-type film was made. 
Hollywood star Preston Foster— 
Big Saul, an electric furnace opera- 
tor—convinces his prospective son- 
in-law that working in the mill 
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much more satisfying than the 
fight-ring to which the boy’s easy- 
money ideas had led him. The ap- 
pearance of a big-name actor in a 
sponsored film, which is somewhat 
unusual, should help to enliven the 
interest of television stations; the 
major networks have already re- 
quested prints of this film. Pro- 


Ota ee 














Steam-Jet Cleaner provides safe in-plant 
cleaning. Machinery, equipment, fluores- 
cent lights, windows, wash rooms, con- 
veyors, factory trucks — one man with 
the new, lightweight, portable SPEEDY- 
LECTRIC does the cleaning job better, 
easier and faster than 5 men with 
brushes and pails. No need to move 
machines or shut down nearby pro- 
duction, the high pressure jet of dry 
steam and concentrated detergent, un- 
der fingertip control, reaches corners 
and crevices without messy floor flood- 
ing, without dangerous fumes or flames. 
Find out how SPEEDYLECTRIC “dry 
steam” cleaning can cut costs in your 
plant — write for Bulletin 70-14. 


Livingstone Engineering Company \ 
AP 


Menviacturers of Steam Generetor, 


(i100 Grove Street ¢ Worcester 5, Mass. / 

















TIFFANY STANDS 





FEATURE SAFETY, STRENGTH 
SILENT OPERATION 














MODEL “S"’ 





ASSURE A LIFETIME OF 
TROUBLE-FREE SERVICE 


ON SALE AT 
BETTER 
DEALERS 
EVERYWHERE 





MODEL “SS"’ é € 

Here's the stand that’s preferred by office 
workers and management alike. The many 
exclusive features make Tiffany unequalled 
in performance. Literature on request. 


TIFFANY STAND CO. 


7350 FORSYTH « ST. LOUIS 5, MO. 
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Profits 


are made with 


People... 





STATISTICS ARE USEFUL, 

BUT IT’S THE HUMAN EQUATION 
THAT COUNTS WHEN 

THE CHIPS ARE DOWN. 


W, could tell you that, statistically, businessmen 
in general are optimistic about the sales outlook for 
the coming year. But right now, you are interested in 
Harry E. Foster, proprietor of Fairville Lumber Co. 
in Spirit Corners, who has been moving your mer- 
chandise at a profit to himself and you. 


How a typical Reference Book listing 
describes a business 


= ) ’ : A, indicates listing not included in this town in previous 
What you need to know is, “What is happening in edition; 52x11, Industrial Classification number for lum 
Harry Foster’s business? How is he doing? Am I ber yard with secondary line; Fairville Lumber Co., 


, , 9 9% : name generally used in buying; LbrHwr, abbreviation 
selling him enough? Too much?” That’s the type of hei daniel dcmunine Meek Raditebieds te “nee 


question about your customers that Dun & Bradstreet started (1945); €2, rating (estimated financial strength, 


service will help you to answer. $75,000 to $125,000; composite credit appraisal, ““good”’) 


The 2,900,000 listings in the Dun & Bradstreet Steets en thie nies ere Sete end used fee Cagis 
Reference Book represent the people who make and piindiaas 
sell the things Americans eat, wear, live in, and ride 
in. Back of each listing is a comprehensive report 
describing the history, experience, and qualifications 1672 SPA 
of the people who run the enterprise. Harry E. Foster sree commons “e 2 , 
is only one of them whom you can see and appraise r tick Daniel Ro of ce on | 
at close range through the eyes of the Dun & Brad- 23 $2 Bioge George a -oame 4 8 


59x13 Edae ater Rst 
22 51 Greemend bert Rate OreSstn 2 
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street reporter. 


af rT) Al 


The Dun & Bradstreet Reference Book is revised on “a 


State Home Sale: C Sstn 3 
’ < Hh! 7 
54 4) Taylor W am T 1 on j 


every sixty days, covering all buying and selling SPONSON (See Hickam) 


* * ° es° 4p An 
A 52x11 Fairville Lumber Co LbrHwr C2 Fi 
. - man A an Doo ff AN 
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Dun & Bradstreet, Inc. 7 
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American 
Credit Insurance 
Keeps Credit Costs 


Pri imary! 


~s-s--— e— eer ee ee Se eS oe oe 


Helps avoid secondary credit costs. 





2. Protects working capital invested in Receivables. 


Provides endorsement for borrowing purposes. 


* &* 
ad 
. 


1. Backs judgement of Credit Executive. 


r 


5. Caves positive loss prevention. 

6. Harmonizes Credit-Sales relations. 

7. Promotes efficiency in organization. 

8. Creates confidence—basis of all credit. 

9, Provides service for handling collections. 
10. Minimizes risk and anxiety, promotes planning. 
1]. Endorses customer's promise to pay. 
12. Gives Accounts Receivable real value. 


13. Provides accurate cost basis of shipments. 
For booklet, write Dept.50, First National Bank Building, Baltimore 2, Md. 


American Credit 


Indemnity Company 


of New York 


























duced by Mode-Art Pictures, Inc., 
it is available from the Film Lend- 
ing Library, Allegheny Ludlum 
Steel Corporation, Oliver Building, 
Pittsburgh 22, Pa. Also available is 
a booklet listing 21 other films, both 
technical and not, which can be bor- 
rowed for free showings. 


Of Time and Salesman (30 min- 
utes, b&w) deals with the perennial 
problem of keeping a salesman on 
the road at a profit to himself and 
to his employer. The theme of sales 
planning is depicted through the 
story of a neophyte salesman 
starting in a new territory. He 
complains of liquidated concerns, 
changes in location, dead ends, and 


To Pick Up THE SALeEs CuURVE 


many of the vexations which make 
time vanish like money. 

After several sessions of coach- 
ing by a seasoned salesman, the 
young salesman uses the time-sav- 
ing tools ot effective sales planning 
(catalogue, road map, phone book, 
and Dun & Brapstreet State Guide 
for salesmen) to regain his morale 
and send his sales curve upward. 
Produced by Wilding Picture Pro- 
ductions, Inc., the film employs fan- 
tasy and uses a Mephistophelean 
figure as a symbol of time which is 
first the master and later the slave 
of the tyro order-seeker. This sales- 
training film can be borrowed from 
the Dun & Brapstreet Public Rela- 
tions and Advertising office, 99 
Church Street, New York 8, N. Y.; 
booking information is available 
from any of the 140 branch offices. 


How-To Films 


Considered by their sponso:s as 


sales promotion, many films offer 
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MACHINE 





Contains all the 

information you need to select exactly 

the right Hand Numbering Machine or 

Metal Dater for any job, plus scores of 

time-saving ideas. Includes uses, figure 

sizes, performance specifications for all 

standard methods. Supply limited. Write 
for your free copy. 


WM. A. FORCE 


>MPAN Y RPORATED 


2IG NICHOLS AVENUE, BROOKLYN 8,N.Y. 








Magline Inc. 
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== == SMagktiner 
4 PLATFORM TRUCK 


THE TRUCK THAT HAS EVERYTHING 
.. (Except Dead Weight!) 








It’s the load that pays the freight .. . nothing 
else! Don't penalize your floor truck opera- 
tions with the needless burden of excess 
weight. Now, in answer to popular demand, 
Magline—America’s oldest and largest ex- 
clusive manufacturer of magnesium dock 
boards, hand trucks, and materials handling 
equipme nt —introduces this new, magne- 
sium-light, magnesium-strong, 4-wheel plat- 
form truck. Capacity rated to handle loads 
up to % ton, it weighs in at a mere 49 
pounds. . lighter than similar equipment 
by as much as 75%! Thirty standard models 
to choose from. Before you buy platform 
trucks for any purpose—write for Informa- 
tion Bulletin No. 151. 
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P.0. Box 350 Pinconning, Mich. 


iwi Se = 
* =< 























































Why not use the pace up here ? 












































Put that valuable overhead space to work in your plant! 
Do it by moving and lifting with a Whiting 
Trambeam Overhead Handling System! You’ll turn 
overhead into profit by utilizing all floor space and 
saving man-hours. You'll improve housekeeping, 
speed production and reduce handling costs. Write 
today for Field Reports showing the many 
applications of Whiting Trambeam Systems. 


WHITING CORPORATION 
15654 Lathrop Avenue, Harvey, Illinois 


Sales Offices and Distributors in all Principal Cities. 


Overhead Traveling Electric Cranes 


WHITING PRODUCTS HELP INDUSTRY 
TO PRODUCE MORE... FASTER! 


Fi . rr ' i _ ; if : 
ad en PS . Y ; . a ' 
The Trackniobile Electric Chain Hoists ' - ge 
Feet 
~ - pn i - . ° ° led 3 


Whiting Corporation also manufactures Railroad and Aviation Equipment, Whiting Trambeam Crane quickly and efficiently stacks steel 
Swenson Chemical Processing Equipment and Metal-working Machinery. rods in warehouse of Crucible Steel Co. of America, Indianapolis. 








what SHOULD it cost an industrial 
manufacturer to get orders? 


This summary of a recent study by the Sales Executives Club of New York 
can help you estimate what your costs should be. 





Summary of Sales Executives Club survey of order costs 



























Average Cost of Average 

Questions orders per 100 calls cost per 
100 calls | at $17.24* order 

in your opinion, out of every 
100 cold calls made by your sales 9.2 $1,724 $187.39 
force, how many orders do you get?) 
in your opinion, out of every 100 calls| | 
made by following up an inquiry 
from your publication advertising, | 16.0 $1,724 $107.75 
how many orders do you get? | | 
in your opinion, out of every | | 
100 calls made after your prospect | 
or customer has studied your 38.4 $1,724 | $ 44.89 


catalog and invited your salesman | 
to call, how many orders do you get?) 


| ' 


*$17.24.. . the average cost per sales call 


reported in the survey 





These averages tell the story— 


relatively low number of sales per 


100 calls made cold; many more 
when calls are made on ad leads; 
and another big jump of sales per 
100 calls made after the prospect 
has studied your catalog. Natur- 
ally, the cost per order goes down 
proportionately. 

Sweet’s is in the business of 
helping manufacturers’ salesmen 
get more invitations to call. The 


) 


Buffalo 


Boston °* 
iosAngeles ° 


Atianta °* 
Detroit ° 





Philadelphia ° 


Sweet’s district manager near you 
will be glad to show you how 1,550 
manufacturers use Sweet’s services 
in this connection. 

Or send for the free booklet, 
“Some New Data on the Cost of 
Producing Orders in Industrial 
Markets” (from the Sales Execu- 
tives Club study). Write Dept. 31. 

“The easier you make it for people 


to buy your products, the easier they 
are to sell!’ 


SWEET’S CATALOG SERVICE ° Division of F. W. Dodge Corporation * 119 W. 40th St., N. Y. 18, N. Y. 


Designers, producers and distributors of manufacturers 


Chicago °* Cincinnati * Cleveland ®° 
Pittsburgh °® St.Louis ° 


catalogs for the industrial and construction markets. 
Dallas 
San Francisco 





From experience suppliers 
of “All-Service” leasing . . . 


“ 3! Locate 
_NTLS customer ‘s 
est agentes in your “— ” hae 
nin the ‘phone book. TO 00. ital, 
truckleas i 


Ask our & 
ovr opere 
trade mor 

a Mati, 


ver 
of NTLS leasing com 


D-2 
brochure in Biva. Chics 


We'll buy your 
present fleet! 





" Hydraulic rail 
feed universal 
joint type 

multiple spindle 

drilling machine. 


For Over 50 Years 


w“ uf 
MOLINE Hole-Hog 


Specially Designed 
MACHINE TOOLS 


have cut production 
costs for American 
industry. 











rich sources of information about 
new products and the skilful use 
of present ones. Among recent 
films are reels on welding, forging, 
grinding, and painting. 


Resistance Welding of Stainless 
Steel (22 minutes, color) shows the 
latest techniques in spot, seam, pro- 
jection, and butt welding. Avail- 
able from Allegheny Ludlum Steel 
Corporation, 2020 Oliver Building, 
Pittsburgh 22, Pa. 


5,000 Years of Forging (20 min- 
utes, b&w). Not the story of an in- 
veterate swindler, but rather the 
history of the essential metal-form- 
ing process is recounted in this 
educational film. From the days of 
the caveman through medieval and 
colonial times, down to the present, 
the methods of forming tools and 
other objects are illustrated. The 
most recent techniques of applying 
pressure up to 1,600 tons to forge 
few 


within tolerances of a 


parts 
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An Earty FORGER 


thousandths of an inch are in- 
cluded. Produced by Paul Hance 
Productions, Inc., the film can be 
borrowed free from Henry J. Zell- 
weger, Advertising Manager, Utica 
Drop Forge & Tool Corporation, 
Utica 4, N. Y. 


Techniques of Surface Grinding 
(31 minutes, color) includes many 
valuable operating hints for oper- 
ators, the new tasks to which sur- 
face grinders have been adapted, 
the potentialities of automation, 
various cost-cutting procedures, and 
answers to many grinding prob- 
lems. It is available from The 


DoALL Company, Des Plaines, Ill. 


Making the Most of the Spray 
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working the 


year around ? 





your own insignia or 


Our originals are 


product. oe 
Write us today for fre 
folder and more informa 


product of 
rporation, world’s 
manufacturer of TV Ai 








IRONS & RUSSELL COMPANY 


INDUSTRIAL DIVISION 


Emblem Manufacturers Since 1861 


95 Chestnut Street, Providence, R. I. 


Yes .. . day after dey, 


what better salesman is — 


Jewelry illustrated with Bow 
Flector UHF antenna . . . @ 





Ro 


there for your product than ; 





fashioned on lovely, practi- 
cal jewelry. j 
exclusively for you, from 
original sketch to finished 
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PANAMA- BEAVER 
Githib0nd (tH 


Letter after letter. ...copy after copy...all so sharp 
and clean even after repeated use! PANAMA-BEAVER 
Ribbons and Carbons give TWO sets of impressions: — 
more first class impressions per ribbon and per sheet— 
and better impressions upon. the recipients of your 
correspondence. Their PLUS-values have made them 
national favorites with purchasing agents, secretaries 
and their bosses. 


Coast? to Coasf , 
188 Third Avenue, & 


CARBON PAPER 


HECTOGRAPH 





Be a oe 




























You Wouldn't Buy 
a Washing Machine 


HYDRAULIC 
POWER UNITS 


You would never go to the trouble of buying automatic washing mas 
chine parts and assembling them yourself. It would take a lot of time 
and patience and trouble. For one thing the maker could not risk 
guaranteeing the finished job. You buy a washing machine as a unit, 
and want the undivided responsibility of the manufacturer. 

Then why buy hydraulics piecemeal when there are so many ad- 
vantages in a Vickers Custom Built Power Unit? It is built to meet your 
individual requirements, in a compact, neat, self-contained “package.” 
It includes all necessary pumps, valves, intermediate piping, oil reser- 
voir, motors, controls etc. as well as all hydraulic accessories (oil 
filters, air cleaners, oil level gauges, fittings etc.). Hydraulic connec- 
tions are grouped in a convenient manifold. 

Hydraulic design is simplified and improved, and you save sub- 
stantially on installation and maintenance cost. Vickers takes undivided 
responsibility for the entire hydraulic system and you get the benefit 
of Vickers skill and experience. These advantages are important to 
both the machine builder and his customer. 

_ Ask the nearest Vickers factory-trained application engineer to send 
you new Bulletin 52-45 or to make a personal call, 


ENGINEERS AND BUILDERS OF OIL HYDRAULIC EQUIPMENT SINCE 192! 








| 
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improve 
and 
Simplify 
Hydraulic 
Design 


Reduce 
Installation 
and 
Maintenance 
Costs 


Pe ce 


V ICKERS Incorporated 


DIVISION OF THE SPERRY CORPt J 
1424 OAKMAN BLVD. «+ DETROIT 32, MICH, 


Application Engineering Offices: 
ATLANTA e CHICAGO (Metropolitan) « CINCINNATI « CLEVELAND 
DETROIT « HOUSTON « LOS ANGELES (Metropolitan) « NEW YORK 
(Metropolitan) . PHILADELPHIA (Metropolitan) . PITTSBURGH 
ROCHESTER ° ROCKFORD * SEATTLE . TULSA 
WASHINGTON . WORCESTER 


6071 








AUTOMATIC ELECTRIC COMPANY—A GREAT NAME IN COMMUNICATIONS 








go places fast with PAX 

















FOR EXECUTIVE 
CONVENIENCE 


A special “Executive 
Direct-Line’’ unit, 
which gives two-way 
loudspeaker conversa- 
tion at the flick of a@ 
switch, can be supplied 
with any P-A-X. lLlilus- 
trated circular sent on 
request, 


120) 


The secret of his great productiveness is at 
his finger tips! 

It’s P-A-X—the automatic telephone sys- 
tem that connects him in seconds with any 
key point in his organization. Like thousands 
of other organizations, his company uses a 
P-A-X Business Telephone System to reap 
the benefits of fast inside telephone service. 

In this office an automatic switchboard 
does the ‘“‘walking”’ for all key employees. It 
cuts confusion from their working day, be- 
cause facts and instructions are always just 
seconds away. 

You'll enjoy definite savings in man-hours 
and money when you put P-A-X to work for 
your people. Why not find out how this 
business equipment can set their efficiency 
soaring? Call or write Automatic Electric 
Sales Corporation (HAymarket 1-4300), 
1033 West Van Buren Street, Chicago 7, 
Illinois. 








business 
telephone 
systems 


Write for this useful information today! P-A-X users have helped us prepare illustrated case studies 
describing P-A-X in daily use for: a financial institution; a processing plant; a school; a railroad: 
an oil company. Specify the case studies which interest you. 





Painting Method (4) minutes, 
b&w). This detailed training film 
covers as completely as a fresh coat 
of paint the subject of spray paint- 
ing. Illustrated are the four neces- 
sary ingredients: proper equipment, 
control factors, spraying techniques, 
and the care of the equipment. The 
viewer's interest is sustained by a 
simple story line of the disappoint- 
ing experiences of three painters— 
a maintenance painter, an automo- 
bile refinisher, and an_ industrial 
spray finisher—until they were tu- 
tored at a spray painting school. To 
insure the remembrance of the 
many invaluable techniques in this 
lengthy film, detailed illustrated 
booklets are supplied with the film. 
It can be borrowed trom the DeVil- 
biss Company, 300 Phillips Avenue, 
Toledo l, Ohio. 


Film Flashes 
What the Oscar is to Hollywood, 


the Golden Reel may well be to the 
non-theatrical film industry. Sched- 
uled for April 1-3 at the Conrad 
Hilton Hotel in Chicago is the first 
annual American Film Assembly, 
sponsored by the Film Council of 
America, 600 Davis Street, Evans- 
ton, Illinois. A non-profit educa- 
tional corporation, the Film Council 
of America draws its financial sup- 
port from the film industry’s contri- 
butions and from grants from the 
Fund for Adult Education, which 
is in turn financed by the Ford 
Foundation. 

Juries of professional users and 
producers will select one film for 
the award in each of twelve cate- 
gories, including sales promotion, 
safety, training, industry, and trade. 
This meeting offers an invaluable 
opportunity for a concentrated ex- 
posure to important sponsored films 
distributed during 1953. 


Companies owning films have 
until April 1 to enter the Boston 
Film Council Festival, slated for 
Saturday, May 15, at the Sheraton 
Plaza in Boston. The fourth annual 
event of its kind, it will offer 
awards in five categories: industry, 
adult education, arts, classroom, 
and religion. Members of the audi- 
ence will select by ballot first and 
second-award winners in each 
group. Films released since January 
1, 1953 can be entered in the compe- 
tition. All inquiries should be ad- 
dressed to Mrs. Muriel C. Javelin, 
Boston Public Library. 


+ en Re | Eee 








RIGGS DISTLER & CO., INC. 


Mechanical & Electrical 
CONSTRUCTION 


Our many years of seasoned ex- 
perience and proven performance 
are now available to help solve 


your construction problems. 


AIR CONDITIONING 
POWER PLANTS 
PLUMBING 
HEATING 
VENTILATION 
ELECTRICAL 


+ + + + H F 


Your inquiries are invited. May we 
give you more information on whom we 
serve and discuss how we might serve 


your company? 


43 YEARS 
of Experience and Performance 


RIGGS DISTLER & CO., INC. 
216 North Calvert Street 
Baltimore 2, Maryland 


1518 Walnut St., 516 Fifth Ave. 
Philadelphia 2, Pa. New York 36, N.Y. 


50,000 FIRMS 
SPECIFY . 
SPEED SWEEP 
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Sweeps faster, cleaner, . 
Outlasts Ordinary Brushes 3 to 1! 





WRITE FOR STYLES, SIZES AND PRICES TODAY 


Milwaukee Dustless Brush Co. 


530 N. 22ND ST., MILWAUKEE 3, WIS. 
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OW...Machining 
and Heat Treating 


Operation! 


with TOCCO Induction Heating 


Mechanics Universal Joint Division of Borg-Warner 


Corporation now combines automatic heat-treating | 
and metal-working operations on the same machine!* 


A Tocco Inductor Coil, matched to one spindle of a 
multiple spindle automatic screw machine, heat 
treats the inside diameter of automotive trunnion 
cups—after they have been completely formed on 
the same machine tool. Twenty-two, 20 and 50 kw, 
450,000 cycle TOCCOtron Induction Heating units 
and 44 automatic screw machines (installed here 
and in other plants) make up this high-speed pro- 
duction team. 


THE OHIO CRANKSHAFT COMPANY 


N I N 


This new method permits the use of SAE 1144 steel 
and eliminates costly, time-consuming copper plat- 
ing and carburizing operations formerly required. 
Heating and quenching cycles total approximately 
10 seconds per part, and production is in excess of 
300 parts per hour from each machine. 


If your products or their components require heat 
treating, soldering, brazing or forging it will pay 
you to investigate TOCCO for better, faster ways of 
producing them at lower unit cost, 


*This process developed and patented by TOCCO. 


—— Mail Coupon Today 
NEW FREE 


BULLETIN THE OHIO CRANKSHAFT CO. 


Dept. 1-3, Cleveland 1, Ohio 


Please send copy of ““Typical Results 
of TOCCO Induction Hardening and 
Heat Treating.” 


Name 





Position 





Company 


Address 








Zone State 
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Here’s a picture of some SPECIAL ALLOY STEEL | 

















—and there’s much more to it 
than appears on the surface 


Only a stainless steel periscope tube, and some 

special navigational apparatus, shows above water. 

But below, a wonderfully compact mass of fighting 

machinery—literally packed with special steels 

and electrical alloys. With them, the ship is almost 

human. Without them, it has no eyes, ears, power € ~~ > 
. or usefulness. @ When you have to combat LEADING propuct® wao 41468 

corrosion, heat, wear or great stress—or require HIGH-atoy steel 

unique electrical properties—check with us. 


Allegheny Ludlum Steel Corporation, Oliver Bldg., DION EERING on the Horizons of Steel 


Pittsburgh 22, Pa. 


ww msciimeennm Allegheny Ludlum 


























less carried by all Ryerson plants 
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SALES & DISTRIBUTION 








Marketing notes and comments 


SURVEY THROWS LIGHT ON SALES 


Executives’ Education, Earnings, and Spending 


hy 

I HOUGH sales executives of the 
nation’s largest metropolitan area may not be 
entirely representative of the provinces at large, 
the following short profile gives some idea of 
their background and general stature in New 
York City. 

The man is about 46 years of age. His income 
is about $22,000. He has either been to college 
or has taken post-high school business courses. 
He controls about $724,000 in business spending 
annually. He is especially sensitive to magazine 
advertising and he does a whale of a lot of 
travelling. 

Those are the averages based on a poll of 
2,600 members of the New York Sales Execu- 
tives Club. The club estimates that its members 
control annual company spending to the tune 
of $1.9 billion! Scattered around the averages 
are some interesting figures. About 31 per cent 
of the executives are over 55 and about 46 per 
cent are less than 45. The largest single group, 
nearly 36 per cent, are between the ages of 35 
and 44. 

Even if the figures are only roughly repre- 
sentative, sales management is well above na- 
tional averages on the basis of education. About 
59 per cent left college by the front door, 30 per 
cent have taken courses in addition to high 
school training, and 11 per cent have high school 
or grammar education. 

When sales executives choose their own study 
courses, what do they want on the program? In 
New York they want sales clinics, courses in 
sales management techniques, public speaking, 
and sales presentations. 


Canadian International 


Trade Fair Shaping Up 


More than 20 countries are on the list for 
Canada’s seventh annual trade show. Like many 
foreign, international shows (see photo, next 
page) this one includes a wide variety of manu- 
factured products. Exhibit space booked by the 
end of January stood at 185,000 square feet. Fair 
officials say that many registrants are as anxious 
to make distributor contacts as they are to make 
sales. Management’s problem, in turn, is this: 
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Marketing Briefs: New Negro network tunes up; roadblock to sales; 
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NEW YORK SALES EXECUTIVES EARN. 


$50,000 AND OVER 





49,999 to 40,000 





39,999 to 30,000 





29,999 to 25,000 





24,999 to 20,000 





19,999 to 15,000 





14,999 to 10,000 





9,000 5,000 


5.4% 


3.8% 


5.2%, 


BUSINESS SPENDING TI! 





OVER ... . $1,000,000 











$1,000,000 to 500,000 











500,000 to 100,000 











LESS THAN .. 100,000 








NONE. ...-. 








DON’T KNOW . 





NO RESPONSE . 





How much sales management makes and how 
much of the company’s money they control is 
shown above. The poll was made of a large (705 
returns), fairly representative sample (38 per 
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5.0% 
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7.1% 


cent in consumer products, 30 per cent in indus- 
trial products, 18 per cent 1n advertising, 14 per 
cent unlisted) taken in N.Y.C. area. Only 54 per 
cent think they are busier than ever! 








Diced! 


A new kind of caster 





the SERWIICE PRESSWELD 


‘What is it?’? you ask. Simply all the features 
Service has built into casters during half a cen- 
tury combined into one great new quality line of 
low-cost casters—SERVICE PRESSWELD 
CASTERS. None other combines these seven 
superiorities ... 





is %” Hyatt type roller 
running on 4" wall span- 
ner bushing. 

6—Spanner bushing is 3” 
diameter, hardened to 
50-C Rockwell, ground 
and polished. 

7—Available with Ni-Steel- 
Iron, Moldon Rubber or 
Molded Plastic (Mascer- 
ated Canvas Phenolic Res- 

in Impregnated) Wheels. 


1—All swivel ball bearing 
raceways hardened to 
50-C Rockwell. 

2—'/," thick steel top plate 
and ‘fork base, with %¢” 
thick formed steel legs. 

3—%" heat treated bolt and 
nut type king bolt. 

4—Hollow bolt type axle 
Zerk-type lubrication fit- 
ting fully recessed in head. 

5— Over-sized wheel bearing 





CAPACITIES— Up to 3200 Pounds per set of Four. 






qe OP CHOCSCCCOCEOSOCEESEOEESESE® 


Get the whole picture... 
Write for Circular 


SERVICE CASTER 
€ TRUCK CORR 


Albion, Michigan 
414 N. Brownswood Ave. 


Somerville, Massachusetts 
440 Somerville Ave. 








Even though more than half of the 
Fair exhibit space will feature Ca- 
nadian products, most of these orig- 
inate in the more heavily indus- 
trialized South Central portion of 
the country. So, in order to give 
foreign exhibitors a better balanced 
picture, the Fair committee is beat- 
ing the bushes (“strenuous efforts 
are currently ...”) to interest more 
business men from Western and 
Eastern sections of Canada in the 
Toronto convention scheduled for 
the first two weeks in June. 


Marketing B riefs 


*Late January saw the premier 
broadcast of the first Negro radio 
network, NNN (National Negro 
Network). With first programs 
sponsored by Philip Morris and Pet 
Milk, NNN opened up with a cov- 
erage of 40 stations out of some 270 
Negro stations in operation. The 
network says it has a potential mar- 
ket of 13 million listeners, claims 
that Negro communities currently 
account for about $15 billion in con- 
sumer goods purchases. 


*A poll of department store and 
specialty store members of the Na- 
tional Retail Dry Goods Associa- 
tion shows interesting data on mar- 
keting expectations. Key figures 
show up on inventories. Most stores 
will hold hard goods below the 
1953 levels; soft-goods inventories 
will be held at 1953 levels by 48 
per cent, below by 45 per cent, and 
above last year’s average by only 


















7 per cent of all reporting stores. 


* Another poll, this one of salesmen 
by New York’s City College Ba- 
ruch School of Business, asked for 
biggest obstacles to current sales. 
Answers: price-cutting, hesitancy 
to place firm orders, lack of dealer 
co-operation. Customers are de- 
manding more concessions—faster 
deliveries, extended terms, and mul- 
tiplied small orders. 


*Proof that imaginative writing 
can put a kick into promotion of 
almost anything comes in a sales 
promotion piece from Distillation 
Products Industries, division ot 
Eastman Kodak. DPI stocks over 
3,500 organic chemicals for indus- 
trial use. In an easy conversational 
style the booklet tells anecdotes 
about the chemicals, their discovery 
and preparation. 

Typical example of low-pressure 
promotion: “2-(o0-Hydroxyphenyl)- 
benzoxazole is a reagent very easily 
prepared in good yields. We say 
this on the authority of two gentle- 
men who have found it to be more 
selective in the determination of 
macro amounts of cadmium than 
any other reagent mentioned in the 
literature. . . . There’s no reason 
why any chemist who wants to de- 
termine cadmium cannot prepare 
this reagent himself—except that, 
unlike the gentlemen who worked 
out the test, he has no reason to 
do so. It’s much sounder economics 
to ask his purchasing agent to buy 
him some Eastman 6754... .” 


British Industries Fair features tongs, turbines, cakes and ale 


Tongs for handling radioactive isotopes 
are one of thousands of exhibits in 
Britain’s annual emporium, to be held 
during May. Consulates have advance 
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catalogs for the vast show which this 
year will be held in three halls in Lon- 
don and in Birmingham. Heavy in- 
dustry gets the most space. 
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Put the WALES 


Fabricator 


through its paces 
at your plant! 


Above new Wales-Strippit mobile unit 
(1 of 3) brings the Wales Fabricator 
right to your plant. You and other plant 
executives can use this unique Wales 
Fabricator to produce your own parts. 
Your time study men can evaluate its 
astounding money-saving, cost-saving 
efficiencies. 

The Wales Fabricator is the only 
machine of its kind and is designed for 
rapid interchangeability for punching, 
notching and nibbling. Work from 
blueprints or operation sheets . . . no 
templates required. Can you match the 
Wales Fabricator time studies below ? 


SEE FOR YOURSELF. Operate it. Put it through 
its paces. Write for Wales Catalog 10-AA and an 
appointment for a demonstration at your plant. 


be Showing Wales 
“ee Fabricator in new 
He mobile unit for 
demonstration at 
your plant. See it 
operate at your 
plant before you 
buy any other type 
of hole punching, 
notching or nib- 
bling equipment. 


a Showing Wales 

S Tru-Edge Shear 
for circle and 
shaped cutting, 
beading and 
forming in the 
new mobile unit. 
Material is 
sheared, not 
punched. 


A part of a piece of farm 
equipment 7244” x 22” 
with 32 holes and nib- 
bled cut-out was finished 
including setup in only 
12.01 minutes, subse- 
quent pieces in 


2.32 MIN. 


An electronic chassis, 
125"x11" with 118 
holes and 4 notches 
was completed includ- 
ing setup inonly 32.45 
minutes and subse- 
quent pieces in 


6.44 MIN. only 


WALES-STRIPPIT CORPORATION 


George F. Wales, Chairman 
392 Payne Ave., North Tonawanda, N. Y. 
(Between Buffalo and Niagara Falls) 
Wales-Strippit of Canada Ltd., Hamilton, Ontario 
Specialists in Punching and Notching Equipment 
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* No matter how many gadgets are 
used to pave the way to a sale— 
brilliant presentation devices, slides, 
and so on—the sales talk still car- 
ries the main burden even in this 
mechanical era. Running through 
most of the sales-training courses 
this department has observed is a 
flow of material that is distinctly 
old hat, but solid gold in terms of 
pay-off. None is more concentrated 
than the course currently given by 
Sylvania for their dealers. Its ob- 
jectives: 

To focus the meaning of the basic 
sales process—approach, gain atten- 
tion, arouse interest, create desire, 
urge to buy, make sale. 

To show how to lead the prospect 
to take the necessary steps on the 
road to a sale. 

To show how to make the best 
selling use of the qualities and fea- 
tures of a product or a service. 

To help the members of the 
group develop powerful selling 
statements; i.e. how to sell, period. 


* A top-flight market research bib- 
liography came out of Geyer Ad- 
vertising, Inc., recently. Well an- 
notated and classified by subject, 
the 30-page booklet looks like a 
must for the company without a 
trained research librarian. A plus 
feature is a “Bibliographies & 
Checklists” section which shows the 
market researcher where to look for 
additional information. 


* New emphasis is being concen- 
trated on the so-called missing link 
in selling, the retail salesman (see 
“Retail Sales Course by Mail,” page 
36). A recent survey in the New 
York area by the NYU School of 
Retailing suggests that manufac- 
turers conduct more effective pro- 
grams than retailers in sales train- 
ing. Some of the survey results: 
Many salesmen fail to show an ade- 
quate assortment of items. Few dis- 
cuss merchandise uses or care. Few 
emphasize selling appeals. Most 
stress price. A majority do not use 
suggestion selling. Very few make 
any attempt to overcome customer 
objections and few take the initia- 
tive in closing sales. Says NYU’s 
researchers, “It would seem to re- 
flect poor leadership on the part of 
the entire executive staff... .” The 
study warns that though manufac- 
turers may have better selling tech- 
niques, it is dangerous for retailers to 
trade independence for know-how. 
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HIRLPO 


ensburg units 2 


Whirlpool for 
laundry equip- 
. tile walls and 
room are almost 


‘ale 
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® When Whirlpool Corporation switched from hand 
spray to the Ransburg No. 2 Process, paint mileage 
jumped approximately from 8 washer cabinets to 
TWENTY-TWO cabinets per gallon of paint. Whirlpool, 
too, was the first to employ the Ransburg “grouping” 
conveyor, especially suitable for use on washer or re- 
frigerator lines. 

Along with this spectacular paint saving, Whirlpool 
reports a more uniform, higher quality finish on their 
home laundry products. The number of repaint jobs 
was cut from 40% to less than 10%, and less than 1% 
of these are due to defective paint application. 

Other economies are being achieved. The former 
60-ft. water-washed, down-draft, hand spray booth 
was taken out, cutting maintenance, make-up air, and 
heat loss substantially. Since there is no overspray paint 
to be exhausted with the No. 2 Process, ventilation is 
needed only for solvent vapor, and make-up air was 
reduced accordingly. 

Appreciating the many advantages achieved on this 
cabinet line, Whirlpool put three more No. 2 Process 
Units to work, one on their dryer line ... one.ona 
miscellaneous parts line ...and one on their wringer 
washer line in the Clyde, Ohio, plant. 

The Whirlpool story is another typical example of 
greater efficiency, increased production—at less cost 


—with the Ransburg No. 2 Electrostatic Spray Process. 


Write for our brochure describing 
detail. Or, osk for owr sound and co 
shows numerous on-the-job examples o 


Process af work in plants all over the countr 

















You have this...............Instead of this 


Advertising 
Benefits 
Everyone 


The credit for the many wonderful products of our ““American Way 
of Life’’ must be divided. The Inventor, the Investor, the Businessman, 
the Worker—all rightfully share that credit. BUT .. . it is 
Advertising that tells the story of the product; it is Advertising that 
whets public appetite for the product; and it is Advertising that 
helps sell the product. AND... the more product-demand that 
Advertising builds, the more products must be manufactured. That 
means Mass-Production which, in turn, means better products at 
lower prices. In short, a still higher American living standard. 
SO... everyone benefits. Industry, Business, Labor, Agriculture. 
But, most important of all, you the citizen. 

And all with the help of Advertising! 


ADVERTISING FEDERATION OF AMERICA and ADVERTISING ASSOCIATION OF THE WEST ~ (Prepared by the Cleveland Advertising Club) 
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REALTY INVESTMENTS 
565 FIFTH AVENUE » NEW YORK 17, N. Y. 





the hoard of your sche 
the house or purchasing com 
of your club or lodge, you will be inter- 
lin this modern, Folding Pedestal Banquet 
Write for catalog & special discounts, 


40 CHURCH ST. Ear 
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THE ‘‘WHIPPET’’ MARKER 


Automatically dates, codes, or marks production runs of 


cartons, packages, filled bags, boxes, rolis, cans, etc. 
candy manufacturers, food packers, distillers, oil 
panies, etc. Send for free catalogue. 


THE INDUSTRIAL MARKING 
EQUIPMENT COMPANY, INC. 


For 


com- 


— 454 Baltic Street, Brooklyn 17, N. Y., Dept. DR — 





your 


advertisin g mn 


DUNS REVIEW 


nd Modern Industry 


will reach the 
decision-making 
executive 

when his mind 


1s ON BUSINESS 





EFFICIENCY 


Continued from page 35 


have fully accepted the new con- 
cepts in machine mobility and flex- 
ibility. Unnecessary lagging down 
of machines is being discontinued. 
Plug-in power bus ducts, drop 
cords, with quick disconnect plugs, 
air plug-in lines, and the use of 
resilient “antiwalk” adjustable rub- 
ber mounts (that do not have to be 
lagged or cemented to the floor) 
under the machines give a perma- 
nent flexibility to machine lay-out. 
The initial cost is rapidly recovered 
as this flexibility is utilized in alter- 
ing production lines to most eth- 
ciently produce new models or en 
tirely new products. 

Analyze your own situation. Are 
frozen lay-outs causing excessive 
materials-handling costs that could 
be eliminated if your machines 
could readily be moved about? 

2. Keep maintenance off the pro- 
duction line. One executive of a 
large punch press shop said, “Until 
it dawned on us that we were un- 
necessarily interrupting our produc 
tion line, all maintenance work, ex- 
cept complete overhaul, was done 
right on the line. Furthermore, 
time studies indicated that not only 
Was time lost in repairing machines 
on the production line but owing 
to the limited amount of floor 
space, work on adjacent machines 
was being hindered. To overcome 
this difficulty we established a ‘ma- 
chine garage’—a central mainte- 
nance depot—to which all machines 
were taken when maintenance was 
required. We also noted, prior to 
establishing our own centralized 
maintenance that it 
much more difficult for repairmen 


system, was 
to do their work right on the pro- 
duction line: Not only did they in 
terfere with the work of the other 
machines but their own efficiency 
was impaired as well by the lack of 
work space.” 

The problem of maintenance for 
most machines can be simplified by 
supporting them on resilient level- 
ing mounts, rather than lagging 
them to the Hoor. 

Check the advantages of a cen 
tral repair shop to which you can 
lift-truck 
cient and undisturbed maintenance. 


most machines for eth 

3. Investigate “packaged replace 
ments.” We also learned that valu 
able production time is often lost 


because a machine stands idle while 





The proof of QUALITY... 
The guarantee of SERVICE... 
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Richards-Wilcox 


Z g Lag ; 


Continuous Power 
Conveyors 


® Bath scale housings mov- 
ing through electrostatic 
spray booth on “ZIG-ZAG” 
Conveyor in plant of Con- 
tinental Scale Corp., Chi- 
cago. Note swivel pend- 
ants to revolve housings. 


® “Up they go, out of the 
Scale housings on 
way from baking ovens to 
final assembly. Note am- 
ple aisle clearance. 


way. 


Quality more than pays for itself, in the long run. 
Years of safe, trouble-free, low-cost service brings 
many dividends in production efficiency. 


to fit the new conditions by 
plant personnel, and in most 
cases using all the original parts. 
And 6 inch pendant centers 
make it an easy matter to han- 
dle any production needs. 
tichards- Wilcox “ZIG-ZAG” 
Continuous Power Conveyors 
mean extra safety for product 
and personnel; smoother, more 
efficient materials handling; and 
lower production and labor 
Find how “‘ZlG- 
ZAG” can help you, too. 


That’s why more and more 
plants are demanding Richards- 
Wilcox “ZIG-ZAG” Continuous 
Power Conveyors to help fill 
their materials handling needs. 

“ZIG-ZAG” Conveyors take 
materials handling overhead 
where space is ample. The track 
moves up, down, in, out and 
around, carrying unit loads up 
to 125 pounds at speeds from 
one inch to 60 feet per minute. 

When relocation is necessary, 
the entire system may be altered 


Costs. out 


Write today for complete details or consult with an 
R-W Engineer—at no obligation. 


RICHANRDs 
WwiLCcOx 


RW Richards-Wilcox Mfg. ©. 





Reg i 2 Pat. OF 
SUDING DOOR HANGERS & TRACK 
DOORS & FIXTURES + GARAGE DOORS 
MENT + INDUSTRIAL CONVEYORS 
@ SCHOOL WARDROBES & PARTITIC 


MATERIALS HANDLING DIVISTtON 


475 THIRD STREET, AURORA, ILLINOIS 
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IRIDITE 


Here’s peak corrosion protection combined with 
conductivity, weldability and solderability. Here’s 
a finish that holds paint firmly, prevents underfilm 
corrosion. Here’s a line of attractive final finishes 
to add quality and sales-appeal. Here’s Iridite... 
and here’s how you can use it: 


miNC AND CADMIUM you can get highly corrosion resistant 


finishes to meet any military or civilian specifica- 
tions and ranging in appearance from olive drab 
through sparkling bright and dyed colors. 


[Iridite brightens copper, keeps it tarnish-free; also 
lets you drastically cut the cost of copper-chrome 
plating by reducing the need for buffing. 


Iridite gives you a choice of natural aluminum, a 
golden yellow or dye colored finishes. No special 
racks. No high temperatures. No long immersion. 
Process in bulk. 

lridite provides a highly protective film in deepen- 
ing shades of brown. No boiling, elaborate cleaning 
or long immersions. 


AND IRIDITE IS EASY TO APPLY. Goes on at room temperature by dip, brush 


or spray. No electrolysis. No special equipment. No exhausts. No specially 
trained operators. Single dip for basic coatings. Double dip for dye colors. 
The protective Iridite coating is not a superimposed film, cannot flake, 


chip or peel. 


WANT TO KNOW MORE? We'll gladly treat samples or send you complete data. Write 
direct or call in your iridite Field Engineer. He's listed under ‘Plating Supplies” in your 


classified telephone book. | 
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lridite is approved Be 
under government 
specifications 
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INCORPORATED 


eet f A uiro Research Prooucrs 


4004-06 E. MONUMENT STREET ¢ BALTIMORE 5.MD 








replacement parts are being sought 
both in and out of the shop. Many 
companies have developed a system 
called “packaged replacements.” It 
works like this: In the central re- 
pair shop entire groups assemblies 
of parts frequently worn out are 
stocked in depth for instant installa- 
tion. A rough spindle, a bearing 
gone bad, a built-in rotor burned 
out, no longer disrupts production 
since you can maintain a stock of 
replacement parts on hand for rapid 
replacement. Moreover, with “pack- 
aged replacement” units you can 
gamble more safely on special-pur- 
pose machines without foregoing 
the economies of standardized pro- 
duction. 

Ask yourself if you are sending 
out for replacements too often 
when you could be stocking them 
efhciently at home. 

4. Avoid duplication of machin- 
ery. Analyze your requirements. 
Many plants limit the use of a spe- 
cific unit to one department when 
this is far from necessary. In plants 
where operations are highly de- 
partmentalized, very often even the 
plant superintendent does not know 
whether a given piece of equipment 
is being utilized full time. In the 
case of a leading metal stamping 
outfit, it wasn’t until top manage- 


>>> >> >>> > > > > «<< <<< «<<< 


She AUTHOR 


Ervin Prerz, a native of Eureka, S. D., de 
signed a new shock insulator for Naval ship- 
board electronic and electrical equipment in 
1943. That turned out to be the beginning of 
the machine mounting device that 1s cur- 
rently being produced by the Barry Corpora- 
tion, of which Mr. Pietz is president. 

He started tollowing his star back in 1934 
upon obtaining a B. Sc. from the South 
Dakota School of Mining and Technology. A 
succession of jobs in the West including ones 
with the Coast and Geodetic Survey in Min- 
nesota, and a gold mine in the Black Hills 
| South Dakota, succeeded in pointing him 
East. There he took a position as a staff 
member of the Radiation Laboratory of the 
Massachusetts Institute of Technology, where 
he subsequently designed the shock insulator. 

Mr. Pietz is an active member of the 
Young President's Organization, a director 
of a Watertown, Mass., bank, and is active 
in several civic and political organizations in 
his community. 


>>> >> >>> > > > > «K «<< <<< << <<< 
ment discovered by accident that 
too many similar units were being 
bought, that the existing equipment 
was used to full advantage through 
mobile mountings. 

Occasionally equipment stands 
idle with the full knowledge of the 
plant superintendent only because 
it is lagged to the floor. In such 
cases top management would be 
well-advised to investigate the pos- 
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COMES TO PANAMA CITY, 
FLORIDA 





The location of Panama City 
affords a strategic position to 
both domestic and foreign 
markets. Equable climate 
means lower construction 
costs, unhampered transpor- 
tation and greater work at- 
tendance. Resources in util- 
ities, material, water—all 
means of transportation— 
dock facilities—urban and 
rural plant sites—fine living 
conditions, advantageous tax 
exemptions. If you seek in- 
dustrial expansion or re-loca- 
tion, we offer a well-balanced 
invitation to industry at any 
level. 


For information on your own 
requirements write: 
Panama City and Bay County 
Chamber of Commerce, 
Room 2/8, 


PANAMA CITY 
FLORIDA 
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NATIONAL 
REQUIREMENTS 
SERVICE 


AIR FORCE BUSINESS 
SPECIALISTS 


If you are engaged in Air Force work 
or are thinking of expanding your op- 
erations into this field, you can profit- 
ably utilize our staff of Air Force 
business specialists. Reputable profes- 
sional services are available to you in: 

\ SALES PROGRAMS 

\ SUBCONTRACT WORK 

\ CONTRACT NEGOTIATION 
\ CONTRACTUAL LIAISON 


\ ENGINEERING LIAISON 


Our offices are centrally located in Dayton 
adjacent to Wright Field, the **Procurement 
Center” of the Air Force. Services extend to 
manufacturers and engineering and research 


organizations throughout the United States. 
Your Inquiries are invited 


NATIONAL 
REQUIREMENTS 
SERVICE 


HULMAN BUILDING DAYTON 2, OHIO 
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sibility of mounting this machinery 
on vibration isolators which elimi- 
nate the need of bolting and lag- 
ging it to the floor. 

The experience of one company 
which our engineers visited recent- 
ly brings home this point in par- 
ticularly striking fashion. The pur- 
chasing department of this com- 
pany—an electrical appliance firm 
—received a requisition for an ex- 
pensive milling machine. Having 
just bought a machine of this type, 
top management began to wonder 
why the new item was needed. 
They held up the requisition for the 
miller and directed a study to be 
made of existing machines of this 
hand. This 
millers 


type which were on 
study that 

were already, in the plant at the 
used 


revealed seven 
time, but that none were being 
on an average of even one full day 
per week! Further study indicated 
that by ma- 
chines from department to depart- 


moving the existing 


ment, or from work area to work 
area, this organization was able to 
increase its utilization of existing 
equipment and eliminate the pur- 
chase of a very costly machine tool. 
cancelled 


Management, therefore, 


the requisition for miller No. 8. 

Are you duplicating too many 
machines because each is “tied 
down” in a particular department? 

5. Check effect on product qual- 
ity of building-borne vibration, Pre- 
cision machines such as grinders 
should be isolated from building- 
that 
cause irregularities in surface finish. 
Plant engineers should plan on 
and 


borne shock and_ vibration 


placing sensitive machinery 
electronic equipment that can be 
affected by vibration in vibration- 
free surroundings. More frequently 
location is not 
and 


than not, such a 
suitable for best 


here again the advantages of shock 


work flow 


and vibration mountings are ob- 


vious. 
In our almost 1,500 


companies we asked this question: 


survey of 


“In precision machinery operations, 
do you ever find that rejects are 
A full 


per cent replied that it was. One 


traceable to vibrations?” 


leading optical company specializ- 
ing in the production of precision 
lenses reported that fully one out 
of every seven of its products were 
these 


rejected. As a matter of fact, 


people revealed that they were ut- 





was this plant’s big 


location problem... WHAT’S YOURS? 


A manufacturer of electronic equip- 
ment wanted to locate a new plant in 
the high-income northeast market 
area. He required a supply of labor 
large enough, and with sufficiently 
varied skills, to get into immediate 
production. Welders, machinists, and 
female help with adaptability to pre- 
cision work were especially needed. 


Information necessary to evaluate 


labor at several desirable sites was 
obtained quickly and confidentially 
from the Industrial Location Service 


of the State of New York... 


. the 


best industrial fact-finding organiza- 
tion of its kind. 


. GET FREE BROCHURE: “Industrial Location 
“. Services.’’ Also detailed physical map of N. Y. 
“s State. Write New York State 
Department of Commerce, 
Room 720, 112 State Street, 
Albany, N. Y. 


Industrial Location Service of 
New York State 


“‘WE DON’T SELL SITES—WE MATCH NEEDS’ 
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A switch to movies sends 
sales UP, costs DOWN for 
Consolidated Trimming Corporation 


IN a tough buyer’s market, 16mm. movies 
offer a way to make more sales—and slash 
selling costs, too. Here’s how the Consolli- 
dated Trimming Corporation, leading deco- 
rating materials firm, is doing it: 

Actually showing the housewife how she 
can be her own decorator helps to keep 
Consolidated’s Conso® draperies and up- 
holstery trimming moving fast. Women 
demonstrators, therefore, travel throughout 
the country putting on home-decorating 
clinics in department stores. With an eye to 
economy, Consolidated Trimming recently 
wrapped its how-to-do-it story into a com- 
pact, full-color sound movie. 


Sales booster 


Although cost reduction was the primary 
reason for the switch, the company was also 
rewarded with an upsurge in sales. The film 
helps to pull in a receptive audience, glue 
attention to the demonstration, and add 
penetrating power to the selling message. 


Movie pays off handsomely 


The movie has made it possible to give 
nearly twice as many clinics every week— 
with a proportionate increase in sales. Less 
help is needed to put on a clinic. And the 


on Kodascope Pageant 16mm. Sound Projectors 


NAME 


need forcarrying bulky samples is eliminated. 

Kodascope Pageant Sound Projectors 
have played a major part in the success of 
this film program. “With three clinics a day, 
six days a week, planned around our Pag- 
eants, we cant afford a breakdown,” says 
David Bernard, Consolidated’s Advertising 
Director. “And because the projectors are 
‘on the road’ all the time ...they HAVE to 
stand up, WITHOUT servicing.” it’s the 
exclusive Pageant pre-lubrication that makes 
this outstanding performance possible. 

The fact that both the Pageant Projector 
and speaker are contained within a single, 
lightweight carrying case is another impor- 
tant point with Consokdated Trimming, 
since its demonstrators are women. 

See your Kodak A-V Dealer 

This is only one instance of how Koda- 
scope Pageant 16mm. Sound Projectors are 
helping business and industry to increase 
selling power and cut selling costs. To meet 
your most exacting requirements, there are 
six Pageant Sound Projector models, priced 
from a remarkably low $375. Ask your 
Kodak Audio-Visual Dealer for a free dem- 
onstration or mail the handy coupon for full 
details. Price subject to change without notice. 


EASTMAN KODAK COMPANY, Dept. 8-V, Rochester 4, N. Y. 


Please send name of nearest Kodak Audio-Visual Dealer and information 
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PROFITABLE 
PLANT LOCATION 








Visit Evansville Via Copter 
In This New Full-Color Film 


lf you're interested in a new plant site — investigate 
Evansville’s host of advantages. Join us in a half-hour film 
journey that covers every factor you might consider in 
choosing a new industrial location. Enjoy a ‘‘copter-eye”’ 
view of the community that lives up in every way to its sur- 
name, ‘Balance Point, U. S. A.” ... rich in natural and 
human resources . . . outstanding in competitive advantages 
by every standard. May we send you this brand-new mo- 
tion picture for your private viewing? Or, if you prefer, we'll 
bring it to you for showing — whenever and wherever 
you say. Either way, please mark and mail the coupon 


today. 


THIS COUPON BRINGS EVANSVILLE TO YOU 
WITHOUT COST, OBLIGATION OR PUBLICITY! 


Sp EVANSVILLE COMMITTEE OF 100, INC. 

we 137 Locust Street, Evansville 8, Indiana 
| am interested in seeing your sound, color film 
on ‘‘Balance Point, U. S. A."’ Send a print [ | — 
Write to arrange a showing (Check which 
you prefer): 


Ld 


NAME 
ADDRESS _ —_ 
CITY - ZONE___STATE 
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Cotringtce of (00 EVANSVILLE inpiana 
137 ima STREET a 
EVANSVILLE, IND. “BALANCE POINT, U.S.A.” 

















terly stymied as to the reason for 
this for many months until an alert 
engineer discovered that “the pre- 
cision grinders on which these 
lenses were made were being shak- 
en out of adjustment by building- 
borne vibration from other ma- 
chines in the same plant.” 

Is unnecessary transmission of 
vibration from one machine to an- 
other causing rejects of precision- 
made parts in your plant? 

6. Keep a. file of alternate pro- 
duction lay-outs. Flexibility—the ca- 
pacity for quick change—is obvi- 
ously of prime significance in vir- 
tually all industrial environments. 
Yet until relatively recently, instal- 
lation and relocation costs were in- 
ordinately expensive and time-con- 
suming. Most plant executives 
stated that it takes an average of 
from nineteen to 26 man hours of 
work to install and relocate an av- 
erage machine, or approximately 
$70. But the individual variation is 
tremendous. One company, for in- 
stance, reported an average of $200, 
or 46 man hours, per machine relo- 
cation. This, of course, does not 
take into account the time and 
money lost due to disruption of 
production at adjacent machines. 





Another one of our customers is 

a major kitchen equipment manu- 

facturer whose experience illus 

trates the advantage of quick con- 

version in the face of new produc- 

tion problems. This industry, like 

many others, is highly competitive TF 

and there is a high rate of conver- 

sion from one model to another. 

This firm keeps a file of alternate 

production lay-outs and can quickly of 

convert from one model to another. 
7. Increase machine operating 

speeds. Substantial cost reductions 

are being achieved by increasing 

the operating speed of machines 

such as punch presses. Certain man- 

ufacturers of this type of equip- 

ment have developed new designs 

and necessary mechanisms to triple i 

and quadruple the®customary op- We 

erating speeds. New material feeds Hs 

have been designed to allow auto- 

matic operation at these high 





Dun’s Review anp Mopbern 
INpustry will appreciate early i 
notices of change of address. 344 
Usually, it is necessary to have | 

four weeks’ notice. Please in- hi 
clude the old address. 














costs and improve 


Just drop us a note tell- 
ing when your sample 
part will be shipped for 
Vapor Blast laboratory 
finishing and analysis. 


VAPOR BLAST MFG. CO. 
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to 2 hours, 5 


An 11 hour finishing job on a machined aluminum diffuser now 
requires ONLY 2 HOURS — by Vapor Blasting the part for 
only 5 minutes —— resulting in a final finish of 50 to 55 RMS! 


Your plant, too, has many metal finishing operations that could 
be cut to a fraction of their present cost — with Vapor Blast 
Equipment — for great savings in time and labor, increases in 
production speed, and continued higher profits. 


HOW MUCH CAN YOU SAVE VAPOR BLASTING? 


It costs you nothing to find out how the Vapor Blast Method will reduce 
ur product. Simply send a part to our research labora- 
tory for finishing. We will supply you full data report for comparing with 
your own time records for doing ch 
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e same work on the same part. 
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minutes! 


VAPOR BLAST 

Model 3030, Type B20 
One of five standard 
models. Custom ma- **VAPOR BLAST’ and 
chines also built to **LIQUID HONING” 
order. are trademarks. 





3011C W. Atkinson Avenue ® Milwaukee 16, Wisconsin 
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Vow got all your andurors automatically | 


PRINTING CALCULATOR 


WITH THE NEW, FULLY AUTOMATIC, REMINGTON RAND 


This new, performance-packed printing calculator multiplies, 
divides, adds and subtracts amounts up to ten trillion. It 
prints and proves every calculation on the tape. It is the first 
fully automatic printing calculator with all these features: 
Simpla-tape...printed proof in black and red with all the 
essential elements, no superfluous figures. 

Automatic multiplication... fully automatic short-cut multi- 
plication with push-button ease. 

Automatic division...one key provides all your division an- 
swers, automatically with maximum speed. 

Automatic credit balances...negative totals distinctively sig- 
nalled as credit balances in red and with special symbol. 
10-key touch addition and subtraction...effortless speed 


10-key keyboard. 
Constant key... the exclusive Remington Rand multiplication 
“memory” feature. 


through touch operation of simplified 


Total control... for individual or accumulative totals, auto- 
matically. You merely set handy total control lever. 
and credit balances 


Two-color ribbon ...totals. subtotals 


printed in standout red. 


FREE! Ask your Remington Rand Represent- 
ative for an eye-opening demonstration, or 
send for your copy of the “show how” folder 
illustrated here. Write Remington Rand, 
Room 1841, today. Ask for C669. 


FOR BUSINESS * 315 FOURTH AVENUE, NEW YORK 
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“Oh that? It’s just some of the money we save 
by using General Wirebound Containers.” 


It’s a problem—getting rid of all the money you squeeze out of 


your shipping costs with General Wirebounds. We are happy to 
report that most customers find a way to use all these savings, 
nevertheless. 


If your company is looking for a way to cut shipping costs, 
chances are we can find it for you in one of our packaging labo- 
ratories. Have one of our engineers call. Or, to find out how 
other manufacturers are solving packaging problems, send for 


+ 


your free copy of “The General Box. 
ENGINEERED CONTAINERS FOR EVERY SHIPPING NEED. 
Factories: Cincinnati; Denville, N. J.; East St. Louis; Detroit; Kansas City; Louis- 


ville; Milwaukee; Prescott, Ark.; Sheboygan; Winchendon, Mass.; General Box 
Company of Mississippi, Meridian, Miss.; Continental Box Company, Inc. Houston. 


Genetal Box 


GENERAL BOX COMPANY, 1805 MINER STREET, DES PLAINES, ILL. 


* * * 












speeds. In many plants the building 
structure has placed limitations on 
operating speed but this can now, 
also, be overcome by using vibra- 
tion isolating resilient mountings 
under the machines. 

8. Consider noise abatement as 
never before. Clatter in industry has 
always been an important problem. 
Recently when a well-known Hart- 
ford, Conn., insurance company re- 
duced its noise level, they found 
typing errors among secretaries 
dropped 29 per cent, machine op- 
eration errors fell 52 per cent, and 
turnover among employees skidded 
an amazing 47 per cent. But now 
there is another all-important fac- 
tor. Out in Wisconsin, a 60-year-old 
employee of a drop forge factory 
claimed compensation for loss of 
hearing after being on his job for 
seven years. The State Industrial 
Commission found that the man 
had lost about 24 per cent hearing 
in both ears and awarded him 
$1,575. Therefore, to decrease pro- 
duction and lowered morale, we 
may now add another danger— 
expensive compensation suits. 

It’s still somewhat of a mystery 
as to how much and what kind of 








noise is physically harmful, but 
here at Barry, we have found these 
remedies effective: 

Soundproofing. On office walls 
and ceilings. 

Vibration isolators. Mounting of 
machines on vibration isolators 
greatly reduces the noise trans- 
mitted through the building struc- 
ture to adjacent rooms. 

Over-all plant layout. When we 
took a bird’s-eye view of our plant, 
we found there were certain areas 
of dangerous sound concentration. 
By moving just a few machines, we 
discovered that we could spread 
noise over a larger area and thereby 
reduce the intensity. 

This is an era of machines, but 
it should not be an era of machine 
waste or inefhciency. As competi- 
tion continues to speed up, which 
it certainly will do, the manufac- 
turer who is getting the most out 
of his capital equipment will have 
an increasingly evident advantage 
over his neighbors. He will be the 
man who clearly understands and 
acts upon the key words we have 
discussed: mobility, flexibility, high- 
er speeds, and noise abatement. 
THE END 








THIS FREE BrocHurRE WILL HELP YOU 


CUT MATERIALS HANDLING COSTS 


D. you know the many ways 
in which Pallet Dellies are making 
unit load handling more profitable? 
Alone or in combination with roller 
conveyors, these versatile accessories are 
being used more and more to speed up fork 
truck operation. Why not get all the facts now? 






Thy Dalles Dell 
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Learn the answer to eleven tough 
materials handling problems 


This “how-to-do-it’’, fully illustrated brochure will show you how you 
can use Pallet Dollies for handling unit loads in and out of motor 
trucks and freight cars, even where there is no dock or where the 
difference in height between dock level and carrier bed is a prob- — 
lem; also how they are used to eliminate bottlenecks in elevator 
operations—and many others. Write for your free copy today. 
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EQUIPMENT CORP. 


27-01 Bridge Plaza North 


Long Island City 1, N.Y. 


PACEMAKERS OF PROGRESS 
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Cuts 
costs 
inhalf: Girl using staples beats girl using tape 2 tol 


This is a net-fastening race between two girls 
who assemble basketball goals for a New 
England sporting goods manufacturer. 


The girl on the left is one of the plant’s 
fastest tape-twisters. But even she can’t fasten 
half so fast as the girl who operates the 
Bostitch wire stitcher .. . which 
staples from a coil of wire. 


makes its 


Fastening with staples, of course, is less 
tiring. The finished fastening is neater, more 
enduring and prolongs the life of the net. 
So Bostitch helps everyone along the line— 
especially the plant owner who saves half 
of his former fastening cost. 


Bostitch cuts costs and speeds fastening 
in many fields. In fact, this same machine 
can fasten metal, plunging staples through 2 
or 3 thicknesses of sheet metal in a fraction 
of the time required for welding or riveting. 


Perhaps you can save time and money on 
your fastening operations with one or more 
of 800 kinds of Bostitch staplers. Check 
over your fastening methods with one of 
our 325 Economy Men who work out of 123 
me. 3 
of the largest and most carefully trained 
group of its kind, he'll tell you honestly 


and Canadian cities. As a member 


whether it will pay you to switch to stapling. 





Look up 


directory or write us. 


“Bostitch” in vour telephone 


Fasten it better and faster with 


BOSTITCH 


STAPLERS AND STAPLES 


BOSTITCH, 663 Mechanie  * W este rly. R 
Please send me free bulletins telling | 


stapling can cut my costs. 


| want to fasten plastics 
light metals leather 


T)] wood cartor 





Desk staplers 


Stapling 


Stapling pliers hammers 


Motor and air 
driven staplers 


Tackers 


Name 


Company 


tddress 
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how a dust bowl’s manpower problem led to a... 


NEW CONCEPT OF PRODUCTION FOR BIGGER PROFITS 





@ No one wanted to work in the “dust bowl” reclaim 
department of an Eastern plant where graphite and 
silicon carbide materials are crushed, pulverized, sepa- 
rated and bagged. 

Then a Dracco Dust Control System was installed 
to clear the plant’s atmosphere of dust clouds created 
by crushers, pulverizers, dryers, and other processing 
units. Result: Dracco meant the end of the manpower 
procurement problem! 

Shortly thereafter, plant management capitalized on 
the versatility of their Dracco System. They conceived 
a new technique of integrated production for the re- 
covery of a previously lost valuable by-product. Up 
to 2,500 pounds of this material is now recovered by 
the Dracco installation during an eight-hour shift—a 
profitable dust recovery operation! 











Thus, another plant has come to realize increased 
profits by using peak-performing Dracco equipment. 

Whether your problem is collecting valuable dusts or 
controlling Aarmful dusts, rely on Dracco for the en- 
gineered, profitable solution. Consult a Dracco engineer 
today .. . there is no obligation. 


DRACCO CORPORATION 
4044 East 116th Street + Cleveland 5, Ohio 


Lowy a) / Dracco Bulletin 800 contains complete tech- 
“Qa , nical information on “‘Industrial Dust Control 
NS and Recovery”. Write for your copy today. 
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Alita. CONVEYORS + DUST CONTROL EQUIPMENT 


- 20,000 CFM Dracco Multi-Bag Dust Fil- 


ter controls nuisance dusts and recovers up f 
to 2,500 pounds of a valuable graphite 0 a= 
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Tu SCENE 1s a drygoods store 


in an Italian mill town. A steelworker has just 


bought himself a pair of overalls. The transac- 
tion is a very simple one. He just hands the 
clerk his pay check and walks out with his 
package. He gets no change. A week’s pay, for 
a 48-hour week, according to the Labor Office of 
the Mutual Security Agency, is the going cost 
of a pair of overalls in Italy. 

The average time it would take an American 
steelworker in Pittsburgh to earn a pair of over- 
alls is two hours—or 4 per cent of his Italian 
counterpart’s time. 

In no way ean purchasing power from nation 
to nation be more graphically expressed than in 
terms of its prosaic symbols to the wage earner. 
A French worker, whose chief means of trans- 
portation is a bicycle, has to work 118 hours to 
earn one. An American worker earns one in 
35 hours. It takes a Russian worker 91 hours to 
earn a pair of shoes. An American worker: 
seven; an English worker: thirteen. A pound of 
butter accounts for half an hour out of an Amer- 
ican worker’s pay check; two-and-a-half hours 
out of it in France; three hours in Italy, and 
four hours in the Soviet Union. 

These homely comparisons are remote from 
the setting in which the American business man 
is accustomed to think of his country’s tariff 
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HERBERT BARCHOFF 


OO, 


VCOPPACP 


Executive Vice-President, Eastern Brass & Copper Co. 


This is one of a series of articles of importance to the business 


world presenting the personal viewpoints of men whose varied 


backgrounds and points of view have created decided, and 


often conflictin g, convictions. 


policy—but it is on this basis that its course for 
the past 100 years can best be understood. Tra- 
ditionally, we have always had a high tariff on 
imports. 

Looking again at the Italian steelworker, we 
can readily see why both capital and labor have 
always fought bitterly against any relaxation of 
tariff barriers. They contend that cheap labor 
means cheaper production and proportionately 
lower prices to American customers. If there 
were no import duties, American industry 
would have to lower prices drastically to com- 
pete, and American labor would have to relin- 
quish its wage gains just as drastically—or see 
its employer go out of business. The tremen- 
dous and continuing advance in American liv- 
ing standards would grind to a halt, and then 
a retreat would start which would bring us 
down to the economic level of foreign business 
men and wage earners. 

This is the classic argument of high tariff 
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exponents. It has been a tough one to tear down. 


Now let’s take al look Al the other side Ol 
the coin, and there’s plenty of coin involved. 
All the billions, as a matter of fact, which we 
have been pouring into Europe through the 
Mutual Security 

build up European industry as essential to vic 


Agency and other bodies, to 
tory in the “cold war.” 

Lets face it. We'll never get our money back. 
While it is money well spent as part of our 
global strategy, is it well spent according to 
\ssuming the 


! 
cold Wal ends. is our money providing a really 


anybody’s economic philosophy ¢ 
sound basis on which European industry can 
grow, and eventually function independently of 
Uncle Sam in a world at peace? 

At the moment, it is highly doubtful. Indus 
try, whether American or foreign, must export. 
The United States must be the chief consumer, 
because we are the only nation which can pay 


tr 


at this time, and probably tor many years 
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HARDBOARD 


Resists Abrasion and Moisture 


Your designers, your shop foreman, your production 
line...every element in your plant enjoys plus returns 
when you fabricate with Allwood. You save on mate- 
rial, time and labor. Allwood cuts costs all around. It 
has unlimited uses in almost every line of manufacture. 

Standard or Tempered, Allwood solves tough prob- 
lems for you...adds sales-appeal for a hardboard- 
educated public. Uniform top quality... flawless... 


equally strong in both lateral dimensions. Won't split, 





shatter or crack. Satisfy popular demand for quality, 


appearance and durability with Allwood Hardboard. 


‘ 





Oregon 
Lumber 
Company 


Investigate this mighty poten- 
tial for increased profits in 





your business. Tell us your 
problems...we'll give you the 
straight dope on how Allwood 





come. Everywhere I went on a tour 
of Europe recently, I heard business 
men make the same complaint. 
American policy is inconsistent 1n 
that we spend billions of dollars 
subsidizing European industry to 
build up its economy, and as soon 
as an industry is in a position to 
make partial repayment in the form 
of products, it runs smack into a 
high tariff barrier. 

Europeans argue that this is un- 
realistic and wasteful and a grow- 
ing group of influential Americans 
share their viewpoint. Their slogan, 
“trade, not aid,” is being voiced by 
the Chamber of Commerce, and, 
among others, by Henry Ford II, 
who wants to do away with tariffs 
altogether. To them, it is suspicious- 
ly reminiscent of depression-day 
pump priming on an international 
scale. 

Such is the thinking of the op- 
posing forces. Their attitudes are 
frankly irreconcilable. No one, how- 
ever. who wants to save the Amerti- 
can taxpayer money, and at the 
same time keep American industry 
protected, can deny that a fresh 
approach is in order, one from 
which the dilemma can be surveyed 
unhindered by neither a century of 
narrow nationalism nor by roman- 


lism. 


tic internationa 

Stated in its simplest terms, the 
dilemma is this: How can we stim- 
ulate a rise in purchasing power in 


exporting countries, while at the 





UNITED STATES 


same time complying with the le- 
gitimate objective of our own busi- 
ness and labor groups to protect 
the high wage standards of this 
country against competition based 
on substandard wages? 

Where do we start in our search 
for a solution? We start with the 
premise that every American eco- 
nomic policy with regard to Eu 
TO De, tariff or otherwise, must be 
aimed at producing a higher stand- 
ard of living for the people of Eu- 
rope. Both sides agree that this 
could be—and should be—our 
strongest ally in the battle against 
world communism. 

The plain truth, however, is that 
the billions of dollars in American 
aid thus far have not seeped 
through to the small European busi- 
ness man or wage earner. Per capita 
consumption in Italy is still no 
higher than before World War II. 
In France, per capita spending on 
consumer goods is barely higher 
than before the war, while spend- 
ing on clothing is less. Of prime 
importance is a more equitable 
“spread” of economic aid, both the 
direct and indirect kind, at the base 
of the European economic pyramid. 

American dollars, whether in 
trade or aid, can no longer be left 
stagnating at the top level, instead 
of being put to use to raise living 
standards. Failure on this point not 
only plays right into the hands of 
the communist propagandists in 
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On this side of the Atlantic, freighters, like the one above unloading in New York, bring 
goods from foreign countries. ( ‘omplexities and inequities in the present system of tariffs 
make each incoming shipment a headache to Customs Officers, importers, and American 
manufacturers. Raising or lowering tariffs indiscriminately will not bring about a solu- 
tion to the basic problem. On the other side of the ocean, European seaports, like C> 


Main Office can help. Ask for free technical 
ond Plant | DEE, OREGON booklet. 


Industrial Soles Office 
640 S. Wilton Place, Los Angeles 5, Calif. 


*Trademork, Oregon Lumber Co. 
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every European country, but ac- 
tually weakens, both physically and 
morally, the European small busi- 
ness man and wage earner whose 
support we now think we have 
earned. 

Just as this country could not 
exist half slave and half free, it is 
likewise impossible for this shrunk- 
en world to resist authoritarian 
rule with poverty alongside opu- 
lence. Forgetting for the moment 
any humanitarian motives, elemen- 
tary economics dictates that we 
either raise the lower levels of Eu- 
ropean living to an approximation 
of our standards or run the risk of 
being dragged down to lower levels 
ourselves. 

The solution advanced here may 
seem rather startling at first glance, 
because it is outside the beaten path 
of our traditional tariff thinking. 
However, on its merits, it does have 
a chance to satisfy both sides. Why? 
It contains within itself the means 
of dissolving the arguments ad- 
vanced by high tariff supporters, 
and at the same time generates a 
long-range, evolutionary program 
of tariff reductions which, for the 
next decade, could not possibly be 
more than “token” agreements un- 
til the idea has taken hold. In addi- 
tion, it is practical, painless, and ec- 
onomical. 

The solution is a tariff policy 
motivated by the principle that the 
United States tariff rate for any 


GERMANY 


Bremen above, see the tremendous influx of American products, some for aid and some 


given product be scheduled so that 
the closer the European wage in 
that industry approaches the Amer- 
ican wage standard, the lower our 
tariff for that industry should be. 

Translating this into the terms 
of our Italian steelworker, it means 
that when he has to work only 24 
hours to buy that pair of overalls 
instead of 48, thus improving his 
wage standard to where it is rough- 
ly 8 per cent of his American coun- 
terpart’s instead of 4 per cent, the 
tariff rate for the Italian steel in- 
dustry will be reduced proportion- 
ately. Of course, other factors affect- 
ing purchasing power must be 
given due consideration. 

Now let’s see how it affects the 
European business man. Assume 
he’s a British briar pipe manufac- 
turer. Assume there’s an ad valorem 
duty of 30 per cent on this much 
discussed product. A study of com- 
parative labor costs shows that the 
labor cost for a pipe in the United 
States is $1, and in England 50 
cents, on similar products. 

Under this assumption, for every 
5-cent increase in British labor costs 
for a pipe, due to wage increases 
and not decreasing productivity, 
our duty would be decreased three 
percentage points. Thus, if and 
when British labor costs for a briar 
reach the United States equivalent, 
the product will then enter the 
country duty-free. 

Now let’s move over to France 


CUSHING PHOTOGRAPH 


for trade. Europe's views and internal situations must be taken into account when con- 
sidering the tariff question. Prosperous trade 1s of vital interest to all members of the free 
world. So is internal economic stability, and they must travel hand in hand for a higher 
standard of living in Europe is an effective deterrent to Communism. 
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Standardizing washing facilities 
by means of Bradley Washfountains and 
Showers has been growing rapidly through- 
out industry. Besides savings in space, 
installation costs and water consumption, 
Bradleys provide maximum washing facil- 
ities in the most sanitary manner. 

In addition to the larger up-to-10 person 
Washfountains for general plant use, the 
two-person DUO with foot-control is fast 
becoming popular for the smaller clerical 
and executive washrooms. 

To complete the line, Bradley furnishes 
Showers in 3- and 5-stall units to care for 
all shower requirements. Complete infor- 
mation on the Bradley line is found in our 
well illustrated Catalog 5204. 


BRADLEY WASHFOUNTAIN CO. 
2283 W. Michigan St., Milwaukee 1, Wis. 


WASHFOUNTAINS 


e* 


Full circle 54-in. Bradleys accommo- 
date up to 10 persons simultaneously 
Model shown is pre-cast material 
36-in. models (up to 4 persons) aiso 
made. 


Wall type half circle Washfountains 
are made in 54-in. and 36-in. diam- 
eters both pre-cast, porcelain 
enamel and stainless steel. 
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Bradiey Enameled tron Washfoun- 
tains are produced in white or forest 
green, full circle or wall type semi- 
circular. Stainiess steel models 
also in full and semi-circular types, 
36” and 54° diameters. 
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DUO-WASHFOUNTAINS 
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Many prefer the two-person 
foot-controilec 
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MULTI-STALL SHOWERS 


Mutt 


units. Three 
required to serve all stalls 


cold water, and one for dr« 


Without stall partitions, Bradley Column Showers 
provide still lower cost shower facilitie 


Write for Catalog 5204 
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are Fileiithen's hentia are 
NOT GIANT-KILLERS 
but... 


... they are helping lay low pesky flies and insects. Formulators 
of pesticide sprays and dusts know that Marasperse dispersants 
improve the properties of their products and make them more 
effective 
The use of these versatile dispersing agents is by no means 
limited to agricultural chemicals. The Marasperses are employed 
in a variety of industrial applications involving the preparation of 
stable solids-in-water suspensions or O/W emulsions. They 
enable you to: 
1. retard or prevent the settling of fine solids par- 
ticles in aqueous dispersions. 
2. increase the fluidity of a system without chang- 
ing the solids content; or increase the solids 
without sacrificing fluidity, 
3. prepare highly stable O/W emulsions over a 
wide range of oil concentrations. 


If you need a dispersant or emulsion stabilizer in your products or 
processes, evaluate the Marasperses. For additional information, 
write for File No. 100, 


Marasperses are used in: dyestuffs for synthetic 
fibers, water treatment, metal cleaners, ceramic 
ware, synthetic rubber manufacturing, wax emul- 
sions, gypsum board processing, and many other 
products and processes. 


CHEMICAL DIVISION 
ROTHSCHILD * WISCONSIN 








and take a look at the automobile 
industry. Assume there’s an ad val- 
orem duty of 50 per cent on that 
little sports model you want. A 
study of comparative labor costs 
shows that the labor costs in this 
country are $4 and in France $1 for 
the same product. Under this as- 
sumption, for every 6-cent increase 
in French labor costs, due to wage 
increases, our duty would be re- 
duced one percentage point. Thus, 
if and when French labor costs for 
an automobile reach the United 
States equivalent, the product will 
enter this country duty free. 


What of the Future? 


What could be accomplished if 
the United States adopted this grad- 
uated tariff plan? Plenty—from 
three important angles. 

1. It will provide incentives for 
raising productivity in exporting 
countries. 

2. It will provide incentives for 
a fair distribution of the benefits of 
rising productivity, with employees 
getting their share. 

3. It will provide a larger market 
internally for foreign countries, 
thus making the exporting nations 


less dependent on exports for a 
sound economy. 

In the long run, increased pro- 
ductivity and purchasing power 
will raise both exports and imports. 
However, the latter would result 
not from necessity—as is often the 
case to-day—but as part of the gen- 
eral advance in national income 
and living standards. The net re- 
sult will be an expanded flow of 
trade throughout the world which 
will sustain a growing prosperity 
in the United States and in coun- 
tries engaging in trade with the 
United States. 

While the plan is designed to es- 
tablish a basic policy for our tariff 
rates, there will have to be excep- 
tions. A notable one is the main- 
tenance of tariffs as a protective de- 
vice for American industries which 
are essential for our security. An- 
other exception would be those in- 
dustries which, in the absence of 
such protection would either be- 
come bankrupt or would be nar- 
rowed down to an ineffective op- 
eration. 

Clearly, the development of a 
tariff policy which would improve 
world trade and meet the problems 












@ REDUCE 
LABELING COSTS 


@ ELIMINATE 
WASTE MOTION 
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@ SPEED ASSEMBLY OPERATIONS ? » 


Because Avery labels are pressure sensitive, they’re 
the fastest, easiest and most economical labels you 
can use...for nameplates and trademarks, for guar- 
antees and instructions—for approval seals, diagrams 


and many, many other uses. 


They can be supplied in any size, shape or color...on 


With Avery 
electric 
dispensers 
labeling is 
as much as 
5 times faster 
than with 
ordinary 
methods! 












backing tape in roll or sheet 
form...to meet your own spe- 
cific labeling requirements. 
You can save time and money 
by using these labels in YOUR 
business. Clip the coupon for 
FREE samples. 


CRE Eye Sieg NASR 


AVERY ADHESIVE LABEL CORPORATION “™ 


117 Liberty St., New York 6 


1616 S. California Ave., Monrovia, Calif. 


Send us case his- 


tories & free samples | Name........... 
Company 


Tell us about your 
dispensers 


Have the Avery 
Label Man call 


Address 
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608 S. Dearborn St., Chicago 5 
Offices in Other Principal Cities 
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Industrial Sites 


between 
DETROIT and TOLEDO 











These sites lie between Routes 24 and 25, the two main highways 
between Detroit and Toledo, and right alongside the Chesapeake 
and Qhio’s Ottawa classification yard. That means fast, direct 
freight service to practically everywhere. 

The location is at Erie, Mich., only ten miles from downtown 
Toledo, eleven miles from Monroe, and forty-seven miles from 
Detroit. The C & O owns 913 acres here which will be divided to suit 
the purchasers. | 

Labor. Skilled labor of all kinds is to be found in this area of 
diversified industry. Five thousand commuting workers pass this 
site on their way to jobs in Toledo. 

Water. Before dieselization we built a ten-inch pipeline from 
nearby Lake Erie and a softening 
plant to water the steam locomo- 
tives. There are 500,000 gallons of 
soft water a day now available to 
anybody who wants it, and an unlim- 
ited supply from nearby Lake Erie. 

Natural gas and electricity are 
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Ap 
FAKE AND OHIO RAILW* 


For a Pin-Point Survey 
giving full information 
write to: Chesapeake 
and Ohio Railway, 
Industrial Develop- 
ment, Cleveland l, 
Ohio; Detroit, Mich., 
or Huntington, W. Va. 











Chesapeake and Ohio Railway 


SERVING: 


VIRGINIA » WEST VIRGINIA - KENTUCKY + OHIO 
INDIANA +» MICHIGAN +» SOUTHERN ONTARIO 
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“The Royal 
has a 
special department 
to help 
American 
Businessmen’’ 
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The AUTHOR 


Mr. Herspertr Barcnorr ts one of the younger executives in American business. In addition to 
serving as executive vice-president of the Eastern Brass and Copper Company, Inc., he was con- 
siderably interested in United Action for Small Business, Inc., and served as its president. 

When this latter organization merged with another in the same field, Mr. Barchoff was named 
Chairman of the Board of Directors of the resultant group, the National Association of Independent 
Business. His interest in the problems of small business men has not interfered with Mr. Barchoff’s 
services to his own industry; he has served for several years as Director and Treasurer of the Na- 
tional Copper and Brass Warehouse Association. 

Recently, Mr. Barchoff was also appointed as a member of the Citizen’s Advisory Committee on 
Foreign Trade of the Senate Banking and Currency Committee. 
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of this and other countries must industries and occupations engaged 
have a sound, realistic basis. For in producing commodities which 
this we need facts and figures enter into competition between for- 
which are reliable. The only way eign producers and the United 
to obtain them would be by means States. Also, comparisons would 


of investigations in the field by 
teams of experts, on which na- 
tionals of the countries interested 
would serve. 

Their research would be divided 
into two areas. The first would 
consist of comparisons between 


countries. This would encompass 


have to be made in the cost of liv- 
ing, and the purchasing power of 
money, between the United States 
and other countries. In general, in- 
formation is already available in 
both these areas. But it needs a 
careful definition of terms, and an 
analysis of statistics published by 


comparisons of average wage rates each country. 


for manufacturing as a whole, by The second area would consist of 








MitcoR: Sfeel Koof Deck 


The permanence of sfee/— 
in a roof that goes up fast! 


The Royal Bank, Canada’s largest, can and will be 

glad to provide you with any information 

you may require in connection with Canadian labor, taxes, 
transportation, power...everything from choosing 

a plant site to arranging sales representation. 


Time is money on every building 
job! Milcor Steel Roof Deck gets 
operations under cover fast at 
low labor costs, gives ideal 

base for permanent roofs. 


Please contact our Business Development Dept., 
at the Bank’s Head Office in Montreal. 


Over 780 Branches in Canada, the West Indies, Central and South America, 


New York, London and Paris. 


Milcor Roof Deck offers cost-cutting 
advantages you can’t afford to overlook: 


1. IT CAN BE ERECTED ANYTIME — in any weather 
aman can work. 


2. IT IS LIGHT IN WEIGHT — requires less costly 
supporting structures. 
ROYA L BA hs K 3. IT 1S VERSATILE — adaptable to any type of 
construction with flat, pitched, or curved roofs. 
Milcor Steel Roof Deck provides additional advan- 


tages, also: High strength-to-weight ratio. Fire resist- 
Canada’s Largest Bank 


i 


ance. Low maintenance cost. 


For help in using Milcor Steel Roof Deck efficiently, 
see the Milcor Manual. Write for your copy. And — 
call on our engineering service for assistance on your 
special problems. 


“INLAND ‘STEEL PRODUCTS COMPANY 


Total assets exceed $2,675,000,000 4151 WEST BURNHAM STREET © MILWAUKEE 1, WISCONSIN 


BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, N. Y., 
64 Rapin St. — CHICAGO 9, ILL., 4301 S. Western Bivd. — CIN- 
CINNATI 25, OHIO, 3240 Spring Grove Ave. — CLEVELAND 14, OHIO, 
1541 E. 38th St. — DETROIT 2, MICH., 690 Amsterdam Ave. — 
KANSAS yd 41, MO., P. 0. Box 918 — LOS ANGELES 58, CALIF., 
4807 E. h St. — NEW YORK 17, N. Y., 230 Park Ave. _ 
ST. LOUIS. 20. MO., 4215 Clayton Ave. 433 


New York Agency— 
68 William Street, New York 5, N. Y. 


Unique design permits sections 
to be nested and lapped quickly 
and easily. Sheets may be 
welded or anchored with clips. 
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From pins 
to pianos 


Carboloy Created-Metals 
are answering many design, 
production and cost problems 


Today, more than ever, Carboloy Created-Metals are 

being applied across-the-board in industry. They are solv- 

ing problems in the fields of woodworking, metalworking, 

ceramics, chemicals, textiles, mining, transportation, elec- 

tronics, and petroleum. In these and in many other in- 

dustries, Carboloy engineers can bring to the applications 

of Created-Metals, the most advanced engineering and 

development facilities. What engineering problems do 

you have? Are you trying to increase production runs? ; 
Improve performance? Decrease costs? Reduce wear? | qa <=. 
Decrease product size? Eliminate parts? More closely 


control temperatures? Let Carboloy technicians assist you. This feedhuse eam tele 
you —send for it, today. 


Learn how many industries 
are applying Created- 


Y Metals to improve design, 
we 3 increase production, lower 
® 2 | costs. Write on your com- 


pany letterhead for this 


brochure —“Changing’ the 

= ) Shape of the Future with 

: Carboloy Created-Metals.” 

“Carboloy”’ is the trademark for products of the Carboloy Department of 
General Electric Company, 


Carboloy Department of General Electric Company 11169 E. 8 Mil R 
) mh © Willie Toad, 
Detroit 32, Michigan. 


THERMISTORS help ac- 
tuate temperature 
compensation devices 
in supersonic rockets. 
Extremely sensitive to 
thermal changes, 
Carboloy Thermistors, 
with their negative 
temperature coefficient 
of resistance, are used 
in thermostats, 
switches, time - delay 
devices, and in other = 
controls. [ i 


CEMENTED CARBIDES help prepare baby’s HEVIMET, in this cancer therapy unit, PERMANENT MAGNETS can greatly sim- 
food —and yours, too. Spray nozzles gives 40% more gamma ray protection plify design, as small, powerful 
Be SS of cemented carbide, used in homog- than lead. Because it is not only Carboloy permanent. magnets did in 
SBA Wore um enizing and dehydrating food products, denser than lead, but also 50% heavier. this aircraft fire-detection device. The 
. 2 decreased corrosive-abrasive action; Hevimet also finds important uses magnets eliminate need for electronic 
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increased nozzle life from 100 hours wherever maximum weight in mini- amplification, operate from minute 


= — — . . 
a to 3000 hours. mum space is essential. thermo-couple current. 
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ON A SINGLE 


Davidson... 


-oPRINT 


letterheads, 
brochures, 
pamphlets 





» - EMBOSS 


stationery 


»- IMPRINT 


advertising 
material 


OORLOOLL OLLI COLOR APD OO OODLE EMEP EP ORY HARARE OP — 
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,.REPRODUCE: 


anything that is drawn, 

typed, ruled or written—maps, 
engineering drawings, 

and a host of other material. 


DAMPENING 
; ROLLERS 
INK 
_< ROLLERS 


PLATE 
SEGMENT 








IMPRESSION 
SEGMENT 





With your Davidson — the only 
machine of its kind—you can real- 


BLANKET 
CYLINDER 


ize substantial savings by using 
whichever method is best suited 
to each job — offset, dry offset or 


Only Davidson 
Offers You This 
Performance Ability 


letterpress (employing electro- 
types, type slugs, rubber plates). 
Changing from one process to an- 


With the same unit you can do: 


Letterpress Printing 
Offset Printing 

Dry Offset Printing 
Rubberplate Printing 
Embossing 

Imprinting & Numbering 


other requires only minutes. 

Simple to operate, the David- 
son is ruggedly built for years of 
low maintenance service. 











DAVIDSON SALES AND SERVICE IS NATIONWIDE. IF, HOWEVER, A 
DAVIDSON REPRESENTATIVE IS NOT CONVENIENTLY NEAR YOU, 
WRITE FOR INFORMATION ON DAVIDSON’S UNIQUE ABILITIES. 


DAVIDSON CORPORATION 


DEPT. 1-43, 29 RYERSON STREET, BROOKLYN 5, N. Y. 
A SUBSIDIARY OF MERGENTHALER LINOTYPE COMPANY 








comparisons between labor costs in 
the production of competitive 
goods. The joint teams would have 
to work out mutually acceptable 
methods of accounting for labor 
costs, both direct and indirect. Rec- 
ognition will have to be given na- 
tional differences in cost account- 
ing and industrial practises. 

Products too will have to be com- 
pared. Often, the differences in 
labor costs may not be due to wage 
rates or productivity, but to the 
differences in the product. For ex- 
ample, a German can epener may 
be designed differently from an 
American one, may involve more 
or less raw materials, and may vary 
from the American in ornamenta- 
tion or amount of gadgetry—even 
though it has the same general util- 
ity to the consumer. 

Some facts are already available, 
but there are gaps in the informa- 
tion, and a good deal of the data 
on hand is out of date. Wage rate 
data needs overhauling. Interna- 
tional information on the subject is 
collated primarily by the Interna- 
tional Labor Office, and the United 
Nations, through one of its special- 
ized agencies. The major weakness 
is the absence of wage rates by in- 
dustry and occupation in_ those 
firms which produce the export 
commodities. However, these short- 
comings are the easiest to eliminate. 
In large measure, the data is avail- 
able in documents and studies of 
individual countries. 

Much more complicated is the 
task of comparing wage rates be- 
tween countries. One would think 
that this could be set up merely 
on the basis of ofhcial exchange 
rates. But official rates only theo- 
retically give the relative compari- 
sons of price levels. Using these 
rates, suppose we set up an index, 
with the purchasing power of av- 








“I'm new around here. Who am I sup- 
posed to butter up? ‘i 
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THE ROYAL TREATMENT 


... that didn’t work 


Whenever Mr. Big came to visit he got 
the royal treatment. He would be bowed 
into the boss’s office and the expensive 
cigars would be pulled out. If there 
were such a thing as a carpet to unroll, 
you can bet it would have been for Mr. 
Big. He was a good customer. 


But one day the company lost Mr. Big’s 
account. No one could figure out the 
reason. His orders were always filled 
promptly and no complaints were ever 
heard. Finally the story came to light. 
Mr. Big used to receive a lot of corre- 
spondence from the company: acknowl- 
edgment and “thank you” letters, let- 
ters about new products, improvements, 
etc. ...all processed or printed. Not an 
individually typed letter in the bunch. 
After a time this began to rankle Mr. 
Big, and soon he started thinking bad 
things about the company and its cold, 
impersonal letters. Then, one morning 
he received a “personal”’ letter from the 
president of the company which was 
obviously processed. That did it. 


Processed or printed letters are not the 
answer to cutting correspondence costs. 
The economical solution is to type let- 
ters automatically on Auto-typist equip- 
ment... the way hundreds of large and 
small businesses are now doing. Let us 
send you information on how automatic 
typing is being used today. 

No obligation. 


le 

“zp 
AMERICAN AUTOMATIC | 
TYPEWRITER COMPANY 


Dept. 43 . 
614 N. Carpenter Street, Chicago 22, Illinois 


Gentlemen: Please send me your book ‘‘How 
to Use the Auto-typist.’’ 
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HUGE SHAFT TO BE PART OF 


HYDROELECTRIC PLANT AT McNARY DAM 


This is a 96-ton water-wheel gener- 
ating shaft that will see service in the 
hydroelectric plant of the big McNary 
Dam across the Columbia River. The 
shaft is one of a group being forged 
and machined by Bethlehem for this 
great power and flood-control project. 

Bethlehem has made some heavier 
shafts, but few that were any more 
complex. As the picture shows, it is 
a tapered job, with the shaft proper 
ranging in outside diameter from 30 
to 36 in. The large bearing flange 
near the center is 94 in. in diameter. 
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From an overall standpoint, the 
forging is a good example of the 
heavyweights our shops so often 
handle. But we also make some 
midgets—pieces weighing as little as 
an ounce. You can call upon Bethle- 
hem for all kinds of forgings—closed- 
die, hammer, and press—and you 
will find them well made, the kind 
that consistently stand up in heavy- 
duty service. 

We are always glad to talk forgings 
... SO Why not give us a ring the next 
time you're in the market? Remem- 
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ber, we make the full range, from drop 
forgings on up, and we can machine 
to your specifications. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. ~ 


On the Pacific Coast Bethlehem products are 

sold by Bethlehem Pacific Coast Steel Corpora- 

tion. Export Distributor: Bethlehem Steel 
Export Corporation 








conomical Bronze Design 


: 
: 


\" “i - " Series 55 
Series IV 


Series I— Heavy duty bronze rotary gear pumps 
Oilless bearings 2-23 G.P.M.— 0-100 P.S.I. 


Series II—Close coupled motor driven bronze pumps 
Oilless bearings 2-4 G.P.M.— 0-100 P.S.I. 


Series F— High volume bronze rotary gear pumps 
Oilless bearings 50-150G.P.M. —0-150P.S.I. 


Series IV— Rubber impeller bronze pumps 
Oilless bearings 6-21 G.P.M.—0-30 P.S.1. 


Series 55—Standard bronze rotary gear pumps 
Grease fittings 2-23 G.P.M.—0O-100 P.S.1. 


Series G—Standard bronze centrifugal pumps 
Grease fittings 2-25 G.P.M.— 2-10 P.S.I. 


OBERDORFER 
PUMPS 


Industrial Pump Div., Oberdorfer Foundries, Inc. 
744 Thempson Rd., Syracuse, N. Y 


Address the 1954 edition of the Oberdorfer Industrial Pump catalog to: 
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COMPANY 





ADDRESS... 
Do you want a factory representative to call [] Yes [] No 
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erage hourly earnings in the United 
States equalling 100. In England, it 
would drop to 27; in France to 26; 
in Italy, to 19. 


Other Factors 


In reality, though, the above must 
be taken only as a first approxima- 
tion. For example, in some Euro- 
pean countries the cost of rent is a 
much smaller part of the worker’s 
budget than in the United States, 
so that foreign exchange rates do 
not adequately reflect rent differen- 
tials. Also, England and the Scan- 
dinavian countries provide social 
welfare benefits that the United 
States does not provide. This means 
that workers in those countries can 
spend a larger part of their budget 
on essentials of food and clothing 
than a mere comparative index 
would reveal. France gives special 
benefits to workers with large tam- 
ilies. And there are considerable 
differences in “fringe” benefits: so- 
cial insurance, pensions, medical 
care, and so on. 

Then again, some exchange rates 
are ecially rigged, as in the Soviet 
Union, which places an arbitrary 
value on its currency. In our index, 


the Soviets reach 45! 

Wage rates are only one factor 
in determining differences in labor 
costs. The other factor is produc- 
tivity. Obviously, the larger the out- 
put per hour, the lower the labor 
cost per unit of production. You 
have to be aware of this principle 
to accept the following—that de- 
spite the exceptionally low wages 
in Japan, the cost of mining a ton 
of coal there is $3, as compared with 
$3.03 in the United States and 
53.83 in the United Kingdom. 

Even more striking is the data 
on labor costs per ton of steel in 
five European countries. The hour- 
ly wage rate among them ranges 
from 58 cents in England to 65 
cents in Belgium. There is only a 13 
per cent difference between the 
lowest and highest rates. Yet, de- 
spite the similarity, labor costs per 
ton of steel, because of the differ- 
ences in productivity, range from 
$14 a ton to $31 a ton—a spread of 
121 per cent. 

It is this difference in produc- 
tivity which can serve as an incen- 
tive to the enterprising foreign 
manufacturer to take advantage of 
our lower tariffs through higher 




















AVERAGE 


Marsu & McLENNAN 


INCORPORATED 


Insurance Brokers 
ACTUARIES 
ADJUSTERS 


CONSULTING 











Chicago New York San Francisco Minneapolis Detroit Boston Los Angeles 
Toronto Pittsburgh Seattle Vancouver St. Louis Indianapolis Montreal 
St. Paul Duluth Portland Buffalo 


Tulsa New Orleans Phoenix Milwaukee Cleveland Havana London 


{tlanta Calgary Washington 
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Arranged compactly on stands in tiers, the Vary- 
Tally can be supplied in any of 66 combinations, 
up to 6 banks high and 12 units wide, with a 
minimum of 2 units wide. Write for news sheet 
ond prices. 
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Count BOTH 


(and 1,001 Other Items) 
with this New Veeder-Root 


VARY-TALLY 


Multiple-Unit Reset Counter 


Knowing how many apple versus lemon pies, for instance, are ordered 
on a given day... or how many cases of what are in the cellar... helps 
a restaurant countrol, make plans, make profits. The same goes for a 
manufacturer or wholesaler seeking tighter inventory control . . . or for 
any of the following: 


Traffic Engineers @ Restaurants and Hotels 

Schools and Colleges @ Mail and Phone Order Departmenis 
Nurserymen and Florists @ Laundries and Linen Supply Houses 
State Park and Forest Services @ Manufacturers of equipment for: 
Laboratories Order Control 

Stock Control 

Inventory Control 

2 Traffic Control 

Industrial Plants Sales and Market Analysis 
Textile Mills Laboratory Analysis 

Inspection and Quality Control Payroll Preparation 

Jobbers, Wholesalers, Distributors @ and What Do You Want te Count? 


oh 
* 
ae 
* 
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@ Milk Plants and Ice Cream Processors 
@ Researchers 

7 

® 

* 
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) VEEDER-ROOT INC. 


SY HARTFORD 2, CONNECTICUT 


Chicago 6, Ill. « New York 19,N.Y. +¢ Greenville, S. C. Montreal 2,Canada «+ Dundee, Scotiand + Offices and Agents in Principal Cities 
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WHY SO MANY COMPANIES 


ARE NO LONGER USING 


LABELS OR BRUSH-STENCIL 
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New WEBER SYSTEM for addressing shipping con- 
tainers does job faster, more accurately, at much less cost 


Pictured above is a system that is 
now accepted as the most efficient 
method of addressing or marking 
containers. Time and cost studies 
taken by present users prove its 
superiority in speed and economy 
over less modern methods. It’s the 
Weber Direct-To-Container System. 

The cartons have been pre-printed 
with a label frame by the carton 
manufacturer. The ship-to address is 
printed inside the frames at the rate 
of 40 to 50 cartons per minute with 
a Weber RJ-1 Hand Printer. (Car- 
rier associations enthusiastically 


another 


| Weber | 


system 


Weber Label and Marking Systems 
Div.—Weber Addressing Machine Co. 
Mount Prospect, Illinois 











approve the sharp, waterproof, fade- 
proof print). 

The RJ-1 prints from an inexpen- 
sive stencil that can be typed indi- 
vidually or with bill-of-lading o1 
invoice forms as described below. It 
has a reservoir that holds enough ink 
fer 7,500 to 10,000 prints. Can be 
supplied with one or two counters 
for count control. 

Find out more about this efficient 
system for addressing and marking 
your shipping containers. Send for 
the folder offered in the coupon. 


SHIPPING PAPERWORK SIMPLIFIED 


Typist sticks Tab-On 
Stencil to form over the 
“Ship To”’ area. In one 
typing, form and stencil 
are prepared with ship- 
to address. Stencil] then 
goes to shipping. 


Continuous-form, mar- 
ginal punched stencils are 
also available. Can be cut 
on automatic tabulating 
equipment, electric or 
manual typewriters. 


MAIL THIS COUPON for more information on the Weber Direct-To-Container System 


COMPANY 
INDIVIDUAL 
ADDRESS 


CITY 


WEBER LABEL AND MARKING SYSTEMS 
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wages and correspondingly higher 
production, and _ still be entirely 
competitive in his domestic sales. 
Even the advocates of the “trade, 
not aid” policy think it is fine only 
when applied to the next fellow. 

These are some of the problems 
which will have to be tackled by 
our teams of experts before the 
plan can be implemented. How- 
ever, they are mainly problems of 
standardization, and completely 
solvable on the basis of accurate sta- 
tistics merged with a careful defini- 
tion of terms. 

To many American business 
men, the idea of reducing, or at 
least liberalizing import barriers so 
that foreign nations can earn need- 
ed dollars is a repugnant one. We 
will be jeopardizing our entire 
economy. We will be flirting with 
national disaster. Some experts 
think that no such risk is involved, 
and that there is a pretty wide 
safety zone. 

Howard S. Piquet, a responsible 
student of the tariff question, has 
prepared a careful analysis of the 
estimated effect on our imports and 
on our export surplus, if all tariffs 
were suspended. Any such estimate 
must necessarily involve a consid- 
erable margin of error. It is signifi- 
cant though that a careful investiga 
tion of our imports, product by 
product, shows that a complete sus- 





NEW YORK HARBOR BY CUSHING 


pension of our import tariffs would 
not increase our imports substan- 
tially, relative to our gross national 
product. Nor would it necessarily 
eliminate our export surplus. 

Here are his figures. In 1951, 
dutiable imports totalled $4,824 mil- 
lion. Estimated imports, if tariffs 
were suspended, would reach any- 
where from $5,669 million to $6,649 
million—a minimum increase of 
24.4 per cent to a maximum in- 
crease of 32 per cent. Our export 
surplus in 1951 totalled $4,056 mil- 
lion. If tariffs were suspended, our 
export surplus that year would 
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CUT COSTS 
with 
ALLEN Punch Press 


l-Ton Power Bench Type 
Powerful, Dependable, Economical 
For ight work—stamping, framing, riveting— 
metal, fiber or other material 


Overall height 1742” ... Base size 8” x 


814” ... Die bed 51%” x 814” . . . Ram face 
114” x 34%” ... Ram stroke 3%” . . . positive 
3%” ram adjustment... sturdy, single pin, 
non-repeat hand lever cluteh ... V-belt 
drive... weight 105 Ibs. 


The machine of a thousand uses! Adequate for 
many types of work now done on large presses 
at greater expense 


30-Day Money-Back Guarantee 
Order TODAY. Price $97.50 F.O.B., Clinton, 


Mo. (Includes Motor bracket, V-belt, motor 
pulley, less motor 


ALVA F. ALLEN, DEPT. DR, CLINTON, MO. 








“YOU CALL THESE 
OYS? 





WELL, YOU MANAGE MEN 
WITH TOYS.” Thus spoke Na- 
poleon when asked why he gave 
medals and emblems to members 
of his Legion of Honor. 


Today, modern business is using 
emblematic awards to show 
proper recognition for length of 
service. Write us today for com- 
plete information regarding a 
service award plan aleead to fit 
your business. 


DON’T FORGET TO HONOR YOUR 
LOYAL VETERAN EMPLOYEES! 


NOW 
IN 
OUR 
101st 
YEAR 





EISENSTADT MANUFACTURING CO. 


317 No. llth DEPT DR, ST. LOUIS 1, MO. 
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WL; fe chute 
M-K ADJUSTO 


TRAY-BINDERS 
and Hi-Lo STANDS 


Le Febure SORTERS 


SAVE TIME 
SAVE WORK 
SAVE SPACE 


STEEL BANK 
and OFFICE UNITS 


to fit your needs 
and space. 


Tray housing 
counter units, tell- 
er units, account- 
Tare Meaalelallal-ee cy 
savings tubs, mon- 
ey buses, double 
capacity files and 
cycle billing equip- 
ment... insulated 
if required. 


TRAINED REPRESENTATIVES 
IN MOST PRINCIPAL CITIES 


Complete Line of Tray- 

Binders, Stands, Record 

Handling and Housing 
Equipment. 


WL. 4 CORPORATION 


CEDAR RAPIDS, IOWA 


MODERN 





have dropped to anywhere from 
$3,211 million to $2,231 million—a 
minimum decrease of 27 per cent 
to a maximum decrease of 45 per 


cent. 


How Bad Is It? 


Looks pretty bad. Adding the 
maximum figure on the estimated 
increase in imports, and the maxi- 
mum figure on the decrease in ex- 
port surplus, we get the staggering 
total of $4,056 million—out of the 
pockets of American business men 
However Mr. 


Piquet throws in another interest- 


and wage earners. 


ing figure—net foreign aid for 1951] 
totalled $4,576 million—out of the 
same pockets! This, of course, is 
$500 million more than the suspen- 
sion of tariffs during that year 
would have cost us. 

It is also the minimum safety 
factor. The maximum undoubtedly 
runs to several billions. With that 
sort of buffer, we can certainly pay 
serious attention to a tariff program 
which by no means envisages the 
suspension of tariffs, but a long- 
range plan tor gradual tariff de- 
creases, bounded by safeguards, and 
granted only through evidence that 
carefully defined conditions have 
been met. 

Ever since the end of World War 
II, the United States has tried every 
possible means of sparking an inter- 
est among European business men 
in raising living standards through 
industrial advancement as_ the 
strongest ally in the battle against 
communism from the outside as 
well as against socialism and na- 
tionalization on their home 
grounds. The cost to the American 
taxpayer has been so overwhelming 
that he no longer even tries to 
assess it. 

The one means as yet untried lies 
within the framework of our oldest 
and firmest policy with regard to 
Europe—our tariff policy, which, 
because of its single-minded pur- 
pose through the years, is perhaps 
the only American projection in 
international affairs which is taken 
with deadly seriousness. The grad- 
uated plan can be successful, be- 
cause, for the first time, we will 
be taking the most urgent needs 
of European business, and mak- 
these needs 


ing the reliet for 


depend on _ relieving the most 


urpent needs of European wage 
earners. It’s as simple as that. 


THE END 
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Why put up with 
_ Messy Shop 
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TORNADO: 


Makes Cleaning so Easy? 


International Harvester’s Louisville plant uses a Tornado 92 
vacuum for a preventive maintenance job in plant cleaning. 
Coolant from a line of gear chamfering machines had been 
overflowing on the shop floor. Now I. H. drains off excess 
coolant from the machine sumps during regular floor clean- 
up. It’s so easy with a Tornado because this powerful vacuum 
picks up wet and dry without conversion. 

The Tornado makes short work of cleaning out a machine 
sump too. Pulls out all the muck along with the old coolant— 
makes a simple job out of an ordinarily time-consuming and 
messy chore. 

There are a hundred ways that the Tornado pays its way 
in any plant. Cleaning out chips from machined parts, for 
example, or vacuuming overhead fixtures, hoist ways, girders 
and piping. 


Find out more about the Tornado: write for Bulletin 600. 


GREER ELECTRIC MFG. CO. 


5106 NORTH RAVENSWOOD AVENUE @¢ CHICAGO 40, ILLINOIS 
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UTLER°-HAMMER 
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Choice of the Leaders 





BATTERY OF ACME-GRIDLEY BAR AUTO- 
MATICS MADE BY THE NATIONAL ACME 
COMPANY. THESE MACHINES SHOWN ON 
TEST FLOOR ARE EQUIPPED FULLY WITH 
CUTLER-HAMMER MOTOR CONTROL. 


CUTLER*HAMMER 
4 hie) Mae Di ie 


oi 
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CINCINNATI 20” RAPID TRAVERSE SHAPER 
MADE BY THE CINCINNATI SHAPER CO. 
CUTLER-HAMMER IS A REGULAR SUPPLIER 
OF THE MOTOR CONTROL FURNISHED AS 
ORIGINAL EQUIPMENT. 


When products gain such widespread approval 
that they are accepted as the standard for 
comparison, it can be truly said that the names 
by which they are known are synonyms for 
satisfaction. That position of genuine leader- 
ship is never a mere happenstance. It can stem 
only from superior product performance. And 
this outstanding performance is invariably the 
result of strong and rigidly enforced policies 
governing product quality. Without such poli- 
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== MOTOR CONTROL == 


The Mark of 
Better Machines 
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CUTLER*HAM MER 
== MOTOR CONTROL = 





PACIFIC PORTABLE TRUCK LOADING 
HOIST MADE BY HOIST DIVISION, RUSH- 
LIGHT'S, INC. CUTLER-HAMMER CONTROL 
IS STANDARD ORIGINAL EQUIPMENT. 


NRM MODEL 50 TIRE BUILDING 
MACHINE MADE BY THE NA- 
TIONAL RUBBER MACHINERY CO. 
CUTLER-HAMMER MOTOR CON- 
TROL IS STANDARD ORIGINAL 
EQUIPMENT. 


Synonyms for Satispaction 


cies, leadership can never be won. Without 
them it can never be upheld. Probably nothing 
shows both the force and effect of these policies 
more clearly than the care with which leading 
machinery builders select the electrical equip- 
ment which becomes so much a part of their 
products’ performance. CUTLER-HAMMER, Inc., 
1436 St. Paul Avenue, Milwaukee 1, Wisconsin. 
Associate: Canadian Cutler-Hammer, Ltd., 
Toronto, Ontario. 
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WHAT’S NEW 


AS OBSERVED BY THE EDITORS 


Industry should profit from a 
new agreement between Stanford 
University and the X-Ray Depart- 
ment of This 
should lead to manufacturing smal- 


General Electric. 
ler models of Stanford’s big, super- 
high-frequency, 200-foot-long elec- 
tron linear accelerator for industrial 
use. 

A six-million-volt, six-foot pilot 


accelerator is now being built and 
tested at Stanford for such radio- 
graphical uses as the discovery of 
Haws in metals. If present indica- 
tions pan out, the industrial-size 
models will bring lower X-ray costs 
and fill the existing gap between 
the two-million and 70-million-volt 
machines. 


A pneumatic conveyor that lit- 
erally does a “hot job” solves a 
tough materials-handling problem 
—and also improves production ef- 
ficiency—at a Canadian metal refin- 
ery. The conveyor, built by Fuller 
Company, Catasauqua, Pa., collects 
dust recovered by Cottrell precipita- 
tors and returns it to the furnaces 
while it is still hot—500° to 800° 
fahrenheit, making the ore-roasting 
process more efhcient, and also re- 
ducing the danger of air pollution. 

The system 
Kinyon pump which collects dust 
from a hopper and feeds it into an 
air-mixing chamber; a special pneu- 
matic conveyor; and an Airslide 


MODERN 


includes a Fuller- 


feeder which distributes the dust 
back to the roasters. Key feature of 
the latter is the refractory material 
used (aluminum oxide) which 
makes it possible to handle the hot 
dust. (In similar systems built by 
Fuller to convey cement, iron ore, 
lime, gypsum, and the like, a fab- 
ric is used for this purpose.) 


The open road danger of skid- 
ding motor vehicles is a constant 
menace to all who drive and par- 
ticularly to heavy trucks. Now, 
Firestone Tire & Rubber Company, 
Akron, Ohio, thinks it has an an- 
swer in a new process for retread- 
ing truck tires. By molding heavy- 
duty steel wire into the tread con- 
tact area of the tire, greater traction 
is provided when brakes are ap- 
plied, since the steel wire acts as a 
claw, biting into the road surface. 

In retreading tires this way, the 
Wire, in a zig-zag pattern, is placed 


in the matrix rib and butted. The 
tire is then placed in the mold and 
cured normally. When heat and 
pressure are applied, the tread rub- 
ber flows around the wire and con- 
tains it permanently in the tread. 


High speed—and enough power 
to do the job—is provided for this 
die grinder by a three-bladed air 
motor. The complete unit weighs 
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Now 1,400,000, soon 1,800,000 


ALL HARNESSED TO 60! 


Now, there’s over twice as much horsepower at ‘the top of 
the South’ for the wheels of industry! VEPCO—serving 
most of Virginia and adjoining areas in North Carolina and 
West Virginia—has more than doubled its electric generating 
capacity within the last six years. 

New industries, established industries wishing to expand, 
and those whose roots have been in the ‘‘top of the South’’— 
have found that here Men, Materials and Markets team 
together for better production in a favorable climate, and 
where fine transportation provides ready access to the markets 
of the nation, and to those of the world through the un- 
equalled ports of Hampton Roads. 

Here, at the “top of the South,"’ the people are really 
friendly to new and expanded industry for, with traditions 
going back to Colonial days, they know that more invested 
capital means greater opportunities for workers who realize 
what free American enterprise can do. 

Our Area Development Department can help you find the 
location you want for your industry. We have the informa- 
tion on sites, natural advantages and technical details. 


A letter, postal card or telephone call 
will start this confidential service to you. 


AREA DEVELOPMENT DEPARTMENT 


VIRGINIA ELECTRIC AND POWER COMPANY 


RICHMOND 9Q, VIRGINIA 


MARCH 








only thirteen ounces, is one inch 
in diameter and less than six inches 
long. Rotor speed is 40,000 r.p.m., 
and the unit will take a %4-inch or 


MORE 
WORKING 





l4-inch collet. Rotor Tool Com- 
pany, 26300 Lakeland Boulevard, 


Cleveland 23, Ohio, makes it. 


“Packaged” far-infrared ,a- 
diant heating panels, for use in 
paper, plastics, textile, and other in- 
dustries which handle web-type 
materials, are announced by Ed- 
win L. Wiegand Company, 7500 





Thomas Boulevard, Pittsburgh, Pa. 


These units are said to have a con- 


PLATES PUT ZIP IN 
YOUR PAPERWORK! 
. - - : 

: Don't walk-TALK with | ‘s,m 
| Standard panels measure 66 by Too many executives who drive a late model, high compression 

« . z - 
| Fxecutone intercom! 12 inches and operate at 240 and factory are trying to run it on low-octane paperwork. When 
| . 480 volts. Larger sizes can be made 


paperwork lags, production suffers. 


trolled output of trom 4 to 100 per 





cent of their 15-kilowatt capacity 





with an element temperature up tO 


to order ranging up to 600 volts 


No need to waste time — between | and including all essential oven Time and time again, Colitho representatives have added new 
fhieestor} orm '. < dinstr tl ns. ar 7p a —_ m as ‘ . a 
aan iene wiaeemaglas aie 8 components built in. spark and pick-up to business systems with Colitho Offset 
Just push a button and talk! Walking , marie 

' time he oOmes working time. Telephone Among other possible USES tor Duplicating Plates. 

lines are kept open for outside calls: rov- this type of radiant heat equipment 

: 7 . ’ ; ‘ , 

| , | : : ates ? S r > r 
ing employees are located immediately! | are: preheating and skin drying of Colitho Plates are easy to use. They’re adaptable to every 
ro c () > ‘Tease ( ‘OsSTS are C . . . ry é Pi- 21 eS 3c 4 4 rt 2c = 4 " 
Production is increased, costs are cut. | paper coatings and inks; curing kind of paperwork. Their use does away with needless retyping 

Installations in every type of business : ; —_ ty al i ; Par eee Ss See I< ples: thes h 

| . laminates; and polymerizing resins. —eliminates costly transcription errors—adds to profits throug 
and organization prove that Executone ‘ 5 . : 


pays for itself many times over. the savings that come with efficiency. 


| 6 Gas-driven staplers are now A folio of Application Ideas has been prepared to illustrate 
] being made by Bostitch, Westerly, how Colitho Plates are being used in many departments of 
| Leva, GHEE agweagiloeteinns er eum aatadeis modern business. We'd like to send you a copy—without obli- 
is not readily available, or connec- . , 9 ‘ 
_— INTERCOM gation, of course. You'll find it valuable. 
Coupon Now! SYSTEMS line motor fits on the side of a 


standard wire-stitching machine 





tions would be difficult. The gaso- 





















































C EXECUTONE, INC. Dept. C-] “TY (it’s available on box-and-bottom | 
| 415 Lexington Ave.. New York 17.N.Y. | ef THE “ONE-WRITE” WAY TO RUN A BUSINESS d 
oo F , stitching model numbers 14 and 
rset hc ses eg 9 poe a _ | 14B) Colitho Division, CotumB1a Rippon AND CarBon Mee. Co., INC. ~~ ""49 gy. 

scribing how Executone helps cut costs. , 2 ' ‘ SAY 
I am particularly interested in: 803 Herb Hill Road, Glen Cove, L. I. a 
Inter-ofiice communication ; : — —— 
i Intra-plant communication | Foreign currenciés cause many Send me the Folio of Colitho Application Geas. 
Be Switchboard relief jj a wrinkled brow and much fum- 

| Locating personnel , Name 

|} bling through guide folders or 
| Name— litle || figuring with paper and pencil. To Company 
. Bem | simplify the conversion job, Walter Address 
i Address___ City a C. Miller, 116-66 194th Street, St. Citv Zone State 

In Canada — 331 Bartlett Ave., Toronto Albans, N. Y., has marketed a plas- 








ticized calculator card which covers 
the currencies of fourteen European 








countries. It not only simplifies con- 
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Navy saves 
30,000 


by taking ships’ inventory with 
Recordak Microfilm 


r rm . . o 
I he way the U. S. Navy used Recordak Microfilming 
to collect and analyze the stock records carried aboard 


100 ships suggests important savings—and tighter 
control—for all companies with branch ofhices or plants. 


This was the problem: Each ship had thousands of 
record cards. The data on these cards had to be copied 
accurately and promptly while the ship was in port... 
and forwarded to the Central Supply Office. Further- 
more, it was imperative that interruptions in the normal 
work of the ship’s crew be kept at a minimum. 


How could the job be done? Manual copying 
and the mark-sensing of punched cards were consid- 
ered ... discarded as too impractical, too expensive. 


Recordak Microfilming was the answer. A portable 
Recordak Micro-File machine could be set up right where 
the ship’s records were kept... and operated by anyone. 
1,000 photographically accurate and complete copies could be made 
in an hour compared to 20 per hour with manual copying. Total 
microfilming cost was only one cent per exposure, which resulted in 
an average saving of $350 per ship . . . $35,000 all told—plus sav- 
ings in shipping costs and filing space in the Central Supply Office. 


65 different types of business—thousands of concerns . . . now elimi- 
nating costly manual transcription with Recordak Microfilming. 


If you have thought of Recordak microfilming as a process 


which only saves space and increases protection, you should talk to a Recordak Systems Man soon! For 


the chances are good that he can point to com- 
panies of the same type and size as yours which 
are simplifying their daily-record-keeping routines with this truly 
| ah ask ; amazing process. 
Recordak Triplex Microfilmer—one of the six nee 5 | 
models designed for copying office-size records. He’ll also leave you all the facts on the complete line of 
Available on low-cost purchase or rental basis. ;' ' , : 
Recordak Microfilmers designed for all requirements, all budgets 


. and available on a most attractive purchase or rental basis. 


You'll be under no obligation whatsoever just write to 
Recordak Corporation (Subsidiary of Eastman Kodak Company) , 


444 Madison Avenue, New York 22. N. Y. 


SRECORDHRK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming — 
and its application to business systems 


°* Recordak”’ 1S a trade -_mark 








version otf American dollars into 





lire, pounds, and so on, but also 
enables one to calculate intra-Euro- E 


The TOKHEIM CORPORATION pean currencies, The reverse side 


gives distance, volume, and weight 


measurements, time computations, 
IN HOLLAND... | 


and comparative sizes in clothing. 
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‘WATER CONDITIONER @ 


e (not a softener!) 


a typical example of how A portable power tool work- 


AMERICAN INDUSTRY bench offered by the Porter-Cable 


Machine Company, Skyline Build- 


PROFITS Ee THE ing, Syracuse, N. Y., is equipped 


for sawing, sanding, drilling, and 


NETHERLANDS | tuinerous other operations with 


wood and metal. Called the Porta- 
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Prem Poe 
=u aby’ a Abe : 


J. M. Huguenard, Vice-President, Tok- 
heim Corporation, Fort Wayne, Indi- 
ana, and President of its wholly-owned 
subsidiary, Tokheim N.V., Leiden, 


Holland, has this to say: 






Sald on & Dealers in principal 
Written cities. Successfully 
employed by indus- 
A OF BT ob 7 ¥ 
Vv tries throughout the & 
oney Back omg d 
Dt Cc copcsiaiiltin nation. Cc onsu f your 
“4 dealer or write di- 
re rect. No obligation, 3 
of course. x 


© EVIS MANUFACTURING & 
COMPANY 





ee 
okheim N.V. was formally dedicated in Leiden, Holland, 


: on October 15, 1953. Our experience, both before and since 
| that date, carries important overtones to any American in- 
dustry alarmed by shrinking export markets in the face of 
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: the dollar shortage prevailing in overseas markets. 

40 Boardman Place ee 

“Following World War II, Tokheim started probing at San Francisco,Calif. 7 
EV-1440 © 1954. €.™ CO. Jee ' 
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many points abroad to find firmer footing for its gasoline 
pump export structure. Along every avenue of approach, 
| however, we discovered that Holland was ideally adapted to 








every prerequisite of a successful export business. . | 

Shop, it can be mounted on wheels 

) “ . : . ; ; 
Holland offers a bountiful labor pool .. . skillful, indus- for movement from job to job. 

| trious workmen who enjoy a high living standard at modest Also, many of the power units may 

wages. Holland is strategically located to serve world mar- he diemantlo’d on onakke sheen in- 


kets, and her internal waterways and rail system offer fast 


dependent power tools. 
transportation from plant to port. 


The all-steel workbench has an 
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| “Most important, profits earned in Holland can be trans- elevated section which tilts back for “= 

ferred to the United States in dollars, and dollar investments installing and adjusting portable WS as . Sx 

: > a < < a {IRN =~ ~ . 
can be retransferred. We have established sound trade agree- saws. Other elements include a ver- Anes SSS 
ments in many “soft currency” markets, profiting from busi- tical drill press, a stationary abra- HY ‘ 
ness both with the free trade countries and with all other sivedolt ‘hncinnntal beach ssnder. 


countries where dollars aren't available. a bench grinder, and a_shaper- 


“Add to this the enthusiastic cooperation of the Dutch jointer. QUAIL ON TOAST? SURE! 


| government in helping to provide manufacturing facilities 


al bd ¢ os a - Ss. a e , . . ? a - , 
to aid in serving our overseas customer and you can under Color in industry js receiving FOR A REALLY DIFFERENT 
stand why we consider ourselves highly fortunate in our . india | 

: Ay ze ¢ a lot of attention these days. Latest 
Leiden subsidiary. _ GIFT 

development is a new paint prod- FOR 
tailed 1; = _ uct, Opal-Glo, introduced by Sher- 

De tailed literature containing answers to all hrs ; — EMPLOYEES AND CUSTOMERS 
major questions pertaining to establishment win-Williams Company, which 
of American industry in Holland is available uses Alcoa aluminum as a main We have prime quality oven-dressed 
on request. Write or phone Mr. Joseph P. ingredient. The light metal’s op- and frozen quail at $28.00 per dozen 4 


delivered anywhere in the U. S. 
Packed 4 birds to the carton in dry 
ice. Due to cost of dry ice, packing 


Bourdrez, General Manager. tical properties give depth and tone 


to the seven shades offered and 


there is a noticeable lack of the and shipping charges, we do not make 
metallic sheen usually found with shipments of less than 12 birds. Terms 
aluminum finishes. While its use in cash with order. Wholesale orders of 
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bad a e 24 E ty L A ied ie & E> \ | F | homes, offices, and similar places is 100 or more birds, $2.00 per bird, if 


INDUSTRIAL INSTITUTE "* maa | highly acceptable, it has special ad- om a ee im one aenpenennt 
‘s . ° ° ° one dadestination, 
| || vantages for industrial maintenance. rh 


Room 48 ([1-M-l), The Biltmore, New York 17, N. Y. LExington 2-5069]| Included in these, says the Alum- 
inum Company of America, are LOWRANCE QUAIL FARM 


} high coverage, durability, cleaning 1730 Picher Joplin, Missouri 








ease, and a 50 per cent reflectivity 
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FOR RUGGED SERVICE, Reliance 
Motors are built better to last longer. 
These Precision-Builf Motors combine 


maximum strength with shock-resist- 


ant frame and bearing-bracket con- 
struction. Write for Bulletin B-2101. 


1066 Ivanhoe Road, Cleveland 10, Ohio ee Sales Representatives in Principal Cities 
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LOCKHEED AIRCRAFT CORP., MARIETTA, GEORGIA 
.. MOVES FRAGILE INSTRUMENTS SAFELY 


Fo By: 





This Lockheed truck provides 
a cushioned ride with thick 
foam-rubber lining and 
Faultless Double Action 
Spring Casters. 








The Faultless SH 332-12 x 3 Caster has a unique construction 
that maintains a level load on trucks when moving over irregular 
floors. Wheels contact floor surface at all times — eliminate 
bounce—don't raise truck when mounting obstacles or drop when 
passing over depressions in the floor. 





How Lockheed Aircraft Corpora- 
tion, Marietta Division, materials 
handling engineers move the 
B-47’s multitude of electronic de- 
vices provides the basic infor- 
mation of how many industrial 
materials handling problems may 
be solved. A truck was needed to 
move the material without dam- 
age to the airplanes’ electronic 
equipment. In order to facilitate 
their movement and carry the 
load safely through the produc- 
tion locations and inspection sta- 
tions, the Transportation Depart- 
ment of Lockheed decided upon a 
foam-rubber lined truck mount- 
ed on Faultless Double Action 
Spring Cushion Casters equipped 
with pneumatic wheels. Lockheed 
chose the Faultless line after care- 
ful study of available cushion ride 


\ SERIES SH300 


\e i} O ) | casters. Faultless Casters were se- 


|) Time-tested by indus- 
/ tries, this Faultless Cast- 
\ / et is acclaimed for its 
vse of standard, inter- 
changeable wheels. . . 
absorption of high impact shocks through use of 
large, durable springs under constant compression 
.. . Spring and draw bar assembly a seporate, in- 
terchangeoble member. Choice of spring tensions 
allows specialized use of this caster, according to 
loads carried and terrain encountered. Available 
with hard tread semi-stee!l wheels, vulcanized rub- 
ber tired wheels, Plaskite hard tread wheels and 
pneumatic cushion-ride wheels. 


lected since they best fulfilled 
the requirements of providing a 
smooth, jolt-free, low cost ride 
for the electronic instruments. We 
can solve your caster problems, 
as we have for Lockheed Aircraft. 
Simply call your local Faultless 
Caster Distributor listed in the 
yellow pages of your phone di- 
rectory. Or write us today. 
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of light. Sherwin-Williams Opal- 
Glo is said to dry in 24 hours leav- 
ing a hard, smooth finish, and can 
be thinned with mineral spirits, not 
turpentine. 


A new kind of band saw—and 
a new line of semiautomatic 
machines to go with it—are an- 
nounced by The DoALL Company, 
254 North Laurel Avenue, Des 
Plaines, Ill. The new saw bands, 


i 
claimed to be the “first practical 
high-speed steel band tools,” are 
said to permit much higher band- 


saw velocities, heavier feeds and 
greater chip loads than were pre- 
viously possible. The new machines 
have imcreased horsepower and 
rigidity to take advantage of the 
increased possibilities of the new 
saw bands, and feature a centralized 
control panel to simplify operation, 
and a built-in coolant supply which 
can be adjusted for air-jet, mist, or 
flood. Both saws and cutting tools 
are made in several sizes and types. 
The tool pictured here, for instance, 
is one of the smaller units. 


No carbon required says Na- 
tional Cash Register Company of 
its new duplicating paper being in- 
troduced in limited quantities this 
year. Utilizing a chemical reaction 
between a colorless coating and a 
clay-like material to make sec- 
ondary sheets, the treated paper is 
reported to make up to seven copies 
from an electric typewriter or four 
handwritten copies. For an original 
and two copies, for instance, the top 
sheet will have the underside coated 
with the colorless chemical. Sheet 
two will have the topside covered 
with a layer of the clay-like material 










FORK TRUCK 








Whether you’re a small organization or 
a large plant, you can obtain extra ad- 
vantages by using Market Forge Ma- 
terials Handling equipment. 


Consider MARKET FORGE — Your Best 
Source for: Electric or Gas Powered 
@ FORK TRUCKS © PALLET LIFT TRUCKS 


© SKID LIFT TRUCKS © TRACTORS 


Available on Deferred Payment or Rental Basis 


> NS 


fo see the 


truck or 





' SKID LIFT TRUCK 


TRACTOR 






PALLET LIFT TRUCK 





Ma rk eT Forge nr” 


EVERETT 49, MASSACHUSETTS 
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and an underside similar to sheet 
one. Sheet three will have the clay- 
like covering on top. Advantages 
claimed for NCR paper are an elim- 
ination of smudging, efficiency in 
handling copies, and cleaner hands. 


From the first iron-hulled 
steamship to the atomic submarine 
Nautilus is a long span in history 
and a long span in technical prog- 
ress. But Lukens Steel Company 
has spanned both. It points with 
justifiable pride to the fact that it 
furnished the steel plates for the 
S.S. Codorus, launched in 1825, and 


was also one of the Nautilus sup- 
pliers. How many other companies 
have as long and successful a his- 
tory—and how many remember to 
tell the world about it? 


Fire-retardant roof construction 


of a new type that combines stand- 
ard steel decking, a vapor-seal liner, 
conventional insulation by means of 
a new type of insulation clip had a 
tough test recently, and stood it re- 
markably well. Those who attended 
the demonstration reported that the 
new construction prevented drip- 
ping of inflammable asphalt and 
tar, and minimized buckling of the 
steel roof deck. Designed for use as 
a base for a standard built-up roof, 
the new construction was developed 
by Lexusco, Inc., 4815 Lexington 
Avenue, Cleveland 5, Ohio, which 
manufactures several of the com- 
ponents used—including the special 
vapor seal and the insulation clips. 


Standard working height js 
now featured by Big Joe Manu. 
facturing Company in all lifting 
and unloading equipment. The 
company has selected 80 inches as 
the standard, and points out that it 
not only provides a desirable uni- 
tormity of equipment design, but 
also extends the range of the equip- 
ment considerably and permits its 
use in handling bulky dies stored 
on high shelves, and tiered ware- 





PHOTOMURALS 


Put bare walls to work 


The walls of this progressive company* are at work ... show- 
ing products and applications in an interesting and decorative 
manner. Photo-Murals can put your walls to work, too, in offices, 


showrooms, or at conventions. 


We custom-make them of any 


subject, to fit any space. Black and white, sepia, or full color. 


*Clark Equipment Company 


WEST-DEMPSTER COMPANY 


FOR DETAILS 


110 W. LYON, 


GRAND RAPIDS, MICHIGAN 
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washers 





MAYTAG 


to 

Save 3 men 
in car loading 
operations 


industrial trucks 


MAYTAG turned thumbs down on its 
share of the national materials handling 
bill . . . estimated to be fully one third 
of all production costs! Here's 

what they’ve done about it: built an 
ultra-modern plant designed for ethcient 
materials handling ... equipped it with 

a strategic network of overhead 
conveyors, cranes and roller conveyors... 
and installed 16 Baker trucks of 

varied design to further shorten the 
distance between any two points in the 
plant. Baker’s job: transporting 

and tiering items that range from tiny 
machined parts to bundles of sheet steel 
weighing six tons each! Savings are 
reflected not only in decreased 
man-hours ... but even in lowered 
raw material costs (they re now bought 
and handled “in bulk”). Materials 
handling with Baker trucks can well 
be a short cut to lowered overhead 

in your plant. Write for your copy 

of the “Baker Handling Library” 

a new portfolio of actual case histories 
including the Maytag story. 


leaders in ‘‘hands-off'’ handling 


THE BAKER — 
RAULANG CO. 


1205 WEST 8S8OTH ST. 
CLEVELAND 2, OHIO 





Baker-Lull Corporation, Subsidiary, Minneapolis, 
Material Handling and Construction Equipment 











and 
your hudget 

gets a black eye 
too ! 


4 " ° . 
You won’t be able to hide your pride when your boy first 


becomes a ‘“‘man’”’ and tries to stand on his feet—even 
though a ruined “‘Sunday suit’ means another strain on 
an already over-burdened budget. 

The Beneficial Loan System, through its more than 800 
offices, takes the sting out of blows like this—helps whole 
families to stand on their feet when money emergencies 
arise. Beneficial made more than 1,500,000 small loans last 
year, mainly to families to meet sudden needs or just the 
normal demands that can’t always wait for payday. 

These loans are a kind of family insurance—a big help in 
maintaining a way of life which 1s our American heritage. 
That's why we say: “A Beneficial loan is for a_ beneficial 
purpose.” | 


More THAN 800 OFFICES IN THE UNITED STATES AND CANADA 


WILMINGTON, DELAWARE 


Subsidiary Loan Companies: 
PERSONAL FinANCE COMPANY 
COMMONWEALTH LOAN COMPANY 
LincoLtn LOAN CORPORATION . m 
BENEFICIAL FINANCE Co. SYSTEM 
PROVIDENT LOAN AND SAVINGS Socrety or DETROIT 

ConsuMERS CrepIT COMPANY 

W ORKINGMEN’S LOAN AssociaATION, INc. 











house materials. With the increas- 
ing attention to production-line in- 
tegration, such standardization 1s 
welcomed by equipment-buyers, 
and increasingly featured by equip- 
ment-makers. 


Smaller duplicating machines 
are becoming increasingly popular 
and increasingly numerous. One of 
the latest is a new spirit-process 
machine which will duplicate cards, 
tags, labels, bulletins, memos, and 
so on, at the rate of 100 units per 
minute, according to the manufac- 
turer, Duplicopy Company, 224 
West Illinois Street, Chicago, Ill. 

The material to be reproduced is 
typed, written, or drawn on the 
master unit and fed into the Dupli- 
copy Printer through the automatic 
feeder. No inks, gelatin, or stencils 


are required. 


Microfilming takes another step 
forward with the introduction of a 
new Recordak machine. This time- 
and-space-saving method of dupli- 
cating records has had many im- 
provements since its inception. One 
of the most recent entries gives a 
choice of the three main methods 
of reproduction—standard, duo, and 
duplex. Five different reduction 
ratios and choice of 16-mm. or 
355-mm. film are also obtainable. 





The keyboard of the “Supermatic,” 
made by Recordak, Eastman Kodak 
Company, Rochester, N. Y., 1s 


above desk level and one switch 
starts the machine. 

Axle weight limits, varying 
from state to state, are a bane to 
truckers. Reloading or shifting 
loads in order to stay within legal 
limits causes losses in time and 
money. Now, a new axle design 
may provide an answer. Trailmo- 
bile, Inc., Cincinnati, Ohio, has a 
shiftable tandem axle suspension 
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PLANT ENGINEERS PREFER 





INDUSTRIAL 
EQUIPMENT 


fmieg DUST and FUME 
CONTROL EQUIPMENT 








Completely automatic 
Centri-Merge units are 
designed and engi- 
neered to your specific 
requirements, to main- 
tain the cleanest dust- 
and fume-free working conditions. 
Compact, self-contained equipment 
occupies a minimum of valuable 
floor space, saves on upkeep. 

















Designed, built and 

installed to syn- 

chronize with your 

‘fmm ~~—\ production line. No 

m=. ™“ fire hazard with a 

Centri-Merge; overspray carried 

away in a whirling tornado of 

water. Safe, clean, efficient, eco- | 
nomical; adapted to any conveyor 

equipment, overhead or floor. 





mieg MECHANICAL 


WASHERS 











Centri-Merge is first 
step and first choice 
of plant engineers 
for high production 
cleaning, long 
trouble-free service 

at aw operating cost. Convenient 
manual or automatic types for any 
finishing application. 














Safeguard your 
product quality with 
Schmieg drying and 
baking-ovens. Every 
operating essential 
sini niiienad and engineered 
to give you the very best finishing 
job. Any size, shape or type of 
oven, conveyor or box, for any 
installation arrangement. 


Consult Sean Engineers Today 





© AND veto Sane ord INC. 


P.O. BOX 4701 «+ DETROIT 34, onl 
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which allows the wheel-base to be 
lengthened or shortened as much as 
45 inches depending upon the need. 
steel placed 

main 


Removable bars 


through the holes in the 


beams fasten the two ends of the 


suspension in position. 


A mail-order and premium item 
that takes full advantage of the ma- 
terial of which it is made is a new 
“self-focusing” magnifier produced 
by J. B. Sebrell Corporation, 305 
South Angeles Street, 
Angeles 13, Cal. Made of trans- 
parent acrylic plastic, the magnifier 


Los Los 


is rectangular in shape with side 
that 
proper distance from the page (the 


channels support it at the 


“self-focusing feature”). The design 
itself takes advantage of the extrud- 
ability of the plastic. In addition, 
the material’s light weight and re- 
sistance to breakage make it easy 
to mail (mailing costs only 2 cents, 
says Sebrell), and the side channels 
the 
users name and message. It’s fur- 


are readily imprinted with 
nished in five standard sizes, but 
can be produced in practically any 
length because it is made by Cx- 
trusion, and needs only to be cut 


oft atl the desired point. 


A thermometer-in-a-rope is the 
latest thing for detecting—and cor- 
recting—conditions that might lead 
to destruction of stored materials. 
Jones & Laughlin Steel Corpora- 
tion, Pittsburgh 30, Pa., is making 
a temperature indicator in the form 
of a plastic-coated wire rope with 
constantan thermocouples spaced at 
hve-foot intervals. 

First use of the rope, developed 
by PTC Cable Company, St. Paul, 
Minn., is in grain storage elevators, 
v here moisture or insect infestation 
causes heat-producing decay. J&L 


makes the rope in any length up to 


carry it 


everywhere 








Opened-—for business! 


In many offices, business doesn’t really get going until 
the morning mail is opened and distributed. The work 
of slitting-open letters by hand can mean a slow start 
for the whole business day. 

But, with a Pitney-Bowes MailOpener, you can open a 
whole morning’s mail in a few minutes without damage 
to contents. So, everyone in the office gets a jump on the 
day’s work. Easy to use, efficient . . . it cuts “concealed costs.” 
Built to PB’s precision postage meter standards. Ask the 
nearest Pitney-Bowes office to demonstrate this electric 
Model LE—or the model, hand or electric, best suited to 

your Office. Or write for the free illustrated folder. 


PITNEY-BOWES. INC.. 1569 Pacific Street, Stamford, Conn. 
Originators of the postage meter, 93 offices in U.S. & Canada. 


FREE: Handy chart of Postal Rates 
with parcel post map and zone finder. 


PITNEY-BOWES 


MAILOQPENER 





A lot of hard work—a lot of future 
hopes—are wrapped up in your firm’s 
trademark. It’s the face your busi- 
ness shows the world. Why not have 
it still more widely known—in full, 
rich color on the gleaming surface of 
a Zippo? 

Give Zippos as a business gift and 
you may be sure that your customers 
will use them. 20... 40... 60 times 
a day, your message wil! flash before 














Proud of your 
trademark? 


them, just as surely as the Zippo 


flashes into flame. 


There’s something about the ease 
of use and utter reliability of Zippo 
that makes it part of a smoker's per- 
carried everywhere— 


sonality. It’s 


and your message with it. It’s actu- 
ally guaranteed to work forever, even 
in wind or rain. That means utmost 
mileage for your message, at modest 


investment. Mail coupon for details. 


GUARANTEED TO WORK FOREVER 
ZIPPO MANUFACTURING COMPANY, BRADFORD, PA 


. oe . . * . . . . a - . ” o « - > 


1 In Canada: Zippo Manufacturing Co. Canada Ltd... Niagara Falls, Or 
i 
' 
' 


Zippo Manufacturing Co. 
Dept. D-2, Bradford, Pa. 


Please give me fuii information about busines 
Zippos— prices in large or smal! quantities, time 


delivery, opportunity to use color 


design department will give us in making a beaut)! 


and distinctive gift 
Name 
Firm 


Address 


and the help you 


$ git 














Can an 


ORGANIZATIO 


become as obsolete 








as a plant? 


The answer is “Yes”... An outdated organization is at the root of 
operating problems fully as often as the more obvious factors. such as 
obsolete equipment or plane. 

Keeping company organizations up to date with changing require- 
ments has been a difficult task for management. The rapidly fluctuating 
conditions of the postwar years placed abnormal stresses on individual 
companies. The shortage of executive talent has strained the capacities 
of organizations. One result has been to load heavily those executives 
who do have the necessary abilities. Another is the steady increase in 
detail problems coming to the president's desk for decision. 

Are any of the following danger signals apparent to you in your 
company’... ¢ onfusion as to where authority rests for getting a job 
. Management duties which are not clearly defined . . . Friction 
. . Lack of sound 
. Faulty teamwork 


done = 
between departments with overlapping functions . 
standards for evaluating executive performance. . 
between ‘line’ and ‘‘staft’’ groups. 
Organization Planning and Development, which diagnoses defi- 
ciencies and builds an effective organization, requires, 
. accumulated experience in organization planning and 
development in many different situation: 


roned ability in analyzing strengths and weaknesses 


6 : : es 
».- full objectivity, so difficult to achieve from within the 
Company 
, ; , , . 
... and the undivided time to concentrate on the project 


Many progressive companies have learned the advantages of using 


, 
qualified management consulting firms to meet these requirements. 


BARRINGTON ASSOCIATES, ING. 


Management Consultation « Business Research 
230 Park Avenue, New York 17, N. Y. 


ESTABLISHED 1926 


SALES POLICIES AND METHODS e SALES COMPENSATION ¢@ SALES ORGANIZATION 


MANAGEMENT CONTROLS ° PERSONNEL AND LABOR RELATIONS 


ORGANIZATION PLANNING AND DEVELOPMENT © MANUFACTURING METHODS 


SYSTEMS AND PROCEDURES © WORK STANDARDS 


Member Association of Consulting Management Engineers 
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of belting at a speed of 600 feet per 
minute. Where one belt section 
ends and another begins, the coal 


190 feet; and Foxboro Company 
has adapted recording instruments 
to this application, so that a com- 
plete system is available. is transferred automatically. The 
complete system, says B. F. Good- 
rich, the belt producers, is “the 
This rubber conveyor, four- ; , 
wana see world’s longest overland open-air 
and-a-half-miles long, carries coal 


permanent rubber  conveyor-belt 


from mine to power plant storage 7” ¥,8 
2 system.” It’s another example of the 


at the Ohio Power Company near 


Beverly, Ohio. The rubber belting promth san grvng very 


nmi. conveyor systems. 
is in fourteen sections, each from ' 


500 to 2,964 feet long. Fourteen con- 
A portable filter that works 
while it moves is announced by the 


veyor drive motors supply 1,435 


horsepower to move the 48,000 feet 


Engineering Corporation, 


Meriden, Conn. It is equipped with 


Cuno 


pump, motor, oil-resistant hose, 
gages, and filter to handle oils, 


coolants, and industrial fluids. 


An improved Vernier height 
gage has a slotted base that allows 
a short, solid jaw with straight 
scribing point to reach down to the 
plane of the surface, and a new 
Vernier graduation. The 2.45-inch- 
long Vernier is divided into 50 lines 
to enable the reader to see .001-inch 
measurements without a magnifier. 
For smailer readings a Universal 





Test Indicator may be attached. It 
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MIAMI'S IG svow..: 


FOR BUYERS...MANUFACTURERS...INVESTORS 


See some of the world’s finest merchandise, all made in ‘ 
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Miami's smokeless, sunlit factories...displayed in a great 
exposition providing ample proof that light industry thrives on 





| Miami's idea! production, living and working conditions! 
| 
| 


Sth ANNUAL 


MIAMI 


INDUSTRIAL 
| ie & EXPOSITION 
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FREE ! “MIAMI ECONOMIC REPORT” 


Facts and Figures about Miami's 

unique advantages for new industry. 
Write: 

Industrial Division, City of Miami 

320 N.E. 5th St. 

Miami, Florida 











DINNER KEY EXPOSITION HALL 
Sponsored by the City of Miami, Florida 


















NEXT MONTH... 


Peter F. Drucker 
discusses in his series 
on The Practise 


of Management — 


Principles of 

Production: the 
Application of 
Logic to Work 


Be sure you read it 


in the April issue of 


Dun’s Review and 


Modern Industry 











It takes TWO pe 
to make it a 5 


And it takes TWO communication systems to 
give business the complete efficiency it needs 
today! (1) Your regular city-phone service and 
(2) a fully automatic Kellogg System... to 
handle all inside cails—to free your switch- 
board for incoming-outgoing calls so vital to 
your success! 

KELLOGG INTERCOMMUNICATION SYSTEMS— 
DESIGNED FOR ANY BUSINESS, ANY BUDGET! 
Fully guaranteed! . . . Completely automatic! 
. .. A Kellogg Intercommunication System re- 
quires no switchboard, needs no operator, In- 
Stantly connects you with any department or 
key personnel—gives you quick conferences— 
keeps your conversations private. All stations 
call each other with the flick of a dial; 
KELLOGG SELECT-O-PHONE—serves one to 55 
stations. Saves time, steps, money ! 

KELLOGG RELAYMATIC—for systems requiring 
more than 55 stations. Provides for future ex- 
Pansion ! 


Kemoce- — Letriomnutnicélin 
aay Syl 
THE /9S5/2€ VOICE OF BUSINESS 

SPECIAL PRODUCTS DIVISION, Dept. 54-C 

Kellogg Switchboard and Supply Company 

A Division of International Telephone and 
Telegraph Corporation 
Sales Offices: 79 West Monroe Street, 
Chicago 3, Illinois 


Show us how we can save time and money with 
A KELLOGG INTERCOMMUNICATION SYSTEM. 


NAME 
COMPANY 
ADDRESS 
CITY 
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is to be made by the George Scherr 
Company, 200 Lafayette Street, 
New York, N. Y. 


Though awkward-looking jt- 
self, this unconventional heat-ex- 
changer is paving the way for 
better-looking—and better-working 
—steam condensers of the future. 
Built by Allis-Chalmers Manufac- 
turing Company, it can accommo- 
date typical tube sections from a 
variety of condenser sizes, and can 
be adapted for a variety of baffle 
arrangements. Allis-Chalmers _be- 
lieves it’s the first set-up of its kind 
to study condenser tube spacing 
and laning, tube vibration, pressure 
drop through steam space, and 
baffling arrangements. 


Cork pipe insulation, applied 
by the wrap-around method for 
ease and speed, is a recent develop- 
ment announced by the Armstrong 
Cork Company, Lancaster, Pa. A 
liquid adhesive is painted on the 
aiea to be covered and LT-30 Cork 
Covering is applied and held firmly 
in position. Seals are said to be 
vapor-tight at liquid temperatures 


ranging between. 30° and 200° 
fahrenheit, if the surrounding rela- 
tive humidity is not more than 70 


per cent. 
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ROLLER CONVEYER 


ONE OF THE MANY TYPES OF HIGH-QUALITY 
POWER AND GRAVITY CONVEYERS IN THE 
MATHEWS LINE 


@ Whatever the package you are handling — whether 
its weight is measured in pounds or tons—there is a 
Mathews Roller Conveyer of the right capacity to handle it. 

With a range of roller sizes reaching from 1” to 6%” and 
capacities from 50 pounds to 16,000 pounds, the Mathews 
Roller Conveyer line is complete. That's why we say, ‘If 
it's a roller conveyer job, it’s a natural for Mathews 


engineers.” 


* 


Write for Catalog No. 151 for com- 
plete details of roller and wheel con- 
veyers, and for Catalog No. 853 which 
features numerous installations that 
might help with your conveying prob- 


lems. Both are yours for the asking. 


MATHEWS CONVEYERS 


GENERAL OFFICES ..... Mathews Conveyer Company) 
ELLWOOD CITY, PENNSYLVANIA 


PACIFIC COAST DIVISION . . Mathews Conveyer Company West Coast 
SAN CARLOS, CALIFORNIA 


CANADIAN DIVISION.... . Mathews Conveyer Company, Ltd. 
PORT HOPE, ONTARIO 


Engineering Offices or Sales Agencies in Principal American and Canadian Cities 








QUIZ ANSWERS 


Ouiz starts on page 87 


1. The peak is in Summer, usually 
August, the trough in Wznter, in 


ti EF ; ae | January, or February. 
e a > | 2. Family workers increased, from 
eather-matic ME | 3 explosives 
/ '7—eeeemers | disabling injuries per million man- 


hours worked, at 1.8, compares with 


touch ses ... a % 3.6 in synthetic textiles, and 23.4 in 











sugar refining. 
. James P. Mitchell 
. 25 per cent | 
| we ogee be New, faster marking system 
. a—5, b—2, c—5, d—3, e—I, t—/, i te 

| bei simplifies shipping! 


g—4F, h—6. “ ai 
Dial = | ye. Se Yes, put away non-permanent tags and labels, 
8. walkout, a work stoppage by em- ward tacking, stapling, gluing of addresses. 
ployees who have not presented de- Simply apply MARSH stenciled marking directly 
onto your shipments. Bold, easy-to-read 2”, 4” 
‘ eae and 1” letters. With either electric or hand oper- 
tormal statement of grievances. ated machines it’s faster, and costs you less than 


9, st) per cent. Non-agricultural em- complicated methods. Ask us for proof today. 
ployment in 1953 averaged 55.4 mil- For more information or a free 


lion; the approximate trade union demonstration mail us this ad with your 
name and business letterhead 


mands to the employer or made a 


membership was 16.5 to 17.0 million. 
10. a—5, b—4, c—/, d—3, e—2. 

ll. In the open shop, both union ere dle eg 
and non-union members are em- arog 
ployed without discrimination. The 
closed shop hires only union mem- 
bers. The union shop may hire non- 








members of a union, but member- 
ship is required after a probation- 
ary period. The closed union, 
through high initiation fees, or re- 
strictive membership rules, limits 
the size of its membership in order 
tO protect the i0b opportunities. 
ie | | Featherbedding describes union- 
" he | & -. 1 ~ a em. | proscribed practices designed to 
pu Ss your re 7) faa limit individual production. 
s - — ee - £ , 12. three times as high. Yip . j 
figures bat order ifr $, xi poe ce 13. None. They are different, com- f , joie 
ah ae monly-used names for the third + A Shreds come out 
Le ap < shift. 
ADDO-X’s feather-matic touch ie i 14. 5 hours 


adds new simplicity ... i > slat 
undreamed of ease to its oper- oe 15. $150 billion SH REDMASTER 


ation. Your fingers actually fly 
over the keys, thanks to ADDO-X’s Shredding Machine 
new symmetric keyboard. 








| | . old records ... waste paper of all 
STEP-O-MATIC MULTIPLIER LEVER makes the ADDO-X a calculator ~ £2 oe | sorts . . . into completely unreadable 
as well ... when used for multiplication. This exclusive feature permits | 1 | | | shreds, valuable only as packing material. 
automatic step-over to the next higher unit without using the O-Key. This | | ge USE—Quick, safe, easy op- 
feature plus ADDO-X’s “live” Repeat and Repeat/Subtract Key ... makes | 

ADDO-X the most advanced adding machine on the market. Write for new, | : | geo Bg Be EO, 


) Quickly turns your confidential papers 








PAYS FOR pen oti valuable 
packing material at no cost 


For Your Office— 
Portable, Noiseless Desk Model 


DD MACHIN . ap avetiehie 
E ” i. { N Ss e ‘ <a | Also Available— 
pee — eT : Table Models and Heavy Duty 
— Models for Banks, Department Stores, 
Warehouses, Plants, etc. 


145 WEST 57th STREET, NEW YORK 19, N.Y. CIRCLE 5-6940 | 
Exclusive U. S. Distributors; Addo-X Adding Machines cat aE aemmenenien 


Multo Calculators — Roneo Mimeo Machines Division of Self Winding Clock Co. 
es = 1106 Raymond Blvd., Newark 5, N. J. 
of 


Opposite PRR Station 
Five o'clock shadow 


illustrated folder and full details. 
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LO-HED 


fits like a glove 


because it’s 


JOB ENGINEERED 


Crescent LO-HED is job engineered to conserve every 
foot of storage space in low, narrow areas. Its 48-inch 
lift permits two-tier stacking without danger of damage 
to roof or load. Optional Side-Shifter moves loads 6 
inches to right or left. 


SAFETY FEATURES: Operator’s head lower than mast- 
head. Low, compact lines...no high front or super- 
structure. 


LO-HED also available with a 68-inch telescopic lift. 


Write for catalog 535 on the complete Barrett Line. 


CRESCENT TRUCK COMPANY 
de (Division of Barrett-Cravens Co.) 
1005 Willow Street 
LEBANON, PENNSYLVANIA 


=) ARRETT 


ONE MAN DOES MORE THAN 3 OR 4... WITH A BARRETT 


a OD. 22S: £8 FB 


i} 
AISLE SAVER 
Stand-up model. 
Extremely 
maneuverable. 


1,000 to 4,000 Ib. 


LO-HED model. 
up to 4,000 Ib. 


= a 
PALLETOX 
Electric truck for 
pallet loads. 
4° hydraulic lift 
4,000 to 6,000 Ib. 





Radio Remote Control. 
No operator necessary. 
Saves in storage and 
order picking time. 





PALLETIER 
For standard plant 
and warehouse 
material handling. 
1,000 to 8,000 Ib. 





LIFT-A-LOFT 
For overhead 
maintenance work. 
Raises 20 ft. in 20 sec. 





~ @ 


ish 


i \ \ 
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TRACTORS 
For trailer towing. 
Battery powered. 

For all practical 
trailer trainloads. 
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' f UAN PONCE DE LEON IS CREDITED 
WITH THE DISCOVERY OF FLORIDA WHILE SEEKING THE 
“FOUNTAIN OF YOUTH.” THERE IS REASON TO BELIEVE, 


HOWEVER, THAT OTHER WHITE MEN SAW IT FIRST. 
THE EARLY HISTORY OF THE STATE IS ONE OF VIOLENCE. 
THE REGION WAS CONQUERED, SUBJUGATED, BARTERED, 
SOLD, AND RECONQUERED BEFORE IT FINALLY CAME 
UNDER THE SWAY OF THE UNITED STATES IN 1821 As 
\ TERRITORY. VIOLENCE CONTINUED THROUGH THI 
SEMINOLE INDIAN WARS, IN 1845, FLORIDA ENTERED 
THE UNION AND WAS ABLE TO TAKE PART IN THI 


TREMENDOUS PROGRESS IN COMMUNICATION AND 


rRANSPORTATION THAT WAS THEN TAKING PLACE. THI 
27TH STATE TO BE ADMITTED, IT NOW RANKS 2IsT IN 
AREA AND 20TH IN POPULATION AND THERE IS ADE- 
QUATE EVIDENCE THAT THIS LAND OF SUNSHINE HAS 
NOT STOPPED GROWING, 


- 

§ OMES the first bite of Winter 
in the air and thousands of Americans living in 
the Northern half of the country start dreaming 
of warmth and sunshine in general, and Florida 
in particular. The semi-tropical Meccas of Mi- 
ami, Palm Beach, Orlando, Jacksonville, St. 
Petersburg, Tampa, Boca Raton, Pensacola, and 
other localities, are entering the orbit of more 
Americans every year. The on-season extends 
itself annually and many temporary migrants 
hnd themselves staying for good. 

It is hard to imagine that Florida was not 
always such a magnet, yet it was not until the 
latter part of the last century that the region 
entered the period of growth and development. 
Until then, the handful of settlers were confined 
to coastal regions by hostile Indians, extensive 
swampland, and jungle-like undergrowth. Once 
these obstacles were overcome, progress was on 
and development was in high gear, reaching an 
almost frantic crescendo in the real estate boom 
of the mid-1920's. The growing pains, violent at 
times, are over, and Florida is now settling 
down to consolidate its gains and improve its 
national position. 


Optimism is a boisterous commodity in the 
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COOL GREENERY AND WARM ATMOSPHERE SURROUND THE CAPITOL BUILDING 


- : | 
FLORIDA 
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CHARLES E. JOHNS Canernor 


major resort cities. In the Capital City, Talla- 
hassee, the mood is quieter, blending in with 
the surrounding countryside. Few Capitals are 
more ideally situated from the geographical 
point of view. The stately, Southern Colonial- 
style architecture of the Capitol Building domi- 
nates the wide, tree-shaded streets. These ulti- 
mately become a part of the rolling hills, serene 
lakes, giant magnolia trees, and massive oaks 
that form the country roundabout. Strictly speak- 
ing, Tallahassee is not an important commercial 
or industrial center, but its importance to 


Florida lies, perhaps, in its non-partisan effect 
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IN TALLAHASSER, FLORIDA GENDREAU PHOTOGRAPH 


on the State’s commercial and economic status. 

Florida, basically, is an agricultural region. 
It leads the Nation in the production of citrus 
fruits. It is also number one in the realm of 
tourist entertainment. But few people realize the 
high diversification of the “Sunshine State's” 
economy. Based on percentages, Florida’s con- 
tribution to the Nation’s economy in normal 
fields would seem low. The contribution 1s, 
however, many-sided. 

The cattle industry has grown in importance 
within the last two decades. Fisheries, mining, 
and wood products also add to the over-all 
economy. Industrially, the State moves ahead 
constantly. Plants and more plants of many and 
varied manufacturers are opening up all the 
time. Climate, advantageous sites, raw materials, 
abundant water, labor, and market accessibility, 
combine to provide incentives to other indus- 
tries. Of all the resources, climate and geo- 
graphical position alone make Florida a worth- 
while location. The peninsula points toward the 
equator, and the markets of South and Central 
America, Cuba and the West Indies, as well as 
the Southern States, are all within the eco- 
nomic range of this improving trade center. 
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Solve the 
problem 
of tied-up 





You know the problem only too well. The more goods 
you manufacture and the more distributors your 
company has—the more cash is tied up in inventory. 
Credit risks increase. Collection problems mount. 
Working capital is depleted. 

Some of the largest manufacturers in the country 
have solved this problem by field warehousing, 
through Douglas-Guardian, all inventory shipped to 
their distributors and dealers. The bank advances the 
money as soon as the goods are field warehoused 
by us—right on the distributors’ premises. In this way, 
credit risks are avoided and you get paid promptly. 

Manufacturers, dealers and distributors are cor- 
dially invited to take advantage of our field ware- 
housing service. Mail the coupon now. 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 
118 N. Front Street * New Orleans, Louisiana 


Please have your nearest representative phone for an appointment. 
Your Name and Title 
Name of Company 


Address of Company 














Phone Number 
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Revolutionary 


opens up a new age of power transmission for industry 


Borg-Warner 
engineering 
eliminates 


‘chordal 
action’ 


“Chordal action” has long been a buga- 
boo in chain drives for power transmis- 
sion. The cause of pounding, bouncing, 
jerking and vibration, chordal action 
greatly limits the speed, load carrying ca- 
pacity and service life of the drive. 

To overcome these limitations, Borg- 
Warner's Morse Chain Division has de- 
veloped a revolutionary drive that prac- 
tically eliminates chordal action. Smooth 
as a belt, with the strength of steel... 
positive as a gear, with the flexibility of a 
chain... the HY-VO Drive can run at 
speeds up to 3600 rpm, linear velocities 
up to 6500 fpm, and can transmit up to 
5000 hp. 


B-W ENGINEERING MAKES IT WORK 





—makes possible higher speeds 
—saves space and weight 


chain drive 





Narrow, yet super strong, the Morse 
HY-VO Drive makes possible substantial 
Savings in space—not only in over-all size, 
but especially in width. In many instances 
this completely eliminates the need for 
bulky, expensive outboard bearings and 
mountings. 

With many additional features, the 
HY-VO Drive runs almost noiselessly, 
cuts operating and maintenance costs, lasts 
longer than conventional drives. 

Contributions such as this to American 
industry are continuing evidence of the 
“design it better—make it better” policy 
applied to every Borg-Warner product. 
Proof again that — 


B-W PRODUCTION MAKES IT AVAILABLE 


185 products in all are made by 





Se 
| PRODUCTION 
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co BORG-WARNER 


THESE UNITS FORM BORG-WARNER, Executive Offices, Chicago: ATKINS SAW 
BORG & PECK « BORG-WARNER INTERNATIONAL © BORG-WARNER SERVICE PARTS * CALUMET STEEL 
CLEVELAND COMMUTATOR « DETROIT GEAR « FRANKLIN STEEL © INGERSOLL PRODUCTS 
INGERSOLL STEEL © LONG MANUFACTURING « LONG MANUFACTURING CO. LTD. «© MARBON 
MARVEL-SCHEBLER PRODUCTS « MECHANICS UNIVERSAL JOINT » MORSE CHAIN « MORSE CHAIN CO., LTD. 
NORGE « NORGE HEAT + PESCO PRODUCTS + REFLECTAL * ROCKFORD CLUTCH ¢ SPRING DIVISION 
WARNER AUTOMOTIVE PARTS « WARNER GEAR © WARNER GEARCO., LTD. © WOOSTER DIVISION 
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*''In-Between Handling’’ — short dis- 
tance manipulation of materials too 
heavy for manual handling yet not 
requiring high priced power-driven 
equipment. 


BIG JOE 


First in 


EXPLOSION 
PROOF 
LIFT 
TRUCK 


TRIPLE 
ACTION 
PUMP 








40 FT. 
PER MINUTE 
LIFTING 
SPEED 


@ BIG JOE offers FLEET 
OPERATION at the price 
of a single power-driven fork truck. Fleet 
operation gives the right kind of help 
where you want it, when you want it— 
today, tomorrow, every day. More than 
40 BIG JOE models specifically designed 
for IBH. 


Business Management will 
read with interest the in- 
formative booklet ‘*iBH— 
The Economical IN-BE- 
TWEEN System for Han- 
dling Materials'’. Write 
for your copy. 


**HYDRAULIC HANDLING FOR EVERY DEPARTMENT" 


BIG JOE Manufacturing Company 


910 W. Jackson Bivd., Chicago 7, Illinois 
© 1954 Big Joe Mfg. Co. 
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engineered and built for 


LOCKHEED AIRCRAFT CORP. 


Georgia Division, Marietta, Ga. 


by INTERNATIONAL STEEL 

in co-operation with 

ROBERT & CO. Associates, 

Atlanta, Ga.: 
BLOUNT BROS. CONSTRUCTION CO., 
Contractor 


Architects & Engineers 


Montgomery, Ala.: 


You have to put up a BIG 
front for a flight hangar like 
the above — part of the im- 
mense Government Aircraft 
Plant No. 6, where Lockheed 
is producing Boeing-designed 
B-47’s for the Air Force. And 
you have to all but fill it with 
doors, to provide an entrance 
huge enough for these giant 
Air Force Jets. 


Lockheed’s needs were 
for 16 door sections — each 
66 feet wide by 60 feet high 
— divided equally to form a 
dual-opening entrance. Each 
section operates singly — or 
any and all can be opened or 
closed concurrently. This adds 
up to two complete entrances 
each 52% feet wide — a total 
of 352 yards of combined 


own 


International was Lockheed’s 
logical this 
tremendous job. In operation, 
it duplicates 
trances designed and built by 
International. Much of the 
basic planning of these ree- 
ord-breaking 
done with the help of Inter- 
national’s door engineers. 


choice to handle 


other larger en- 


projects was 


This same experienced help 
can. be put to work on your 
door problems .. . and on 
any problem involving stee! 
fabrication . . . by calling in 
International. Mail coupon to- 
day for our complete catalog 
of Industrial and Aviation 
Doors. 


' 
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utomatice’s 


COSY COTIVER 


SHOWS YOU HOW TO 
chart and analyze your own 
materials handling operations 


@ Learn how to analyze and chart Here is a completely new, completely 

your materials handling. Simplify different, 24-page booklet . . . one of the 
most valuable aids ever offered in the 
Materials Handling field! Written for 
Automatic by a nationally-famous author- 
ity, it shows you how professional materials 
handling specialists analyze and chart 
operations . . . teaches you, in a simple, 


present methods, cut costs, im- 
prove efficiency! 


® Prepared for Automatic by a 
leading Materials Handling 


Engineer. Quick, informative, quick, easy-to-read way, how to uncover 
easy-to-read. the “weak links’ in your own materials 
handling and chart for yourself improve- 

© Aimed at your own field of busi- ments that will give you greater efficiency 


and lower costs. Moreover, it is aimed at 
your own field, with case histories of what 
others are doing to lick the very materials 
handling problems that worry you most. 


ness. ..actvally shows you what 


others are doing! 





DON’T DELAY— mail coupon meee sisi dia 
f ' 1° es Bes ept. 

or your copy, today | Aulomalic Chicago 20, Illinois 

| Please rush to me, without cost or obligation, my | 

copy of the newly published * ‘Materials Handling } 

= COST CUTTER,’ I 
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Plan your future products with 
BAKELITE Olyetihy lene for 


TRADE-MARK 


better performance, economy, sales appeal 


Now is the practical time to start planning with 
BAKELITE Polyethylene. The future—increased sup- 
ply as a result of planned production expansion — 
comes closer every day. 

When you consider this material in the light of 
product re -design, you will find a great many ways 
to take advantage of BAKELITE Polve thylene’s unu- 


The many properties, 
plus examples of uses, 
are shown in our 24-page 
booklet, BAKELITE Poly 
ethylene. Write tor your 
tre é copy tod iv to LD pt 


sual combination of advantageous properties. 

You may be able to apply its impact strength, die- 
lectric properties and ease of fabrication to critical 
design problems...or determine how its light weight, 
flexibility and corrosion resistance can give your new 
products-to-be an edge in performance, saleability, 


and manufacturing cost reduction. 


BAKELITE 


TRADE-MARK 


yeni alyethrylene 


BAKELITE COMPANY, A Division of Union Carbide and Carbon C orporation UCC 30 East 42nd Street, New York 17, N. Y.. 


In Canada: Bakelite Company, Division of Union Carbide Canada Limited, Belleville, Ontario 





“MOST HELPFUL IN KEEPING 
OUR PRODUCTION UP 
AND COSTS DOWN”.. 


PACIFIC FITTINGS DIVISION pro- 
duces a complete line of high quality 
malleable iron pipe fittings; steel, iron 
and brass pipe nipples and steel pipe 
couplings... has been an enthusiastic 
Texaco user for eight years. 


PACIFIC FITTINGS DIVISION of General fine quality of Texaco Products, has been 

Metals Corporation—largest pipe fitting manu- most helpful in keeping our production up 

facturer on the Pacific Coast — has this to say and costs down.” 

about Texaco Products and Service: There is a complete line of Texaco industrial 
“We've used Texaco exclusively for many lubricants ... and Texaco Lubrication Engineer- 
years and with good reason. Texaco Lubrica- ing Service will gladly guide you in their selec- 
tion Engineers have always worked closely tion and proper use. Just call the nearest of the 
with our production men and their recom- more than 2,000 Texaco Distributing Plants in 


mendations have always been sound and the 48 States, or write: 
practical, The Texas Company, 135 East 42nd Street, 
“This, in combination with the uniformly |New York 17,N. Y. 


wy TEXACO Lubricants, Fuels and 


Lubrication Engineering Service 


TUNE IN... METROPOLITAN OPERA radio broadcasts every Saturday afternoon. See newspaper for time and station. 
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